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THERE IS A TYPE ean WHEELBARROW SERVICE 
These improvemeffts spell the difference WAREHOUSE stock 
between “Ster ” and just plain wheel- a 


barrows. The ish the quality features NEW YORK 
CLEVELAND 


which add to profits on your sales, and ata 
reduce sales efforts. All parts are inter- DETROIT 


changeable, and thus reduce your stock. oT. LOUIS 
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contidence’' 
“H and how to build itoP 


Time and again you have had folks ask you 
over the counter: “What kind of hardware 
can you recommend for my new home and 
farm buildings?” 


Every time that a patron asks such a ques’ 
tion he has confidence in you. And right 
then is your opportunity to destroy or keep 


that faith. 


If you can say: “I know this is the best be- 
cause it’s guaranteed,” you are building up 
confidence and repeat sales. 


Frantz Quality Builders’ Hardware holds 
the confidence of thousands of dealers be- 
cause they have found that the Frantz guar- 
antee in turn builds up the confidence of 
the trade in them. 


You cannot mistake Frantz products, for 
every package bears a distinctive label on 
whichthenameof the makerispredominant. 


FRANTZ MFG. CO. 


Sterling, Illinois 
Dept. HA-2 


© F. M. Co. 1925 
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THE NEW KIDDIE KART 


a better wagon at a lower price. 


There is just one way for the dealer to make his margin on children’s 
wagons to-day. It is to have a wagon different from all the others and one 
on which prices are maintained. In this way only can the dealer save his 
full profit in the face of ruinous price cutting by competing dealers. 


Incidentally the article must be better than others in points easily seen by the con- 
sumer. Price must be reasonable and give most value per dollar and be backed by a 
responsible manufacturer. The new KIDDIE KART meets all these tests. 

IT IS A PLAY WAGON OF INDIVIDUALITY. 


Order sample and make your own comparison. 
List prices $3.00 and up. 


H. C. White Company, North Bennington, Vermont 


“KIDDIE KAR” and “KIDDIE” Vehicles 
Trade Mark Trade Mark 


New York Sales Office—Fifth Avenue Building 
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BUCK SAWS 
TIME TO THINK OF YOUR SAW REQUIREMENTS 


The Buck Saw is a tool of national renown. 
It has been used by some of the greatest 
men of the times. Getting down to “brass 
tacks,” it is indispensable for farm and 
wood lot use, for cutting cordwood, fence 
posts and small timber. 


Atkins Standardized Buck Saws 


For over 68 years, we have been manufacturing 

these saws and have standardized on patterns 

which are favored by the consumers. AN 
Atkins Buck Saw Frames are made of carefully Aji iy 
selected material, thoroughly seasoned, accurately 1 
and smoothly machined, finished in colors or L—= 

natural wood, blades of “Silver Steel,” our ex- 

clusive formula, straight or breasted tooth edge N 


of various widths, set and filed ready for use. | acme 


Anticipate your requirements; send for 
catalog 19-2 showing illustrations and com- 


binations. 


F.C ATKINS & COMPANY 


The Silver Steel Saw People 


























Established 1857 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 

Branch Houses: 

Atlanta Tae Minneapolis Portland 

Chicago New Orleans San Francisco 

Memphis New York Seattle 
Vancouver, B. C. 


Paris, France 
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Profit possibilities considered, it is no wonder 
that the number of hardware men handling genu- 
ine Irwin Bits in Sets increases daily. 


Every time you sell a Bit customer a set, you have 
multiplied his purchase by 6. By the Irwin plan, 
you can secure this added volume, while carrying 
a small stock that will turn rapidly at a nondeonne 
margin of profit. 


AAA 


Let us send you information on our complete 
plan for selling Irwin Bits in sets—you will find it 
interesting. Write now. 


THE IRWIN AUGER BIT COMPANY 
WILMINGTON, OHIO 


TheIRWIN Dit | 


REG. U.S. PAT. OFF. | 


hoor yf \als 











The IRWIN Bit 
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They're saying Good-bye stoves’ 


“The Sunbeam 
Cabinet Heater 
heats my five rooms 
better than before 
when we had two 


stoves. It uses only 
one-half as much 


fuel.” 





Here's one of our new 
selling books. It will 
give you a new slant 
on your selling oppor- 
tunities in the heating 
business. 






a Ba) 


CABINET 


MADE BY THE LARGEST MAKERS OF HEATING 
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“One stove heated 
half the rooms. 
I find that the 
Sunbeam Cabinet 
Heater warms the 
whole house and 
uses less fuel.” 


A Way that Heats 


a 3s ae = 
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the Whole House 
instead of a Single Room 


They’ve found the Sunbeam Cabinet Heater. 
What they think of this wonderful, new heating 
device is shown in the quotations running across 
the top of these two pages—quotations taken from 
enthusiastic letters that are being received daily. 

Surely this is evidence of profitable sales— 
evidence of the fact that this new Sunbeam prod- 
uct, through its ability to heat the whole house, 
instead of a single room, at a fraction of former 
fuel cost, SELLS ITSELF. 

Over one-half of the homes in your selling 
radius are waiting to heat their homes by this 
new and better method—every stove heated 
home is a live prospect for you. The tremendous 
size of this market has been recently demonstrated 
by four country-wide investigations. In an actual 
count of farm homes it was found that over 80 
per cent of the homes were stove-heated. In the 
study of a prominent Woman’s Magazine, the 


result showed that 82 per cent of the homes were 
heated by stoves or fire-places. In a survey made 
by one of America’s largest corporations, covering 
towns of all sizes it was found that 46 per cent 
of the homes were heated with stoves and in an 
investigation of our own we found that nearly 
45 per cent of homes are stove-heated. 

Count up the homes in your town— nearly half 
are prospects for you. Then estimate the number 
of homes on the farms—80 per cent at least 
represent sales opportunities. Think of the possi- 
bilities for profitable business! 

With the Sunbeam Cabinet Heater—the heater 
that has “qualified” 100 per cent wherever it has 
been used, and with the Sunbeam selling and adver- 
tising plans that are making good for Sunbeam 
Dealers everywhere, you can capture a big share of 
this business. Let us tell you how other dealers are 


THE FOX FURNACE COMPANY, ELYRIA, OHIO 
Largest Makers of Heating Equipment 
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EQUIPMENT IN-THE WORLD 


doing it—how you can do it! Use the coupon today. Pod 
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4 EXHAUST PIPE 
: PULSATION PIPE 


VACUUM PIPE 






N° 37 
PULSO PUMP 
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VACUUM CONTROLLER 
JUNIOR TRAP 
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MILKER UNIT 











ANNOUNCING THE 
DE LAVAL JUNIOR MILKER OUTFIT 


WING to the remarkable success which 
De Laval Milkers have attained dur- 
ing the past nine years in saving time and 
labor, increasing the production of milk and 
improving its quality, as well as_ eliminat- 
ing the drudgery and dislike of hand-milk- 
ing, there has arisen a widespread demand 
for a De Laval Milker for milking small herds. 
In response to this demand the De Laval 
Junior Milker Outfit has been designed and is 
now offered to small herd owners. Every user 
of this outfit can expect exactly the same satis- 
factory results as the thousands 


enough accessories for a_ 10-cow installation. 
It is designed, however, to operate two 
standard De Laval Milker Units when so 
desired, with an installation not exceeding 
60 feet of pulsation pipe, and will milk as 
many cows as can be. sstanchioned within 
these limits. 

This outfit can be operated by a % hp. elec- 
tric motor or a 14 hp. gasoline engine. 

At any later date should the owner of such 
an outfit increase his herd, the capacity of the 
milker can always be enlarged accordingly, at 
comparatively small expense. 





of other De Laval Milker users 
in this and all dairy countries 
of the world are obtaining, for 
it is exactly the same in oper- 
ation as the regular De Laval 
Milker and differs only in that 
it has a Pulso-Pump of some- 
what smaller capacity. 


1 Junior Trap 


installation 





is sold complete with one 


standard De Laval Unit and 


$175.00* 


for the complete outfit as shown above 
| (except piping), consisting of 


1 No. 37 Pulso-Pump 


1 Vacuum Controller 
1 Complete Milker Unit 
and enough accessories for a 10-cow 


This outfit is designed to operate one 
or two standard De Laval Milker Units 


The De Laval Junior Milker | with an installation not exceeding 60 
| feet in length of pulsation pipe. 


| *Slightly higher on the Pacific Coast 
and in Western Canada. 


| This addition to the line of 
_ De Laval Milkers makes it the 
most complete as well as the 
best in the world, and enables 
any herd, whether it be 5 or 
500 cows, to be milked the 
‘De Laval Way.” If this great 
line of ‘“‘profit makers’ for 
both user and dealer is not 
being sold in your community, 
get in touch with us at once. 
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SEPARATOR COMPANY 


Chicago San Francisco 


600 Jackson Blvd. 61 Beale Street 


THE DE LAVAL 


New York 
165 Broadway 
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Write for Your Opportunity Letter 


about the firs 


in heating stoves 1n years! 


N oil-burning heating stove! 
Think of it! From one end 
of the country to the other 
thousands of families in cities, 
towns, and on farms, have 
changed from coal to oi] as a fuel for 
their furnaces—but now, at last, people 
who use heating stoves instead of fur- 
naces, can have and enjoy all the advan- 
tages of wonderful Oil Heat. 


The remarkable “OLCO”  Oil-Gas 
Heater is a new and modern Ouil-Burn- 
ing heating unit; an Oil Burner of na- 
tional reputation, and a heating stove, 
built as one complete unit. 





In appearance it is a finely-built coal- 
burning heater—but in 
reality it is a compact, 


cael 
oF eat 


nickel trim. Nickeled ornamental dome, 
upper ring, foot rails, base, and legs. 
Main body of best grade, rust-proof, 
satin-blue finish sheet steel. Also the 
“OLCO” No. 22, a unit with larger 
heating capacity, for commercial installa- 
tions, shops, garages, stores, lodge halls, 
schools and picture shows. 


To light the stove all you do is turn a 
valve and strike a match—and what a 
glowing flood of heat it does give. In- 
tense heat—or any degree desired—in- 
stantly. It operates on as little as one 
pint of oil per hour, depending upon 
the amount of heat desired and the size 
of the stove. 


advance 


burning for domestic heating. Gravity- 
type oil feed is used. That means that 
the oil doesn’t have to be forced in. 
And it uses the simple, practical prin- 
ciple of natural draft. 


The exact proportion of air required is 
automatically and properly mixed with 
the oil vapor. Proper size combustion 
chambers in the various sizes of “OLCO” 
Heaters have been accurately deter- 
mined to produce Perfect cumbustion. 
It is impossible to burn more oil than 
can be properly turned into heat. There 
is no waste. Any excess of oil through 
the burner is directed into a_ safety 
automatic shut-off valve. 


Your request for de- 
tails and discounts will 


practical, Ouil-Burning d Ht A] 
cin An Oil Burner and Heating imi 
you’ve ever read— 


come to stay and re- 
place coal and wood 
for heating stoves, just 
as it is replacing coal 
and coke as a _ fuel for 


The “OLCO” is a great achievement. 
It is the first real advance in heating 
stoves in years. The final achievement 
of 14 years of scientific development. 
Here at last is the ideal heating stove! 
Built right into it is an Oil-Gas Burner 
of national reputation—the famous 
Oliver No. 20. It is built in, solidly— 
not just set in. Hermetically sealed in! 


The “OLCO” is made in three sizes— 
13, 15 and 17-inch firepots—with full 


furnaces. 


Something 
New! 


Stove 


.-in One Complete Unit 


Everything about the burner is com- 
pactly contained right in the stove, out 
of sight. There are no parts extending 
out to spoil the heater’s attractiveness. 
What’s more, the famous Oliver No. 20 
burner has no noisy motor, no moving 
parts to get out of order, no spark plug 
or electrical connections. 


No oil heater could be more simple, 
more practical or more efficient. Em- 


bodied in the wonderful “OLCO” are 


all the sound, 


basic principles of oil 





tite, 


“OLCO” Heater 





No. 219 





your Opportunity Let- 
ter—dealing with the 
real market which ex- 
ists in your locality for the sale of 
“OLCO” Heaters, the profit per unit, 
and the wonderful way the “OLCO” 
proposition fits in as a money-making 
addition to your present stove line. 


Oliver Oil Burner Corporation 
563 Oliver Bldg., St. Louis, Mo. 


Oldest and Largest Manufacturers of Oil-Cas 
Burners in the World 


This Coupon 
for Your Convenience.... 


Mail It Today! 


‘ a 
g OLIVER OIL BURNER 4 
' CORPORATION, 7 
‘ 563 Oliver Bldg., r 
t St. Louis Mo. 5 
I 1925. ' 
' Gentlemen: é 
5 Send me the OPPORTUNITY LETTER mentioned & 
8 in your important announcement of May 14th. No 8 
8 obligations, of course. The complete unit “‘OLCO”’ §@ 
@ Oil Heater looks like the best stove proposition I’ve § 
g come across in years. a 
| # 
: ree see ee ee eee eee ee ee : 

i 
: 0 es eee ee ee ee ee Pe 5 
t t 
@ County... ..ccccccsccccsveccoces State... .secee 4 
s . 


OLCO OIL-GAS ABATER 
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Perfection Line 


Because Perfection stoves cost less to carry, less to sell 
and less to service, they bring the dealer a greater yearly 
profit than can be realized on any other line. 


More sales from smaller stocks are made possible by 
quick-shipping facilities from warehouses in every section 
of the country. 


Selling costs are lower because Perfection stoves are uni- 
versally recognized as the most dependable and satisfactory 
oil stoves made. 


And Perfections operate year in and year out with so little 
attention that service costs are practically unknown. 


Because the Perfection line is 100% complete you can 
have the greater profit and economy of dealing with one 
factory for all your oil stove requirements. 


In addition the seven reasons listed below help to give the 
Perfection dealer the best oil stove proposition of the day. 


The 100° Compl fe Oil Sturn ’ Line. Long chimney and 
short chimney stoves in all sizes and prices —also cabinets, 
ovens, broilers and toasters, —all made by one big square- 
dealing manufacturer—satisfy every demand. 





The Line That Sells the Year Around. Because of their 
bigger, faster burners, ample size and modern conveniences, 
these ‘‘grown up’’ Perfections—which satisfy every cooking 
need—are in demand throughout the year. 


Phe Best Advertised Oil Stove Line. Perfection advertising 
supports the selling effort of Perfection dealers every month in 
the year. It is far greater than the advertising effort on any 
other oil stove. 


The Universally Accepted Line. Years of leadership, years 
of advertising dominance and millions of present satisfied users 
have led to Perfection’s acceptance as the oil stove standard 
of the world. 


The Line of Fastest Turnover. Dealers can 
‘‘turn’’ Perfection stocks from 4 to 12 times a 
year. 24 hour shipping service from convenient 


warehouses enables them to do a large business 
with small stocks. 


The Line That Satisfies Consumers. Because 
of their quick lighting, fast cooking, cleanliness, 
appearance, reliability and long life, more than 


half of all the oil stoves in use are Perfections 
or Puritans. 


The Line of Complete Dealer Cooperation. 
Our salesmen help you demonstrate. Special 
service men are at your command. All parts are 


replaceable—complete repair stocks at every 
warehouse. Numerous dealer selling helps, free. 


You will want the 1925 Perfection Dealer Catalog, 
which illustrates every item in the 100% complete 
line. Write for your copy today. 


THE CLEVELAND METAL 


7515 Platt Avenue 





In Canada, the Perfection Stove Co., Ltd., Sarnia, Ontario 


PERFECTION 


Oil Cook Stoves and Ovens 


PRODUCTS COMPANY 
Cleveland, Ohio 
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The 100% complete Perfection line includes Superfex Models, 

illustrated above; ‘*Extra Fast 130’’ Blue Chimney Stoves; the 

**70 Line’’ with Cobalt Blue Chimneys and the improved ‘‘40 

Line’’ with Puritan Short Drum Burners—a size, style and 
price for every oil stove prospect. 


for Best Results 
Sell Perfection and Puritan 
Ovens with Perfection a 
ee tet and Puritan Stoves peep f dpa 


or black door frame. Drop oven with either glass or 
door type in black finish only. plain door. 

















Perfection Two Burner —— a 


Ovens — ith eith a : i 
iis Gee Bh . nok dhe Extra Large” Perfection Oven— market’s greatest oven value 
frame in swing door and drop Big enough for a large size roaster, four at its popular price. Made 

door types. pies or four loaves of bread. White enamel with drop doorand glass front. 


drop door only. 


and PURITAN 


Oil Cook Stoves and Ovens 
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The McKay 
Perfection Bumper 
a new design 
(reversed for rear) 











WY- Sell Them 
17 se e : 


M“°KAY., 


S 
el 


BEAD 


HARDWARE AGE 


, ba a % : 
sg 





4-Way Protection 


That’s what McKay Dealers are doing. In the McKay 
line they’ve got a lot of new bumper ideas to sell—many 
features that other bumpers lack. 


Because of these McKay innovations they can offer the mo- 
torist full protection all around the car—front bumper, side 
guard and rear bumper. 


Motorists are looking for “up-to-dateness” in bumpers they buy. 
And that’s perfectly natural. You want the latest designs in every- 
thing you buy. So handle the new things in motor accessories and 
you'll be sure to sell them quickly and with profit to yourself. 


The complete line of McKay Bumpers has many real advantages. 
Write for our bumper proposition. 


UNITED STATES CHAIN & FORGING COMPANY 
UNION TRUST BUILDING, PITTSBURGH, PA. 


Makers of McKay Tire Chains, McKay Shurout Chains, McKay Ready Repair Links, 
McKay Bumpers and Chains for all industrial and commercial purposes. 


BUMPERS 


RED 








May 14, 1923 
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Speeds up your Sales 


The Four-Square Sales Board is a 
concentrated exhibit of the Four- 
Square line. 

It gives your customers a chance to 
examine the tools—makes selection 
easy and naturally speeds up sales. 
The retail prices of all tools are 
plainly marked by tags, also directly 


on the Sales Board under each tool. 


Follow each sale with a replacement 
from stock. 

Write for information as to how to 
secure this Sales Board. 


STANLEY, New Britain, Conn. 
New York Chicago 


San Francisco Los Angeles Seattle 


STANLEY wm 


FouR-‘SQUARE HouSEHOLD IOOLS 
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—and These Jobbers 
_ Over 6000 Reprints for 


UNDERH] ites 
| rn L, CLINCH & CO. A chorus of approval from the Trade 


HARD aane. , . 
84206 woe ARE greeted the article “Defining the 

Guarantee” which was published in the 
April 9th issue of HARDWARE AGE. 
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w 0. STUART Pres cen! 









One hundred of the most prominent 
hardware jobbers in the country asked 
for a total of 
over six thou- 


sand five hun- 
Defining the Guarantee dred reprints 


HAT to guarantee—how to guarantee it—and the extent to which any guarantee 


W should go are much mooted questions in the hardware trade. — of the articles to 


Undoubtedly, the Unconditional Guarantee should be abolished. Undoubt- 
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edly, also, the individual merchant should make his position on the guarantee question 2 n 
perfectly plain to his customers; so plain that there can be no possibility of any mis- d Ww h h 
oe understandiny. sen it t eir 
Ny +) © ge, We are therefore acting on the suggestion of a large hardware jobbing house in the 
Middle West and publishing the following definition of a proper guarantee, as sub- d mM 
w 
Ay — 7 G & ¢é mitted by one of the sales managers of the house referred to. c nh O r S € € n t 
— Ro. | Copies of this should be prominently displayed in the various departments of every . 
retail hardware store. to their travel- 
INCORPORATED 1869: in l | 
g salesmen. 


LBANY HARDWARE & IRON O 


Eee What Is a Guarantee? 


When we guarantee tools and cutlery of any kind, we mean that 
they are properly tempered, and if fairly treated will perfectly 
serve the intended purpose. 
Any steel that is hard enough to cut, is hard enough to break under 
: unusual strain. 

ae ESA This does not indicate a defect. 
” | If there is a flaw in the steel, the nature of the break will show it. 


WaATERLE DS If the steel is soft through being improperly tempered, the edge will 


turn. 


erasisnce 
ee 







































































































Defects of this kind occasionally occur, and our guarantee gives 
you full protection. 
—, A guarantee does not warrant against abuse. Any properly tem- 
DIGGS, « pered steel will break-under certain conditions. 
~ nage. . 
= WHOLESALE oN1)- Grinding an edged tool on a dry emery wheel or stone will draw 
v rE NEE 
, NERAL HARDw. the temper. | | ; 
"eoeen gree Using a high-grade axe as a wedge will ruin it. 
ae Any knife blade that will cut, will break if used as a pry. 
Abuse and mistreatment of this kind is not covered by a guarantee. 
The abuser must be the loser. 
Our guarantee insures you that our tools and cutlery are properly 
made from the best material obtainable, and will give satisfaction GA GZ 4 
for the purpose intended if treated with respect. “a l/s lilene LY SAS, 
er i Aoteseale Doulers ‘ue _ 
It does not cover abuse or misuse. hear “wy. Docsinin: G, 





WYOMS, Wig Viseo g Sad dbs 


tonterland und Bef, Vlrecty 


Cx , 7 
arte Sopp a 4 “A 


¢ mst, Bre a 94 






















> > 




















WH Wie TPT HI 11} 
i WT if i | : Hi Wl 
THT TAN 



















NII) HUNAN i mM Hi i} 


























© oo. pnd 5 eet oo” ee 












icons co at ¢t 
gto 


rites 
| iit 


Hi il Hl 
HAD 
' 


| 

HW 
HE 
i} 


HM i | | AT 
HU Hl A Ha HEL TH UT HY qa TUT RR E RHETT v7 














May 14, 1925 HARDWARE AGE 


Ordered 
Their Salesmen 





They gladly accepted this opportunity 
to help impress this reasonable inter- 
pretation of the much abused guaran- 
tee upon the trade and correct the 
costly evil of the unlimited warranty 
so glibly used by some salesmen as a 
substitute for intelligent selling effort. 


HARDWARE AGE welcomes the en- 
dorsement of these powerful jobbing 
houses in its effort to place the guarantee 
on a sane basis. 


HARDWARE AGE 


‘*The Mosti Influential Hardware Paper’’ 
239 West 39th St., New York, N. Y. 
“4 
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A. €. HOOGEBON, Asser. 


THE WINCHESTER-SIMMONS CO. 


34-48 SouTn Erie StReer 
TOLEDO, OHiO 
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As Good As It Looks! 
The FOSTER MAHOGANY FINISH 


PARLOR HEATER 


This happy combination of good 





appearance and good _ performance 
makes a heater that is easy to sell. 
Displaying it and explaining its 
unusual features is all the “high- 
powered’ salesmanship required. 


Here is a parlor heater that will 
grace the most expensively fur- 
nished room, one that does not 
cover everything in the vicinity 
with a coating of ash dust; and a 
heater that really heats. 


All of these “talking points” are 
easily understood and appreciated 
by the critical house wife. 


The agency will mean real prof- 


its for you. 


“THE FOSTER LINE” 





You will find in this large line stoves to suit every type of cus- 
tomer and every pocketbook. Every one is honestly made and will 
give the kind of service that makes friends for the dealer. 

If you're interested in this quality of merchandise get in touch 


with us. 


The Foster Stove Co. 





Makers of ‘‘The Foster Line’’ 





Intense radiation and ample circulation. Properly 
designed fire bowl. Finished in rich grained 
mahogany 


Ironton, Ohio 
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UCKEYE dealers can truthfully use the argument 

that the economy of Buckeye Aluminum lies not 
alone in the low purchase price, but in the years of 
satisfactory service that every utensil assures. 


THE BUCKEYE ALUMINUM COMPANY 
WOOSTER, OHIO 
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OES the Aluminum Ware which you 

sell bear the name of the manufac- 
turer, thus giving your customers and your- 
selves the insurance to which you are entitled. 


The manufacturer’s name prominently 
stamped on an Aluminum Cooking Utensil 
is a guarantee that the manufacturer himself 
has confidence in and stands back of his 
own product. 


No Aluminum Kitchen ware on the market 
today offers greater value to the purchaser 
than does Buckeye. The obvious high - 
quality of these utensils coupled with their / 
low cost instinctively instills a desire for 7 
possession. | 





Every housewife who invests in this splendid | 
ware is certain to be completely satisfied 
with her purchase. Satisfied with its modest 
price. Satisfied with its beauty of line and 7 
spick-and-span cleanliness. But satisfied, 7 
most, with its lasting utility and usefulness. 


Both Buckeye brands—“REAL SOLID” and 7 
“EUREKA”—comprise a wide range of | 
attractive styles and sizes. Beautifully de- 
signed, expertly made from Highest Grade, F 
, full weight aluminum stock and backed by 
a responsible manufacturer, they are worthy 7 
a place on the shelves of any dealer’s store 7 
or in the most modern kitchen. 4 





YD 





The Buckeye | 
Aluminum Company/ 


WOOSTER, OHIO 
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Sales Grow 100% to 500% 


You are entitled to this display, if you are an Osborn 
dealer. It is not merely something you get for nothing. 
It is a direct business builder that works for you if you 
let it, and which we give you in the interests of better 
business. 


Forget about the display itself for a minute—and think 
of the fact that in all cases where dealers use it sales 
increase from 100% to 500%. 


The principle back of this window display is as real and 
effective as the tactics used by the glorified peddlers. 
But where they must seek a chance to display their 
wares, the Osborn window display attracts attention at 
a time when people are out to buy. Any good “peddler” 
will tell you that there is a law of averages which works 
for him — “Show the goods to a certain number of 
people, and you get a certain number of sales.” 


Right there is the secret of the big pulling power of this 
Osborn Window Display. It shows the brushes—and 
you get a certain definite response in sales. 

Why not use it? It’s ready for you—and will work for 
you if you give it the chance. Hundreds of dealers are 
doing it. Order the display through the distributor 
mear you—see the list—or write to us. 


The Osborn Manufacturing Company 
Cleveland, Ohio 
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sborn 
Window Trim 
Free to Any 
Osborn 
Dealer 


When Osborn Brushes Are Displayed This Way 








These well-known houses are authorized 
distributors for Osborn Blue Handle House- 
hold and Personal Use Brushes. Ask them. 


The W. Bingham Co., Cleveland; The 
Bostwick-Braun Co., Toledo; The Bronson 
Townsend Co., New Haven; Buhl Sons 
«Detroit; Burhans & Black, Inc., 
; Decatur & Hopkins Co., Boston; 
Drug Co., Boston; Evansville 
Co., Evansville; C. H. & E. S. 
New York City; L. Gould & Co., 
; Charles Hubbard Son & Co., 
; Janney, Semple, Hill & Co., 
;  Kelley-How-Thomson Co., 
Duluth; Lee-Kountze Hdwe. Co., Omaha; 
Logan-Gregg Hdwe. Co., Pittsburgh; Mas- 
back Hdwe. Co., New York City; C 
Miller Hdwe. Co., Huntingdon, Pa.; 
Minneapolis Drug Co., Minneapolis; Mor- 
ley Bros., Saginaw; Northern Drug Co., 
Duluth; The Philadelphia Wholesale Drug 
Co., Philadelphia; limpton-Cowan Co., 
Inc., Buffalo; John Pritzlaff Hdwe. Co., 
Milwaukee; The Salt Lake Hdwe Co., Sal 
Lake City; a? Hdwe. Co., 
Philadelphia; H. D. Taylor Co., Buffalo; 
—_ L. Thompson Sons & Co., Troy; 
ownley Metal Hdwe. Co., Kansas City; 
Towns & James, Brooklyn; Van Camp 
Hdwe. & Iron Co., Indianapolis; The 
bones Kinnan & Marvin Co., Toledo; 
Geo. orthington Co., Cleveland; Wyeth 
Hdwe. & Mfg. Co., St. Joseph. 
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‘‘The Sunbeam 
Cabinet Heater 
heats my five rooms 
better than before 
when we had two 
stoves. It uses only 
one-half as much 
fuel.” 

















Here's one of our new 
selling books. It will 
give you a new slant 
on your selling oppor- 
tunities in the heating 
business. 
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found a better way 
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“One stove heated 
half the rooms. 
| find that the 
Sunbeam Cabinet 
Heater warms the 
whole house and 
uses less fuel.” 
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A Way that Heats 
the Whole House 
instead of a Single Room 
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They’ve found the Sunbeam Cabinet Heater. result showed that 82 per cent of the homes were = S 
What they think of this wonderful, new heating heated by stoves or fire-places. In a survey made ud 
device is shown in the quotations running across by one of America’s largest corporations, covering ) eee: 
the top of these two pages—quotations taken from towns of all sizes it was found that 46 per cent oS 
enthusiastic letters that are being received daily. of the homes were heated with stoves and in an 9 
Surely this is evidence of profitable sales— investigation of our own we found that nearly qe) ate 
evidence of the fact that this new Sunbeam prod- 45 per cent of homes are stove-heated. pn ~” 
uct, through its ability to heat the whole house, Count up the homes in your town— nearly half wenn s “~ 
instead of a single room, at a fraction of former are prospects for you. Then estimate the number — 
fuel cost, SELLS ITSELF.° of homes on the farms—80 per cent at least 
Over one-half of the homes in your selling represent sales opportunities. Think of the possi- vO 
radius are waiting to heat their homes by this bilities for profitable business! , &) 
new and better method—every stove heated With the Sunbeam Cabinet Heater—the heater “~~ 7 
home is a live prospect fonyou. The tremendous that has “qualified” 100 per cent wherever it has _ en 
size of this market has been recently demonstrated been used, and with the Sunbeam selling and adver- 
by four country-wide investigations. In an actual tising plans that are making good for Sunbeam pet oA 
count of farm homes it was found that over 80 Dealers everywhere, you can capture a big share of be a 
per cent of the homes were stove-heated. In the this business. Let us tell you how other dealers are . si 
study of a prominent Woman’s Magazine, the doing it—how you can do it! Use the coupon today. Pad | 
7 I 
j 
THE FOX FURNACE COMPANY, ELYRIA, OHIO aa 
Largest Makers of Heating Equipment er ey 
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tage vice mete seventy-three year reputation 
for making firearms that shoot straight and wear well—this 
is the Extra Asset that works for every merchant who handles 
Smith and Wesson Superior Revolvers. 


To know how to use a revolver effectively in an emergency, 
is the clear duty of every man on whom others depend for safety. 
It is a duty that cannot be done creditably without previous 
practice in marksmanship. 


You can render a service to your community and make profits 
for yourself by joining with us in advancing the “ Protect Your 
Home— Learn to Shoot”’ idea. It is educational work of the 


finest sort. 


SMITH &? WESSON 


Manufacturers of Superior ‘Revolvers 


SPRINGFIELD 
MASSACHUSETTS 


Catalogue sent on request. Address Dept. N. 
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No arms are genuine Smith & Wesson Arms unless 
they bear, plainly marked on the barrel, the name 
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SMITH & WESSON, SPRINGFIELD, MASS. 


Mill 


Western Representative: 
Andrew Carrigan Company, Rialto Bldg., San Francisco, Cal., Los Angeles, Cal., Seattle, Wash. 
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the kids are coaxing 
66 99 
O7 - | 
ALMY Spring days are bringing all the youngsters outdoors— 
GO-BOY time is here. Are you ready for it? This is the time 
when youngsters and parents, too, are most receptive to the 
joyful hours and healthy fun GO-BOY promises. Are you ready 
for them? No other plaything of recent years has made such an 
instant hit as GO-BOY—not alone with little folk but with mothers 
and dads also. Just enough 
mechanical to intrigue the in- 
terest and assure the speed 
and liveliness youngsters are 
so eager for; scientifically 
constructed to assure the safe- 
ty parents so desire; sturdily 
built to avoid the _ replace- 
ments no dealer wants to be 
bothered with. GO-BOYS 
sell, stay sold, and sell others. 
Get in on this profitable line 
of big Spring and Summer 
sales NOW! 













































GO-BOY Racer 


GO-BOY Bike 


DEAL combination of tri- 
cycle and velocipede. 
For boys and girls—3 to 

14 years. Safe, strong and 
speedy. Sturdy, under the 
most severe treatment, with 
its special analysis steel 
frame, hardwood seat and 
hardwood handle bar. Solid 
rubber tired wheels—disc 
steel type. Well-guarded 
sprocket wheels; pedals with 
rubber’ treads. Built for 
long, hard use. Gay red and 
yellow finish. 


GO-BOY Gym 


HE biggest hit in years—wanted in every home where there 

are children. Makes a fascinating playground out of the 

back yard—keeps kids off the street. Kids never tire of 
the circus-fun of the Flying Rings, Trapeze Bar and Swing. 
Every part of outfit specially built with reserve strength to 
meet any emergency. Parts equipped with swivel jointed bear- 
ings. Finest manila %” rope—specially treated for out door 
use—with easy adjusting clamps. Selected hardwood swing 
seat and trapeze bar. Aluminum rings—won’t rust. Black 
enamel finish. Easily erected—complete instructions with set. 
Nothing else like it—and reasonable in price. 


HE fastest plaything on 

the street. A hit with 

girls as well as boy... 
Easy to start—turns in its 
own length—cannot back 
down hill. Runs by alter- 
nate operation of pedal 
boards—2 miles an hour or 

Easy steering. Nothing 
to get out of order. Husky 
in build—¥ inch steel frame; 
strong metal stamping roller 
bearing wheels. Oversize 
clincher tires. Striking red 
and yellow finish. 





























National Advertising . 


in Child Life (circulation 110,000) and Little Folks (52,000) 
is directed to 162,000 youngsters in all parts of America. It’s 
stirring up a big demand for these fast-selling GO-BOY fun- 
makers and health-builders. Cash in on it. Make these clean, 
steady sales and generous profits. Don’t delay. Wire or write 
your jobber or us immediately for terms and full information 
on these popular GO-BOY products. 
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THE NEW KIDDIE KART 


| a better wagon at a lower price. 


There is just one way for the dealer to make his margin on children’s 
wagons to-day. It is to have a wagon different from all the others and one 
on which prices are maintained. In this way only can the dealer save his 
full profit in the face of ruinous price cutting by competing dealers. 


Incidentally the article must be better than others in points easily seen by the con- 
sumer. Price must be reasonable and give most value per dollar and be backed by a 
responsible manufacturer. The new KIDDIE KART meets all these tests. 

IT IS A PLAY WAGON OF INDIVIDUALITY. 
Order sample and make your own comparison. 
List prices $3.00 and up. 


H. C. White Company, North Bennington, Vermont 


‘KIDDIE KAR” and “KIDDIE” Vehicles 
Trade Mark Trade Mark 


New York Sales Office—Fifth Avenue Building 
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BUCK 








The Buck Saw is a tool of national renown. 
It has been used by some of the greatest 
men of the times. Getting down to “brass 
tacks,” it is indispensable tor farm and 
wood lot use, for cutting cordwood, fence 
posts and small timber. 


Atkins Standardized Buck Saws 


For over 68 years, we have been manufacturing 
these saws and have standardized on patterns 
which are favored by the consumers. 

Atkins Buck Saw Frames are made of carefully 
selected material, thoroughly seasoned, accurately 
and smoothly machined, finished in colors’ or 
natural wood, blades of “Silver Steel,” our ex- 
clusive formula, straight or breasted tooth edge 
of various widths, set and filed ready for use. 





Anticipate your requirements; send for 
catalog 19-2 showing illustrations and com- 
binations. 








~~ —— ~ 





| E. C. ATKINS & COMPANY 


Established 1857 
Machine Knife Factory: 
Lancaster, N. Y. 


Home Office and Factory: 
Indianapolis, Ind. 


Branch Houses: 







Atlanta Minneapolis 
Chicago New Orleans 
Memphis New Yor 





Paris, France 


TIME TO THINK OF YOUR SAW REQUIREMENTS 


Vancouver, B. 





SAWS 
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The Silver Steel Saw People 
Canadian Factory: oa 
Hamilton, Ont. oe 
Portland ds 
San Francisco fe 


Seattle 
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WARNING! 


Much confusion is now being caused by one of the imitators putting up Pork Rind Strips, in the 
same size and shape bottle, and the same size and make of cap as we have been using for years. 
Bottles and caps of this type have become known to the trade as containing AL. FOSS Pork Rind 
Strips. 

We have appealed to the courts for redress but could get no action, but in the last analysis, you are 
the Court, the Judge and the Jury, and I want to appeal to your spirit of fairness and sportsman- 
ship to refrain from handling goods masquerading as our product. 

Owing to the popularity of the AL. FOSS Pork Rind Minnows, others are trying to “horn in” on 
our business, and as the courts have sustained our patents, they are unable to attach the pork rind 
strip directly to the body of the lure and are, herefore, unable to produce a satisfactory wiggle of the 
pork rind strip. 

This means nothing in their young lives and they are now calling any old thing a pork rind bait, 
if it has a hook where the pork rind can be hung to. 

You will do well to let this fake stuff alone and handle the genuine AL. FOSS Pork Rind Minnows 
and Pork Rind Strips. You will then have no no unsalable imitations lying around your store for 
years. 


AL FOSS PORK RIND MINNOWS 









JAZZ 
WIGGLER, 
% or % oz...50c 







SHIMMY 
WIGGLER, 
1% or % oz. .$i.00 





“‘Never a back-lash—every cast perfect— 


199 45c—Bass, Musky 


and Fly Spinner 
sizes 


simply uncanny! 


So says an angler who used one of these reels on a two- 
weeks’ fishing trip. 


This snarl-proof casting reel is to all appearances, and in actual fact, 
equal in design, materials and workmanship to any other high-grade 
reel made. The only difference is a simple centrifugal device revolving 
within the reel arbor—a little policeman who raises his hand at the 
proper moment and stops a snarl from stepping in. 





Make this test at your dealer’s:—Have him rig up this reel with 


line and if there is not room for you to actually cast, just hold the ORIENTAL 
reel in one hand with thumb off of line, and with the other give the end of line a 1 5% oz. .$1.00 
hard jerk. You will see that while the line will unwind and apparently snarl, it can v2 OF A _—— 
be readily stripped off, rewound and ready for another demonstration. Then try: this 
with any other reel and see what happens. 






All White, 
or Red and White 


Like all other reels, the Al Foss Easy Control Bait-Casting Reel will “‘back-lash” 
under careless handling. But the line will not become snarled, it will readily strip 
from the spool for rewinding and continued casting. 


Specifications:—The No. 3-25 is nickel silver, satin finish, with jeweled end thrust 
bearings. Capacity 50 yds.—14 Ib, test line. Double balanced handle; pyralin grips. 
Quadruple multiplier with click. Screw off oil caps. Spiral gears. Pivot bearings 
of high grade non-wearing bronze. All steel parts of best tool “aeel drill rod. Spool 
shaft of hardened tool steel. Has metal arbor 7%” diameter, making it unnecessary 
to build up the spool with a lot of dead line. End plate diameter 2”. Length of 
spool 154”. Weight 8 oz. Leather case. 


AL FOSS 


Originator, Patentee and Manufacturer of the Pork Rind Minnow. 


1730 Columbus Road Cleveland, Ohio 


LITTLE EGYPT 
WIGGLER, 
Weight, % oz.75c 
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crm Thermalware Tl 


(Patented) 


or riauinos Hot or Cold 


MILLIONS OF ADS A MONTH! 


Now Appearing. Stock up and display your Aladdins! Remember, 
Aladdins are the only rustproof, wearproof, leakproof and PERMA- 
NENTLY sanitary jars) THEY NEVER GET “‘MUSTY.” 


We repeat: an Aladdin Jar \ | a 
in which moisture can seep 


NEVER BECOMES 

“MUSTY.” Do you know Ad 
into its insulation, the Alad- 
din also is the ONLY jar 


the reason? Compare the 

smooth seamless surface of 

an Aladdin inner jar with 

the rough, jagged seams in permanently efficient in 
keeping its contents hot or 
cold. It pays in consumer 
satisfaction and avoidance 








stoppers (the latter absorb 
foodstuffs which decay). 
And as there is NO WAY 












other jars. Compare the d fi 
guaranteed permanently 
leak-proof neckseal of an 
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Aladdin with 9 puttied or ’ if \\\ \ . of “comebacks” to stand b 
plastered “seals” (that soon go My \\\ YS ee. aelen anh ba = 
crack or permit liquids to tied if ne Ofigmar am st—the 
seep past into the insula- ae time - proved 
. Aladdin! 
tion). “Give the world the Jar it needs” 
Compare the sturdy sanitary glass stopper of an ALADDIN INDUSTRIES, INC. 
Aladdin with flimsy aluminum or porous cork Dept. P Chicago 
Sell LEAK-PROOF All 
genuine NECK-SEAL leading 
Aladdins! PATENTED jobbers 
“De Luxe”’ 
4 Aladdin models in 
combination pol- 
ished aluminum 
ae — lined 
w eavy oven- 
No. 405 ware glass: Gal. 
(illustrated) oe 0.50; 2-qat., 
.50. 50c. more in 
Now $5.00 Far West. All jars 
$2.50 more (at re- 
—retails at tail) in Canada. 
$5.50 


in Denver and 
Western territory 

























INCORPORATED 1869) 


LBANY HARDWARE & IRON G 


ALBANY b= 








WHOLESALy ONLY 
ERAL HaArRpw. 


760 


RY GEN 





PHONE main o 
°° Box So 








THIRD ano 
ee SACRAM 
-~ Ee 
Cama Srauoe vere NTO.CALIPoRN 
DIVE Vice @ . "£8: Ocn, 


Ow POLSTER se-, 
an S’aubr _ 
. ‘c= 









| L3EL || . 


Myen==| b--=j, Booed 
P——-—_— 





| 


HARDWARE AGE 





May 14, 1925 





—and These Jobbers 
Over 6000 Reprints for 
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April 9, 1925 


HARDWARE AGE 


Defining the Guarantee 


W HAT to guarantee—how to guarantee it—and the extent to which any guarantee 
should go are much mooted questions in the hardware trade. 

Undoubtedly, the Unconditional Guarantee should be abolished. Undoubt- 
edly, also, the individual merchant should make his position on the guarantee question 
perfectly plain to his customers; so plain that there can be no possibility of any mis- 
understanding. 

We are therefore acting on the suggestion of a large hardware jobbing house in the 
Middle West and publishing the following definition of a proper guarantee, as sub- 
mitted by one of the sales managers of the house referred to. 

Copies of this should be prominently displayed in the various departments of every 
retail hardware store. 


69 

















What Is a Guarantee? 


When we guarantee tools and cutlery of any kind, we mean that 
they are properly tempered, and if fairly treated will perfectly 
serve the intended purpose. 
Any steel that is hard enough to cut, is hard enough to break under 
unusual strain. 
This does not indicate a defect. 
If there is a flaw in the steel, the nature of the break will show it. 
If the steel is soft through being improperly tempered, the edge will 
turn. 
Defects of this kind occasionally occur, and our guarantee gives 
you full protection. 


A guarantee does not warrant. against abuse. Any properly tem- 
pered steel will break:under certain conditions. 

Grinding an edged tool on a dry emery wheel or stone will draw 
the temper. ~~ ae 

Using a high-grade axe as a ‘wedge will. ruin it. 

Any knife blade that will ®t, will break if used as a pry. 

Abuse and mistreatment of this kind is not covered by a guarantee. 
The abuser must be the, loser. 


Our guarantee insures you_that our tools and cutlery are properly 
made from thé best material obtainable, and will give satisfaction 
for the purpose intended if treated with respect. 


. : ° 
It does not cover abuse or misuse. 
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A chorus of approval from the Trade 
greeted the article “Defining the 
Guarantee” which was published in the 
_ April 9th issue of HARDWARE AGE. 


One hundred of the most prominent 
hardware jobbers in the country asked 


for a total of 
over six thou- 
sand five hun- 
dred reprints 
of the articles to 
send with their 
endorsement 
to their travel- 
ing salesmen. 
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They gladly accepted this opportunity 

to help impress this reasonable inter- 
pretation of the much abused guaran- 
a tee upon the trade and correct the 
costly evil of the unlimited warranty 
so glibly used by some salesmen as a 
substitute for intelligent selling effort. 
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HARDWARE AGE welcomes the en- 
dorsement of these powerful jobbing 
houses in its effort to place the guarantee 
on a sane basis. 
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HARDWARE AGE 


‘*The Mostl Influential Hardware Paper’’ 
239 West 39th St., New York, N. Y. 
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Customer's Tom Every State! 






























The Packard owner from New York bought his Kamp- 
kook at Pikes Peak; the fellow in the Buick Roadster 
from Virginia got his in Albuquerque, New Mexico; that 
Ontario Dodge chap got his at Princeton, Minnesota— 
and so it goes! Folks on the road learn of Kampkook and 
buy it en route! 


Everyday tourists are stopping in your town, buying the 
things necessary to make their trips more enjoyable. 
They’ll buy Kampkook if you’ll give ’em a chance. 


The American Kampkook, a product of 29 years’ expe- 
rience,is the favorite of more than a millionouters. There 
are more of them sold than all other camp stoves com- 
bined. 


Dealers are glad to push them—they find it profitable. 
Factory co-operation is wholehearted and instantaneous. 
Letters, displays, cut-outs are but a part of an effective fol- 
low-up to an advertising campaign greater than ever—that 
is bound to produce sales in excess of those of any previous 


4 sizes to meet every requirement, at 
$7.00 to $14.30. (Retail.) Any lead- 
ing jobber can supply you. 


AMERICAN 
GAS MACHINE COMPANY; Inc. 


Albert Lea, Minn. New York, N. Y. 





AMERICAS MOST POPULAR CAMP STOVE 
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The Shakespeare 
beam Marhoff Ree! 












Has beautifully artistic head of 
black polished Bakelite, and a special 
combined click and drag. Built with 
an accuracy and mechanical perfec- 
tion comparable to the finest watch. 


First Prize Division 1—Bass 
Shakespeare 1924 Fish 
Photo Contest 
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The perte ect combination -—— PP her ence - 


or BASS 


Weather just right— 
A lake, rimmed with lily pads— 
dependable and economical 


A Shakespeare Ideal Rod, Honor Built from butt to 
Gp of Saas Spt Sees voting hE ao SM 


A Marhoff Reel, “Built Like a Watch,” with jewelled ee 
bearings, accurate to a thousandth of an inch— 

A Wexford Super-Silk Line, fine, flexible and strong— 

A small assortment of Shakespeare “Baits That Catch 
Fish”— _ . 

THAT’S THE IDEAL COMBINATION FOR BASS! 


A well assorted stock of this ideal tackle will “a 
profitable. 


Not only because it sells easily, but because you can, 
under the Shakespeare Profit-Plus Plan, reach 
new, high margins of profit. 


Investigate. The season will soon open. Be ready 
to sell the ideal combination for bass. 


SHAKESPEARE COMPANY 


500 Pitcher St. Kalamazoo, Michigan 





A beautiful two-piece bait 
casting rod, hand made of 
split bamboo. All guides and 
top genuine agate. 





Shakespeare Wexford 
Super-Silk Line 


Generally acknowledged 
among fishermen as the most 
















Shakespeare Baits That Catch Fish 


Tempt the Strike with Shakespeare bait. 


' Shown in the catalog in actual, full colors. 
SineFi All tried and tested, with big catch records. 
aang The catalog also shows Reels, Rods and 
\ Tackle Pp hh elt line, in a variety of models and prices. 
This valuable hand book on fine fishing 
tackle sent 
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Advantage in the 
Perfection Line 


Because Perfection stoves cost less to carry, less to sell 
and less to service, they bring the dealer a greater yearly 
profit than can be realized on any other line. 


More sales from smaller stocks are made possible by 
quick-shipping facilities from warehouses in every section 
of the country. 


Selling costs are lower because Perfection stoves are uni- 
versally recognized as the most dependable and satisfactory 
oil stoves made. 


And Perfections operate year in and year out with so little 
attention that service costs are practically unknown. 


Because the Perfection line is 100% complete you can 
have the greater profit and economy of dealing with one 
factory for all your oil stove requirements. 


In addition the seven reasons listed below help to sive the 
Perfection dealer the best oil stove proposition of the day. 


Phe 100% Complete Oil Stove Line. Long chimney and 
short chimney stoves in all sizes and prices —also cabinets, 
ovens, broilers and toasters, —all made by one big square- 
dealing manufacturer—satisfy every demand. 


lh fine That Sells the Year Lround, Because of their 
bigger, faster burners, ample size and modern conveniences, 
these ‘‘grown up’’ Perfections—which satisfy every cooking 
need—are in demand throughout the year. 


Phe Best Advertised Ou Stove Line. Perfection advertising 
supports the selling effort of Perfection dealers every month in 
the year. It is far greater than the advertising effort on any 
other oil stove. 


Phe Universally Accepted Line. Years of leadership, years 
of advertising dominance and millions of present satisfied users 
have led to Perfection’s acceptance as the oil stove standard 
of the world. 





3 
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Fhe Line of hastest Turnover. Dealers can 
‘‘turn’’ Perfection stocks from 4 to 12 times a 
year. 24 hour shipping service from convenient 
warehouses enables them to do a large business 
with small stocks. 


Phe Line That SatisfiesConsumers. Because 
of their quick lighting, fast cooking, cleanliness, 
appearance, reliability and long life, more than 
half of all the oil stoves in use are Perfections 
or Puritans. 

The Line of Complete Dealer Cooperation, 
Our salesmen help you demonstrate. Special 
service men are at your command. All parts are 


replaceable—complete repair stocks at every 
warehouse. Numerous dealer selling helps, free. 


You will want the 1925 Perfection Dealer Catalog, 
which illustrates every item in the 100% complete 


line. Write for your copy toc 


THE CLEVELAND METAL PRODUCTS COMPANY 


7515 Platt Avenue 


In Canada, the Perfection Stove Co., Ltd., Sarnia, Ontario 


Cleveland, Ohio 





PERFECTION 


Oil Cook Stoves and Ovens 
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PERFECTION OVEN 










The 100% complete Perfection line includes Superfex Models, 
illustrated above; ‘“Extra Fast 130’’ Blue Chimney Stoves; the 
**70 Line’’ with Cobalt Blue Chimneys and the improved ‘‘40 
Line’’ with Puritan Short Drum Burners—a size, style and 
price for every oil stove prospect. 


for Best Results 
Sell Perfection and Puritan 
—_ Ovens with Perfection : 
oe gehts and Puritan Stoves Sent f anpa 


or black door frame. Drop oven with either glass or 
door type in black finish only. ¢ plain door. 
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Perfection Two Burner The Puritan Oven—The 


O — ith eith = 
po = ape fase pd a “Extra Large’ Perfection Oven— market’s greatest oven value 
frame in swing door and drop Big enough for a large size roaster, four at its popular price. Made 

door types. pies or four loaves of bread. White enamel with drop doorand glass front. 


drop door only, 
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Oil Cook Stoves and Ovens 
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Driving Iron 


GR 2 


The 
Mid-Iron 


GR 3 


The 
Mashie Iron 





Golfrites have cau ght 
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ROBABLY no clubs ever had a run as eshte 
the new Burke Golfrites had last sea- 
son. In the Golfrites, all balances are the 
same. A golfer learns to play one and he 
knows all—because the weight center is at 
a common point. 


If you don’t sell Burke Golf- 


rites, place your order now. 






Have you “‘caught on’’ to your profit? 
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THE BURKE GOLF CO., NEWARK, OHIO Mashie 


Niblick 





PRIZE 


amp 
BURKE 


“CUBS - BAGS - BALES 






GR 4 
The Mashie 































Hes On Lis Way 


Thousands of fishermen are now buying their fishing 
tackle equipment and soon will be on their way. 
Many, of them will need bait and tackle carrying 
containers. 





Are You Getting Your Share of 
This Business? 


The Falls City line of Minnow Buckets, Bait and 
Tackle containers offers you the most complete 
assortment on the market. We manufacture for 
size, style and finish, a carrier that will meet the 
“whim” of the most experienced fisherman or the 
“fancy” of the newest devotee. 


Don’t miss this army of buyers and its consequent 
opportunity for profit. -Write to your jobber today 
for prices or write to us directly for catalog and 
details on the Falls City line. 


STRATTON & TERSTEGGE CO. 
ee INCORPORATED icici 


World’s Largest Manufacturers of Minnow Buckets, 
Bait and Tackle Boxes. 
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INATIONAL 


ALL STEEL COASTERS AND SCOOTERS 


Co Jhe Dealer 


EALERS know the sales value of youth- 
ful enthusiasm, and we know this fine 
offering of master playthings will 

delight every child, and appeal to every 
parent, in your territory. 

: The four color combinations for the 
; 1 Scooters and the two for the Coasters have 
been selected especially to brighten the eyes 
| of youngsters when they see them in your 
store. 

f Here are smart lines—mechanical perfec- 
| tions—extreme durability—sunshiny colors 
—and reasonable prices—in National Ve- 
hicles. 

That is why sales volume and increasing 
profits follow in the wake of National 
Coasters and Scooters wherever dealers 
handle them. They make new customers 
and one sale brings another. 
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HE underside of the National Coaster is shown above. The complete assembly 
| of the famous Fifth Wheel, the stout box braces, and the handle connection design, 


are clearly depicted. . 
Note the points of box suspension, with the brackets at the correct angle to dis- 


tribute load weight. . . 
| A connecting rod prevents the rear braces from spreading. Strength of construction 
throughout is a National feature. Rubber tires, roller bearings, double disk wheels, 
a roomy box, and an easy steering control are other chief points. 





x ELOW is shown a National Coaster. The frame—two pieces of wrought steel 
running from steering post to rear hub—will carry the weight of a heavy man. 
The mudguards, the foot tread corrugated to prevent slipping, the stand, double disk 
wheels, inch solid rubber tires, ball bearing hubs, and the strong steering column which 
allows perfect control, are sales points in this National Vehicle. 





We have just issued a hand- 
some twenty-page illustrated 
catalog describing National 
Coasters and Scooters in detail 
and picturing them in six at- 
tractive color combinations. 
Copy sent on request to dealers. 


? 





THE NATIONAL JUVENILE VEHICLE CO. 
3860 E. 91st St. Cleveland, Ohio 
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The Nail or the Hammer~ 
Which are You? 


OME Fire Arm salesmen just nat- 

urally cast themselves for the role 
of Mr. Nail, in life’s comedy—grow 
up to be sizable spikes, without de- 
veloping any more initiative than a 
tack. 


Now Mr. Hammer is altogether dif- 
ferent. Cracking hard nuts and driv- 
ing home the facts are his specialty. 
He knows how to make a hit with the 
boss—-hammers away at Colt safety and 
dependability features until he can dem- 
onstrate and sell a Colt Revolver or 
Automatic Pistol as smooth and easy 
as driving a brad through soft pine. 


Why don’t some of these ‘‘carpet tack’”’ 
salesmen take stock of themselves? A 
few three-minute rounds with Colt Fire 
Arms are sure to put ’em in the hammer 
class. And hammer salesmen are a 
whole lot more valuable than tack 
heads. 


When a man knows Colt he sells Colts— 
and it doesn’t take long for the big 
boss to say, ‘““Excuse me, Mr. Hammer, 
I thought you were a Nail.” 


And that’s sweet music to any sales- 
man. 


Now, if you are tired of being driven and are 
hankering for initiation in the Royal Order 
of Hammers, say a penful 
and we'll send the info. the 
good Colt salesman needs. 
Nomembership feecharged. 
Any man with the will to 
get ahead can “belong.” 
Address your “applica- 
tion”’ to 











COLT’S PATENT FIRE ARMS MFG. CO. 
HARTFORD, CONN. 


or 


Phil. B. Bekeart Co. 
Pacifu Coast Representative 


717 Market St., San Francisco, Calif. 






OLTS 


THE ARM OF LAW AND ORDER 
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Summer Humidity 
It Brings More Need for Hoppe’s 


Every owner of a firearm who buys in your store 
should have a bottle of Hoppe’s Nitro Solvent No. 9 
now—use it all summer. 


1. For cleaning the bore of the weapon after shooting. 
2. For keeping rust out of the bore between whiles. 


With no heat in home or tent, and humidity 
abundant, moisture is bound to collect in the cold 
steel bore unless it is properly protected. 

Hoppe’s No. 9 is both the one reliable cleaning 
preparation and as well the sure safeguard against 
corrosion. Recommended for years by Uncle Sam. 


+ 7 a 2 
Hoppe’s Lubricating Oil 

Sell your shooters Hoppe’s Lubricating Oil too, for 
oiling lock and action, Pure, light, penetrating, of 
highest viscosity. 

Inform us if your jobber delays supplying you. 
Bien Write us for free Cleaning Guides for customers. 
RS sens ed Handsome Silent Salesman Display Case Free with 
Bed ga cere Meet SSE Each Dozen. 


FRANK A. HOPPE, INC. 


For more than 20 years the authority on Gun Cleaning 
2314 N. 8th Street, Philadelphia, Pa. 
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Northland Skis 


are the choice of the trade 
because they sell faster than 
other skis. Well planned 
consistent national advertis- 
ing keeps Northlands before 
the consumer. Early orders 
shipped as you_ request. 
Booklet and price list on 
request. 


NORTHLAND SKI MFG. CO. 


World’s Largest Ski Manufacturers 


22 Merriam Park St. Paul, Minn. 
































Toddler Varg 


A new Toddler Toy— 
producing greater exhil- 
aration and funthan any 
other vehicle. Selected 
hardwood throughout. 
Equipped with rubber 
tires and ball bearing 
wheels. Easily folded 
and carried into 
house. 


Send for Illustrated \s x 


Catalog. 6. —_- @@ 


Gould Manufacturing Company 
3022 Indiana Avenue, Oshkosh, Wis. 
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SARGENT PLANES “§ 
and SQUARES... ghia 


approved by your 
carpenter trade 


The Sargent name stands high in 
the favor of the building trade. 
Carpenters and builders know by 
experience that tools, as well as 
locks and hardware, imprinted 
with this name pass every test of 
service. Display Sargent Planes 
and Squares. They are regularly 
advertised in Carpenter, the 
publication reaching the crafts- 
man, and the foremost building 
magazines. 































SARGENT PLANES have many 
special features—but one feature 
¢ommon to all of them is the chro- 
mium steel cutter. The toughness, 
keenness, long life of this cutter 
can be equaled in few if any other 
tool metals. In the Sargent Auto- 
Set Bench Plane (a popular type, 
shown above), the cutter may be 
removed, sharpened and replaced 
without changing original adjust- 
ment. Every part of every Sargent 
Plane is finely fitted and finished. 
There are types for every purpose. 





Sargent Framing Squares are the 


most accurately and completely 
scaled and tabled squares in use to- 
day. The lengths of common, hip, 
valley, jack and cripple rafters are 
all on the square; also all top, bot- 
tom and side cuts. The square does 
the calculating for the carpenter. 
Above is illustrated the new Sargent 
Take-Down Square, designed to fit 
the popular shoulder kit. It is the 
work of a moment to take it down 
or put it together. It is as complete 
as the Sargent one-piece type. 


Folders, imprinted with your name, will be furnished for customer distribution. 
Ask also for our Co-operative Advertising Service Booklet. 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 


New York: 92-98 Centre Street 


Chicago: 221-223 W. Randolph Street 


THE DECIMAL SYSTEM OF PRICING AND PACKING HAS BEEN ADOPTED FOR SARGENT HARDWARE 
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To a seasoned mechanic, 
the K @ F trade mark 
stands for these things. 
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Here are the “reasons why’ 
for the rapidly increasing 
sale of Kearney & Foot 
Files. They satisfy the 
demands of wood and 
metal workers---and assure 


TURNOVER for hard- 


ware dealers. 
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Kearney & Foot 


Paterson, N. J. 


Owned and Operated’ by 


NICHOLSON FILE CO. 
Providence, R. 1. U.S.A. 
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TRADE MARK 


Kearney & Foot Files 
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Standard Steel Squares 


SQUARES THAT GIVE REAL SERVICE 
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Pexto Squares possesses many exclusive fea- 
tures, particularly the markings which are ar- 
ranged so that the mechanic can obtain the de- 
sired information at a glance. 





The line consists of Standard Steel Squares 











5 pe ee ae and Take Down Squares in all the standard 
: finishes and varieties of markings. 

E Take-Down Squares | 

. An interesting and instructive booklet de- 

4 Have easy, simple yet strong locking device which gives scribing the use of the Rafter Framing and 

a — fitting joint. Each packed in individual carry- other Squares is packed, with each Square. 

e Write for Catalog No. 20, showing complete 

b line of Pexto Mechanic’s Hand Tools. 
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THE PECK STOW & WILCOX CO. Southington, Conn.,U3A 
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Wheeling 


Hand The life and usefulness of conductor pipe take 
on a new meaning when edges and surfaces are 


uniformly and heavily coated with pure zinc 


> 


after forming. 
| e The new and exclusive Wheeling process of 
hand-dipping formed conductor pipe protects a 


rust resisting, copper bearing steel base against 


Cc d t a r od z e the ravages of weather. 
o nn ke c ” Let Wheeling meet your needs for Sheet metal 
building materials which embrace the newest 


S U R F A ce E S advancements in design and construction. 
Write Wheeling, or th tb h, for furth 
an an in aueeaien = 0 rding Wheeling Prod < oid 
WHEELING CORRUGATING CO. 
after FORMING WHEELING, W. VIRGINIA 


New York : Chicago: Philadelphia : St.Louis : Kansas City : Chattanooga: Richmond: Minneapolis 


RELL ie | Margaret Terne Plate 

| tt a i Ideal roofing material, with a 40 pound 

Be aes SHEE coating of pure tin and new lead. Mar- 

Bat if * garet terne plate is light in weight, easy 
\ 











and economical to apply. Like all other 
Wheeling roofing plates, it is finished by 
the palm oil process, re-dipped, re- 
squared, and every sheet is stamped with 
the name, gauge and weight of coating. 
Shipped in cases of 112 sheets 20 x 28 
inches and 224 sheets 14 x 20 inches. 
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Wheeling Building Materials 


Metal Lath Conductor Pipe 
Eaves Trough Ceilings 

Corner Bead Wall Ties 

Cut Nails Wire Nails 
Shingles Roofings 


a Mason Hods 
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The live hardware 


dealer says: 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 


Makers of these famous 
brands of Garden Hose 
BULL DOG, 
GOOD LUCK 
and MILO 

Also 


Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 
Boston Spray Nozzles 
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“He Forgot BULL DOG. 


“This fellow hailed me and asked 
whether I had any friction tape in 
my kit. 


‘Of course I had a roll of BULL 
DOG Tape. I never go out with- 
out it. An autoist can’t mend a 
broken axle with. BULL DOG 
Tape, but he can make so many 
temporary repairs with it that the 
one who goes out without.a roll in 
his kit is often out o’ luck. 


‘‘BULL DOG Tape is made in 
the same factory as my BULL 
DOG %” hose and my GOOD 
LUCK Jar Rings.’’ | 
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Machine Screws 
Stove Bolts 
Tire bolts 
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American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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GRAY-WICK 
SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 


Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 


12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 34 guage warp ' 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 





Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


‘ ESTABLISHED 1873 INCORPORATED 1892 
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Zine Insulated 


American Royal Anthony National 
and U. 5. Fences 4 


The test of time in service on the farm is the only 
true test by which good fence can be measured. 
Knowing the extra long lasting qualities of American 
Royal Anthony National and U. S. Fences, we give this 


Guarantee of Service 


—that the fence will give the equal of or longer service than any 
other fence made of equal size wires and used under the same 
conditions. Any buyer who shows that it fails to do so will upon 
presentation of the written guarantee, be supplied with an equal 
amount of new fence free. 











SGticceccecisaicae 
. ‘ sage COSTER ETCeLediececaeeereance eane CCCCCe ee teeetetiaeerere Seetrecsae tare OCCT MART eeeeeeaateee ereeceere . see ne . 
~ . - 
~~ eee 
= 







Our fences have always been the We control every process from se- | 
highest quality fences that the most lection of ore to the finished product. 
progressive methods of manufacture We know what our fences are and 
could produce. Improvements con- stand back of them with this un- S. 
stantly are added as discovered, to qualified guarantee based upon our : 
make it last longer and give better past record of more than 25 years for | ) 
service. producing QUALITY PRODUCTS. at 
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Banner —formerly named Arrow 
RR. Rail EO" Posts 


Are not ordinary T-steel posts. They are) | 
built like a railroad rail—the strongest formi 
of fence post construction known. 
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Ht 


DEALERS: Write for our special Selling (Xt 


plan and literature. « | 


PATENTED 


AMERICAN STEEL & WIRE COMPANY | 


Chicago, New York, Boston, Dallas, Birmingham, Denver, Salt Lake City 
U. S. Steel Products Co., San Francisco, Los Angeles, Portland, Seattle 
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Coldwell Dealer Service 


Ample stocks have been provided at the factory 
and also at our Chicago and Des Moines 
branches to afford quick service to Coldwell 
Dealers whose stocks are running low. Depend- 
able service on the dependable line. 


COLDWELL | 


DEPENDABLE LAWN MOWERS 
Hand, Horse &§ Motor 


COLDWELL LAWN MOWER CO., NEWBURGH, N.Y., U.S.A. 


FACTORY BRANCHES 319 South West Fifth St..DES MOINES,IOWA. 4139 West Kinzie St.,.CHICAGO,ILLINOIS. 




















Acme Rubber Mfg. Company 





Cincinnati Rubber Mfg. 
Combination Rubber Mfg. ‘Co. 
_Electric Hose & Rubber Co. 
Empire Tire & Rubber Corp. 












Boston Woven Hose & —— Co, Goodyear Tire & Rubber Company 
Hamilton Rubber Mfg. Co. 


HARDWARE AGE 


IS aeroplane view of a great 
suburban section in Northern 


New Jersey shows hundreds of 
houses. In every one of them the 
water fittings are all the same size. 
This is also true of every dwell- 
ing in the country. 


How illogical it is to have three 
or more different sizes of hose to 
couple with these uniform sized 
fittings. 


Careful experiment has demonstrated 
that the correct hose to use with stand- 
ard water fittings has a water channel 
58” in diameter. This will deliver con- 
siderably more water than 4” hose 
and very nearly as much as 34” hose, 
while appreciably easier to handle 
and less costly than the larger size 


© Fairchild Aerial Camera Corp, 


MECHANICAL RUBBER GOODS MEFRS. DIVISION 
THE RUBBER ASSOCIATION OF AMERICA, Inc. 


y . Murray Rubber Company 
The B. F. Goodrich Rubber Co pg Me Belting & A Ce. 


Pioneer Rubber 


Hewitt Rubber Company Quaker City Rubber Company 

Home Rubber Company Sere =! ny aon a 
r Rubber Compan in ates Rubber Com 

_— — Voorhees Rubber Mfg. Co. 
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No. 60 Strainer 


Nickel Plated 
Glazed White or 
Maroon Handle 
Diameter 53" 
Depth 3” 
18-Mesh Cloth 
Wide Rest 


— 


NATWIRE 


NATWIRE 


NATWIRE 


This reinforced bowl strainer is a favorite with many dealers. 
Pua al-13 Note the sturdy construction. 

Natwire strainers are made by first securely binding ‘wire 
NATWIRE cloth bowl with tin, which is set into the wide rim and made 
firm and perfectly smooth. The wire frame is one piece. 
NATWIRE Complete information on this attractive line of wire goods 
will be sent to you upon request. 


nana 


Wire Goods Distributors 


Chase & Francis, Boston. H. A. McKinnon, Detroit. NATWIRE 
Benjamin Factor, Bridgeport. M. J. Geraty, Chicago. 

J. Walter Eckenrode, Baltimore. Paul C. Eckhoff, St. Paul. 
Ramsey-Sturgeon Co., Baltimore. C. C. Donoghue, Kansas City, Mo. 
Roy L. Ashcraft, Louisville. Lloyd S. Knight, St. Louis. — 
Couch & Jackson, Atlanta. C. M. Bollinger, Salt Lake City. 
J. H. Menge Sales Co., New Orleans National Sales Co., Denver. 
NATWIRE Emil -Vutech, Cleveland Bubar & Company, Fort Worth. 


NATWIRE 





Wickwire Spencer Steel Company, Inc. 
General Offices: 41 East Forty-Second Street, New York 


WORCESTER BUFFALO PHILADELPHIA CLEVELAND DETROIT 
CHICAGO SAN FRANCISCO LOS ANGELES SEATTLD 
NATWIRE 


<RAT wiE> <RAT WIRE > <RATWIRE>-<BaT WIRE ><RATWIRE><NAT WIRE ><KATWIRE 
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There’s a Ready Market 
for Revere Tires 


— the original Revere Tire right on up 
to the Revere Cord and Balloon Cord of 


today, Revere has found a ready market 
with the motoring public. 

The hardware dealer has no introductory 
work to do with the Revere Line and he has 
no price resistance. 

The economical distribution of Revere Tires 
through the hardware jobbing trade places 
them on the hardware dealer’s shelf at a price 
that permits him to meet all competition 
and still make a profit. 


Compare Revere list prices with list 
prices of other tires. 


TIRES 
&— 


Compare Revere quality. It’s easy to 
understand why so many hardware dealers 
find so little to interest them in any other 
tire proposition. 

The Revere dealer is prepared to fill every order 
of Revere-seeking motorists. 

He has Revere Full Balloon Tires—Balloon-Type 
Tires for present wheels and rims—Revere Cords 
in all regular sizes—and the 30x3% “R” Tread 
Clincher Cord, a big seller to light car owners. 

If you are not handling Revere, write for a list 

of Revere Jobbers. 
There is one near you. 


REVERE RUBBER COMPANY 
1790 Broadway New York 


Kevere BalloonCords 
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Chain Won't Sag or Break 


Porch swings can be-hung correctly in a few minutes 
with Hodell Chain Sets. Nor will exposure to sun, 
wind and rain rot and fray chain as it will the best 
rope made. 


Save your customers the chance of a fall and the 
inconvenience of rehanging by selling them Hodell 
Chain sets that come ready to use. They are made 
from highest quality Hodell galvanized chain and are 
many times stronger than needed. 


Best for the dealer too, because they are packed 
attractively, are easy to sell and will not come back. 
Sold in standard sizes, either Y or straight chain 
types. Each set packed in a box. 


Sell More Chain—lIt’s Profitable. 
$US SWAN) PAODVSIT SD —_Cevelang, 


Established — 
1886 
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\\ A HODELL CHAIN () ~ 
FOR EVERY PURPOSE | 
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SASH CHAIN 


Proper sizes in _ correct 
grades for all weights of 


double hung sash. 
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TIE OUT CHAINS 
Made in 20, 30 and 40 a 


lengths, swivels every 
,; feet. 
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Furnished in two _ sizes, 
Nos. 5 and 6. Hot gal- 
vanized. 
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AGRICULTURAL 
IMPLEMENTS 
Hodell chain sold in cor- 
rect sizes for repairing 
Agricultural Implements. 
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COIL CHAIN 
Standard sizes, sold in ) 
cartons on reels and in ) 

“Stop Waste Kegs.” if 
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PORCH SWING CHAINS 
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PUBLIC abeeaee 


The Hardware Merchant is just as important to 
his community as the Banker. He should pro- 
tect his good name just as carefully. 


Which means that everything he sells should 


keep faith with his customers. 


Particularly automobile Tires. Drivers are 
keenly sensitive to tire quality. Nothing else 
will so quickly build or tear down good will. 


With ordinary tires, the Hardware Merchant 
gambles with the Confidence of his patrons. 


With Columbia Tires he is always sure. 


Columbia signifies supreme, unvarying quality. 
Quality that keeps faith with you. Guards your 


reputation. Protects your name. 


And remember, too, that Columbia is the one 
quality Tire you can sell at a genuinely competi- 


tive price, challenging competition through sheer 


value. 








Vi DIA 


THE COLUMBIA TIRE AND RUBBER CO,, Mansfield, Ohio 
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Why he sells best who sells McKinney products 
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Both of these butt-hinges are 
DP: also made with button tips 


a ve 














TWO HALF MORTISE : 
BUTT HINGES which 
SIMPLIFY your stock avo : 
SATISFY your customers : 


With these two items you meet all demands for this 
type of butt-hinge. In addition, the outstanding 
points of merit are appreciated by the user. 





Advantage of No. 2745 Ad¢dantage of No. 2735 
1—Perfectly beveled. 1—While this has the value of an orna- 
; mental surface, yet it possesses the 
2—Ball tips and plugs rolled to perfect square line simplicity of the beveled 
spheres. edge half-mortise hinge. 


2—It is better looking than the ordinary 
ornamental hinge. 
3—Makes painting and varnishing easier. 


3—Made of cold rolled steel — velvet- 
smooth. 





4—Joints in perfect alignment. 4—Joints in perfect alignment. 
Made in all sizes from 1!2"' to 5"'; Made in all sizes from 2'"' to 4''; ¢ 
and all finishes and all finishes 


McKINNEY MANUFACTURING CO., Pittsburgh 
a McKINNEY product 
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Overshadowing the Price Appeal 


S a sequel to a chart on “Why Customers Are Lost,’ pub- 
lished recently on this page, we have the opportunity to 





present some inieresting figures on some factors which 
have helped gain trade for lowa hardware stores. The facts and 
the chart are taken from a recent address of C. A. Baumgart of 
Successful Farming. They show very clearly that price is an 
insignificant factor when stacked up against the potent power 
of ‘“‘accommodating service and quality.’ These latter factors 
have attracted a total of 58.99 per cent of the customers who 
patronize the test stores. 

Just think of it! Only one in five consider price first, 
whereas more than three out of ten want accommodating service 
and more than one in five want quality. One out of six is 
attracied by the reliability of the store. 

Remember that four against one will NOT be attracted by 
price alone. In the sequel chart we learned that only 9 per cent 
of lost customers were attracted elsewhere by price. These fig- 
ures jibe nicely. There must be something to it. Build up your 
service, maintain your quality and insure your reliability against 


black marks. The chart follows: 


i 





THE BUYING IMPULSE 


Accommodating Service, etce.—36.66%. 


Quality—22.36 % 


| 


Price—20% 


Reliability—12.99% 


Miscellaneous—7.99% 


The above chart shows what influenced people in four Iowa cities to 
trade at one hardware store rather than another. Nearly three out of five 
buyers looked for service and quality, while only one in five shopped 
according to prices. 
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Our Readers’ Forum 


‘*Defining the Guarantee”’ 
—An Important Step 


sis AVE you a reprint of ‘Defining a 
Guarantee—‘What Is a Guar- 
antee?—from the HARDWARE AGE 

of April 9, 1925. We would like to have 

two hundred or three hundred copies, if 
available. ‘This is certainly an important 
step in properly educating the dealer as well 
as the customer.” 
(Signed) Frank A. Bare, President, 
Tritch Hardware Co.., 
Denver, Colo. 





Customer Entitled to Last Sample 


‘“N answer to the inquiry ‘Should a 
Dealer Sell the Last Sample?’ I 
should say ‘yes,’ and also the box it is 

nailed to if the customer wants it.”’ 

(Signed) C. N. WOLFE, 
Wolfe Lumber & Hardware Co., 


San Francisco, Cal. 





Mr. Gates on ‘*Defining the 
Guarantee’”’ 


7 OUR leaflet on ‘Guarantee’ has 
been carefully read. 
“In our humble opinion it gets 


one nowhere. ‘The truths of the definition 
are too simple to need repeating, but what 
good would it do to present a copy of this 
definition to a customer, whose purpose it 
is to trade you an old hand saw for a new 
one. The only thing which such a customer 
understands is that he wants two saws for 
the price of one. The time to wish those kind 
of customers off onto your competitor is 
when they are making their purchase. 

“GUARANTEE is a word that has no 
place in the vocabulary of a salesman. We 
learned this years ago when in the retail 
hardware business. 

“Our salesmen were told that to use the 
word guarantee was equivalent to handing 
in their resignation. 

“The last large item, which we were very 


successful in selling, was automobile tires. 
Of course, they were guaranteed to us in the 
usual way. 

“At first we guaranteed tires, as we were 
told to do, but we soon learned better. And 
our tire business kept on growing. 

“More than once we dismissed a customer 
by telling him we were selling tires—not 
guarantees. In our opinion the customer 
who is insistent upon a guarantee is not 
thinking so much about the goods he is buy- 
ing as he is about how he is going to get 
something for nothing in the end. He 
would be an unwise merchant indeed who 
would refuse to make good any sort of a 
defect which might show up in goods he had 
sold. And he who makes good with a 
grouch instead of a smile is no less than a 
fool. 

“The point we would make is this: if the 
merchant has not talked guarantee he can 
sasily turn the “crook” away empty handed 
and on the other hand he can make the rea- 
sonable customer feel that he has been more 
than well treated. 

“If you take the time to read this, we 
thank you.” 

(Signed) I’. EK. Gates, 
Gates-Nichols Hardware Co., 
Tulsa, Okla. 


! The Broad Buyway 


™ EING a retail man and an ‘inside’ 

man, I have, on general principles, 

from time to time, said and writ- 
ten some pretty hard things about the 
‘Glorified peddler.’ In other words, I 
have chimed in with the majority of retail 
hardware merchants and added my little 
pebble of protest to the rest of the shrapnel 
of criticism, without giving very much seri- 
ous consideration to the fact that I am of 
those who—in glass houses dwell. 

“The other day while I happened to be 
home to lunch, a Brush man called 
and I went to the door in answer to his 
ring. It is hardly necessary to state—that 
he did not make a sale; but I chatted with 
him for a few minutes and found him to 
be as his class usually are, a very pleasant 
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and agreeable chap. He was a good talker 
and apparently perfectly willing to linger 
a while on the door-step, whether it led up 
to a sale of his wares or not. During our 
conversation I said to him, ‘How’s busi- 
ness?’ His reply was, ‘Very good! Of 
course, I don’t make a sale at every place 
I stop, but the average is very pleasing and 
profitable and even if I don’t do business 
at the time, I always get a pretty good 
line-up on things doing later on and repeat 
my call when I think the sale is ripe.’ 
“Later in the day I strolled into the 
house furnishing department of our leading 
local hardware store and put the same 
question, “How’s business? up to _ the 
young lady in charge. With a very ex- 
pressive gesture of hands and a _ what- 
would-you-expect shrug of her shoulders, 
she said: ‘If you'll excuse the expression, 
it’s rotten! ‘But,’ returned I, ‘Brooms 
and brushes must be going pretty good at 
this time of the year? “They ought to 
be,’ she replied, ‘but there’s a Brush 
man in town and he always gets the cream 
of the business.’ ‘Don’t you ever send out 
anyone to solicit orders from your regular 
trade and to hunt up new customers?’ I 
asked. ‘No, we do not!’ came back the 
answer, ‘We can’t spare anyone, haven’t 
help enough, and, even if we did, we haven’t 
time to train ’em for that kind of work!’ 
“What I thought to myself as I left her 
was, “In the name of glory! while there 
seems to be nothing doing—why can’t a 
clerk or two be spared for a few hours 
each day for inside training to do outside 
selling, even if of the house-to-house, door- 
bell-punching variety, instead of holding 
‘em all on hand as so many order takers ( ?) 
waiting for trade to fall through the roof.’ 
“Again: Take this same store as an ex- 
ample on the specialty question, such ar- 
ticles as electric washing machines, vacuum 
cleaners and all others which do not sell 
themselves. When I asked the G. M. how 
these articles were moving, he replied: 
‘They don’t move at all. See that washer 
standing on the floor over there? Well, it’s 
been in that same place for over a year. 
Just that much good money tied up and 
floor-space wasted. The only man in town 
who can sell that class of goods is Dobson!’ 
“I accepted the hint and hunted up Dob- 
son, ‘the only man in town’ able to sell the 
‘goods,’ to find out, if possible, how he did 





it? And the answer: He’s the only man 
in town who goes out after the business. 
He’s a bellringer, a mat-pounder or what- 
ever else you might wish to term him, but 
—he makes sales! and while his competitors 
are all singing in chorus, ‘Nothing doing!’ 
Not only does he go out himself, but he 
trains every clerk in his employ to do the 
same. As near as I could find out, he had 
disposed of over a hundred washing ma- 
chines, by the house-to-house method, while 
the other man was waiting for the sale of 
one to fall from the sky. 

“Ring the bell, camp on the mat, show 
your wares, talk up and—sell! Sell where 
the selling is good. All roads lead to Rome 
and the way is open to all. Hike! 


Somebody said that it shouldn’t be done— 
But he, quite unmindfal, kept at it; 

When others protested, he still went ahead, 
No matter how oft they’d combat it; 

And while they kept saying it shouldn’t be done— 
Did he lay off, because they forbid it? 

He did not! Though told that it shouldn’t be done, 
He showed that it should and—he did it! 


Somebody hinted, “We'll slam on the law! 
We'll make you agree that you shouldn’t !” 
But did this prevent him from plying his trade? 
It did not! It would not and couldn't! 
He rang every doorbell within forty miles; 
His samples spread out and unrolled ’em, 
And while the whole world shouted, “Shouldn’t be sold!’ 
He went right ahead and—he sold ’em! 


There are thousands to tell him it shouldn’t be done; 
But he don’t let that stop him a minute; 

He keeps on a-selling for all he is worth 
For every last dollar there’s in it! 

If the fellows who knock him would—get on the job! 
Stop kicking and, like him—go to it! 

They wouldn’t have time to object to his ways— 
No! It shouldn’t be done—as they do it! 


“Quityerbellyachin! Get out and out- 
peddle the peddler! * Show him a thing or 
two in the selling game—at home! Yow 
can do it!” 

(Signed) Witi1AM LupLUM, 
Mount Vernon, N. Y. 








Dealer Should Sell Last Sample 
66 HOULD a dealer sell the last 


sample? ‘This question was asked 

in your ‘Readers’ Forum’ by A. M. 
Lubash & Son, Richmond Hill, N. Y. My 
answer is short, I say yes. Is not the dealer 
in business with his stock to display it? Ac- 
commodate and serve the public when they 
come in, that sample is Just as much a part 
of the stock as if it was in the box and the 
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What Our Readers Say of the 


In Favor of the Plan 


Luxuries Sold on Easy Payments— 
Why Not Necessities ? 


66 UXURIES are sold on easy payments. Why 
not necessities? More than half of the houses 
in our section need painting.” 

(Siqned ) A. T. De Forest, 
New Canaan, Conn. 


Finds Plan Works Out Well 


‘¢ HAVE started this plan (partial payment paint 
plan) on a small seale and find it works out fine. 

We have about $1,000 in paint on the shelves 

and sell $20,000 a year.” (Signed) Cuas. E. Warcup, 
Ferndale, Mich. 


An Analysis of the Plan 


¢¢Ww ET us analyze the various opinions on the partial 

payment paint plan. It may or may not in- 

‘crease paint sales. In order to determine that 
correctly we would have to know the total amount of 
paint used in the given community before the plan was 
in effect, the percentage of increase in new construction 
less buildings demolished, and the total amount of paint 
sold after the plan went into effect. Then what one 
dealer might gain by using the plan another might lose, 
so that a combination of both dealers’ sales might show 
no material increase. If the plan is universally used by 
the people there will of course be an economic saving 
due to the greater number of properties protected. 

“Dealers who do not participate may lose some busi- 
ness but after all price counts and one company may 
find itself doing only installment business and another 
only a cash business. 

“I do not think sales can be handled as conveniently 
or as easily as at present because any system involving 
long term credits, in order to be handled properly must 
have certain records kept so that payment. can_ be 
followed up. 

“And so we can go right down the line and argue pro 
and con on our question from an economical or financial 
point of view but I am afraid that we would not arrive 
at any definite conclusion. It seems therefore the only 
way to look at it is from a business point of view. Is it 
or is it not good business to sell on installment?  Eco- 
nomically I think it is unsound, for it means that a man 
is selling his future earning capacity short, the same 
as he might go to any of the large stock markets and 
sell any stock or commodity short for future delivery. 
[If he does not meet with any unforeseen difficulties he 
will deliver. If troubles arise he fails to deliver and 
reaps the holocaust. If no other industry were using 
the time payment plan I would say to the paint industry 
to let it alone. But the other fellows are using it and 
in most instances for luxuries, and are taking away the 
future earning capacity of people, to the detriment of 
industries supplying the necessities of life. Instead of 
painting the house they are buying automobiles or using 
the money in some other foolish way. And so I believe 


that as a necessity, rather than as a sound business pol- 
icy, the paint industry should go after the future earn- 
ings of the country by extending to the people the time 
payment plan. 

“This will tie them up to paying for something that 
is in my opinion an actual necessity and prevent them 
from dissipating it in an uneconomic way. 

“T do not think the installment plan will lead to 
panics, but on the other hand I feel that it tends to 
make the country more saving, more regular in their 
spending, and more industrious.” 

(Signed) Frank Berman Co., Inc., 
Jamaica, N. Y. 


An Ideal Arrangement for Small 
Concerns 


‘¢WN regard to partial payment paint plan, beg to 
advise that this is certainly a good way to in- 
crease the paint business, but there is a lot of 

detail work connected with it and it depends altogether 

on the merchant’s type of business as to whether or not 
it would be profitable. 

“Several weeks ago we decided to try the plan out 
and ran some small classified ads in the local news- 
papers. As near as the writer remembers we ran them 
under Houses for Rent, Houses for Sale and Painting 
and Papering. They were all about alike, ‘Papering 
and painting done on the installment plan, payments to 
suit consumer, for details see Wm. E. Barnes, Inc., 153 
S. Main St. or call 6-0250.’ 

“The above ads were run under these three captions 
on Sunday, Monday and Tuesday in the morning paper. 
We had an average of fifty calls a day for a week or 
so and it took all of one man’s time quoting prices, etc. 

“In connection with the other ads, we ran ads for 
painters and paper hangers and quite a number of them 
were anxious to get the job. 

“After taking the matter from every angle we decided 
the plan was too much trouble to bother with. From 
my point of view, however, it is an ideal arrangement 
for small concerns who desire to do business of this 
type and a large volume can be done. Offhand we 
should say that 50 jobs could be secured this way 
whereas only one could be secured the other way. 

“It has been the writer’s experience that people would 
much rather buy goods on the installment plan, even 
though they have to pay more, than to go to the banks. 
The most of them are afraid of the banks as there is 
so much red tape to it. 

“After we decided not to handle the proposition, we 
gave our prospects to a local concern and they were 
very much pleased with them. The writer was talking 
to one of them and he advised the writer he was doing 
a very nice business. 

“We would not have considered giving up the idea 
but for the fact that we have three or four new depart- 
ments which takes our spare moments getting started. 

(Signed) Wn. E. Barnes, Inc., 
Memphis, Tenn. 
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Partial Payment Paint Plan 


In Opposition to the Plan 


Prefer Extending Credit for 60 
Days 


66 E do not like the idea of selling paint on 
the installment plan. If a customer has any 
credit at all he can buy sufficient paint from 

us to take care of any jobs he may have on hand and 

we will be glad to give him credit for sixty days. After 
sixty days we will charge him 6% interest. 

‘We think that any house owner is foolish to buy his 
paint on the installment plan when if he has good finan- 
cial rating he can buy it for so much less. 

“This is our own position in the matter and whether 
it is sound or not or whether we are back numbers in 
this notion of ours regarding merchandising will be 
proved by events in the future. We might state, how- 
ever, that we try to learn and if we are mistaken we 
will adjust our plans.” 

(Signed) 'THEopore RoMAINeE, 
Romaine Hardware Company, Inc., 


Hackensack, N. J. 


Easy Payments Bound to Hurt 
Business 


6 E, are opposed on principle to the partial 
payment plan of selling paint. If this plan 
were confined to paint alone and if the paint 

sold was used to protect—and therefore increase the 

value of property—there might be some reason in adopt- 
ing it. The chances are, however, that the man who 
buys paint on the installment plan has bought his house 
on easy payments, and probably his automobile, his 
rashing machine, his stove and his furnace, and even 
his household goods, on the same plan. In other words, 
he has tied up his earning capacity for months ahead 
and, if for any reason, his earnings stop, he is in the 

devil of a fix. , 

“The present tendency of selling everything on long 
time easy payments is bound, we believe, to have a 
serious effect on all kinds of business eventually, espe- 
cially during periods of business depression which are 
sure to come from time to time.” 

(Signed) G. J. Bassett, Pres.-T reas. 
The John E. Bassett & Co., 
New Haven, Conn. 








Consumer Overloaded with 
Installment Propositions 


+6 E have noted both the arguments for and 
against this plan. We note there are several 
organizations who feel that this is a fine 
thing and although we have adopted the plan in order 
that we might be in line with our competitor, we are 
not, and never were, heartily in favor of merchandising 
paints on this basis. 
“The consumer at the present time is loaded up with 
installment propositions and is paying now enormous 


interest charges which they cannot afford to do and if 
this thing keeps growing, it will have a tendency, we 
believe, to cause one of the worst breaks in retail busi- 
ness that this country has ever seen. 

“We note that one State Association has indorsed 
this plan. We think that an organization of sound 
minded business men could comprehend what this even- 
tually will mean. 

“As for the sale of more paint material we doubt 
very much if the manufacturers increased sales will pay 
for the advertising of the plan as enormous amounts are 
being put into publishing which naturally the consumer 
must assume. 

“We are not in favor of this plan.” 

KE. G. SEAMAN, 
The IF. T. Blish Hardware Co., 
South Manchester, Conn. 


Easy to Finance Painting with 
Recourse to Plan 


6 EING probably ultra-conservative we do not 
believe that the earning capacity of anyone 
should be mortgaged for a period of much over 

sixty days, particularly when the amount involved is so 
relatively small. Personally, I believe that one of the 
bad things about the credit structure of today is the 
fact that the earnings of a large number of people are 
tied up for months and even years paying for certain 
luxuries such as, pianos, automobiles, etc. 

“There is no question but what deferred payments 
stimulate present sales. In other words, it is to a cer- 
tain measure the same as handing on to posterity taxes, 
interest and burdens principle, similar to those now 
being contracted for through tax exempt bond issues 
floated by certain overenthusiastic communities. 

“T believe that anyone wishing to paint can arrange 
satisfactory terms with their own dealer. It seems that 
anyone who owns property that needs painting and has 
not enough money to buy the stock would be a very 
poor risk, whether on a supposed ,cash or installment 
basis. There is no question that a property owner 
knows ten or twelve months ahead that his property 
will need painting and could budget his expenses so 
that when it came to painting he could have laid aside 
practically enough to pay cash for the job, which would 
mean a material saving to him. 

“There is no question but what the partial payment 
paint plan would be of a great benefit to a certain few, 
but I[ believe that a general use of this plan would 
create a great deal of trouble for the dealer as well as 
manufacturer in case of a sharp financial depression 
with its consequent curtailment of employment. 

“We are trying out the partial payment plan with 
regard to reroofing, but are not overenthusiastic about 
9 

(Signed) J. I. FuLver, 
W. A. Fuller & Son, Inc., 
Clinton, Mass. 
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What Ho! 


The Radio! 
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HERE'S A MESSAGE OVER THE AIR THAT 
|) WILL HELP YOU TURN CULL DAYS INTO PROFITS 





By Charles P. Catlin 


ADIO builders are building new and profit- 
able business for those hardware mer- 
chants who have awakened to the great 

possibilities the radio offers in the way of in- 
creased sales. 

Many hardware merchants who listen in 
when “Progress” broadcasts and act on its sug- 
gestions sell radio sets complete. The joys of 
the radio have been broadcasted throughout 
the length and breadth of the country—and 
sales are growing so fast they are breaking 
all speed records. The sales of radio parts 
and equipment and of small tools for the hook- 
up and many adjustment jobs have also been 
unprecedented. Through these sales every 
hardware retailer can hook-up his business 
with the growth of the radio. 

Study the following figures! They will give 
you an idea as to what the development of the 
radio means to your business. 

The reported sales of radio equipment 
during the past five (5) years were: 

1920—Two (2) million dollars. 

1921—-Five (5) million dollars. 

192 ili 

1923 hundred and twenty (120) 
million dollars. 

1924—-Three hundred and seventy-five 
(375) million dollars. 

1925—The estimated sales are four hun- 
dred and fifty (450) million 
dollars. 

Every hardware merchant has a golden op- 
portunity to increase his business greatly on 
tools and batteries, whether or not he stocks 








Small Tools 
for 
The Radio 
The Household 


and 


The Automobile 




















radio sets and radio parts and equipment. He 
can pick money out of the air by featuring 
small tools, etc. 








In this article, Mr. 
Catlin makes some 
practical suggestions 
for increasing your 
sales in small tools for 
the radio, household 
and automobile. 
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Feature and display the items listed on oppo- 
site page in your store on aisle tables in small 
bins or small bread pans with an appropriate 
sign something like that below. 

There are many merchants laboring under 
the impression there is little opportunity for 
them to increase their small tool business be- 
cause they do not stock and sell radio sets or 
a complete line of radio equipment. 

This is an erroneous impression. It is just 
as reasonable as to suppose you cannot sell 
any auto accessories unless you sell automo- 
biles or paint unless you sell houses. 

Remember “it’s the wheels that squeak that 
get the grease.”’ 

I am sure every dealer will benefit greatly 
and show a good substantial increase in the 
sale of profitable items, if small tools are prop- 
erly displayed. 

Small tools are extensively advertised by 
numerous manufacturers—stimulating a great- 
er demand for tools that appeal to the radio 
fan, the handyman-’round-the-house, the camp- 
er and the automobilist. 

One of the best ways to display small tools 
is to make a rack (small bins) that can be fas- 
tened to the top of an aisle display table. The 
bins for the tools should be about 4 or 5 in. 
high, 6 in. wide, 10 to 12 in. long. Divide a 
few of the bins in about three sections for the 
smaller items, such as screws, brads, gimlets, 
screw drivers, bits, etc. Tack a price card on 
each bin or section. This will help quicken 
sales—take the static out of the tool business. 

This is the 10-25-50-cent and dollar store 
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system. It is sure to work wonders for the 
hardware merchant today. 
You know the old story— 


Display them to sell them. 
Out o’ sight is out o’ mind. 








Tools That Should Be Featured 


Pliers Screws—Small Sizes 
Cutting Nippers Flat Head, Bright Wire 
Screw Drivers Round Head, Bright 
1 Bw Wire 
ot 7 sae Flat Head, Brass 
Slim Tapers 
File Handles Round Head, Brass 
Round Head, Blued 
Soldering Outfits Round Head, Nickel 
Soldering Irons (Electric) Plated 


Solder Stove Bolts—Small 
Gimlets Brace and Bits 
Hand Drills Expansive Bits 
Spiral Screw Drivers Automatic Hand Drills 
Wrenches (Small) . Chisels 

Hammers (Small) Block Planes 

Brads Tool Handles 

Nail Sets Awls and Tool Sets 
Coping Saws Pocket Levels 
Panel Saws Tape.Lines 
Keyhole Saws Rules 

Liquid Glue (in cans) Squares 

Paint and Brushes Try-squares 
Varnish Stains Dividers 

Insulators Calipers 

Insulated Wire Tool Sets 

Spool Wire Bonney Vises 


Brass Hinges (Small) 
Door (Buttons) Pulls 
Battery Testers Porcelain Knobs (Small) 
Battery Chargers Tape—Electrician’s 


Electricion’s or Radio Knife with Combination 
Wire-scraping and Screw Blade 


Batteries (Dry) 
Batteries (Storage) 


sent a man to my house to install the set— 
complete the hook-up. That was fine and 
worked wonderfully well. But you know how 
it is. I got curious, wanted to make some ad- 
justments in the hook-up, etc. I had no small 
tools. In fact, I really hadn’t needed any. 
“But now I have a pair of combination 
pliers, three screw drivers of various lengths, 
two small files and a file handle, an electrician’s 
or radio builder’s knife with a combination 
wire-scraping and screw driver blade and a 
small hammer. In fact, Charlie, every time I 
go into a hardware store now I want to buy. 
Yes, buy more tools! Talk about selectivity, 
you ought to see me select new things for my 














If you don’t protect your tool business it will 
hop on the mail train, money in hand—go 
through the mails—cash with order. Or else 
it will walk out of your store and into the elec- 
trical shop, garage or music store. Many hard- 
ware dealers have permitted the druggist to 
run away with the business on many small 
profitable items. In many modern drug stores 
it seems thatthe hardest thing to find is drugs, 
the easiest lines to find are those which should 
be sold in hardware stores. The tool business 
will follow, too, unless you properly feature 
and display tools. 

Don’t think for a minute that the fellow who 
steps out and buys a radio set complete has no 
immediate use for a number of small tools. 

How about the hook-up? 

How about adjustments, etc.? 

A friend of mine came in the office a few 
days ago and during our conversation sprang 
this one on me. “Say, Charlie, the hardware 
merchants of this country are certainly clean- 
ing up now—selling tools to us radio fans— 
fellows like me who had very little use for 
tools before the day of radio. 

“Here’s what happened to me— 

“T bought a radio set complete. The dealer 
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NE of the best ways to display small tools 

is to make a rack of small bins that can 

be fastened to the top of an aisle display table. 

The bins for the tools should be about 4 or 5 

in. high, 5 in. wide, 10 or 12 in. long. Divide 

a few of the bins in about three sections for 

the smaller items, such as screws, brads, gim- 

lets, screw drivers, bits, etc. Tack a price card 
on each bin or section. 








radio at the hardware store! It seems there 
is always something I want, especially when 
radio equipment and small tools are attractively 
displayed.” 

That’s the answer! There are hundreds of 
thousands of tool prospects throughout our 
great and prosperous nation. 

Go after your potential market in a sincere 
and earnest way and you will keep the tool 
business at home—where it belongs—in the 
hardware store. 

If you do not now handle radio sets or radio 
parts and equipment—I suggest you make a 
special feature of radio batteries along with 
your batteries for the auto and flashlight. Go 
after the battery business. Get the radio fans 
coming to your store for fresh, new batteries 
and your display table of small tools will get 
in: its work. 

Then your cash register will be in tune with 
the radio. 
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Customer Advice Helps F lohr’s 


Fishing Tackle Sales 


fishermen in Bucyrus, Ohio, to visit the 

store and advise him how to display fish- 
ing tackle in the store and window. Whalend 
is associated with his father in the retail hard- 
ware business of D. F. Flohr, and is very keen 
on sporting goods and tackle. 

The fishermen appreciated the letter of in- 
vitation and many responded with personal 
calls and helpful suggestions. In accepting this 
advice the anglers naturally were brought into 
contact with the tackle lines handled. They 
were brought into the realization that Flohr’s 
stock was fairly complete, his prices right and 
his desire to serve as tackle headquarters was 
very keen. A few immediate sales resulted 
from the “visits of advice.” 

Whalend ordered, in sample quantities, a few 
new type baits. Every time he met or saw a 
local angler he brought him into the store and 


AST year Whalend Flohr invited the best 


submitted the new lines for approval, making 
sure that the angler would see the complete 
stock. On such occasions he inquired where 
and how the fishing was, adjacent to Bucyrus. 

When he heard of a good place for trout he 
put a sign in the window reading “The trout 
are biting good at Banks Lake” or wherever 
the place happened to be. Fishermen were in- 
vited to bring in pictures of their best catches. 
Such photos were placed in the window with 
tackle displays. 

Young Flohr mixed with the anglers, adver- 
tised in the school and local papers and organ- 
ized fishing clubs and parties. It wasn’t long 
before his tackle department was the busiest 
section in the store. He began to receive spe- 
cial orders, quantity orders for vacation parties 
and even the younger fishing crowd came in 
for equipment. 

Two of Whalend’s window trims are shown 
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on the opposite page. One has a tank full of 
live fish, drag nets, regular landing nets, rods, 
creels, reels, lines, hooks, baits and lures. You 


















with his brother in the W. A. Kennedy Hard- 
ware Co., Canton, Ohio, and has made up some 
mighty attractive window displays on tackle 
and other lines. Many of his pictures have re- 
ceived awards. 

The Kennedy display with the figure had 
much realism. Two live alligators, obtained in 








O the right is shown one of Whalend Flohr’s 

window displays that sold fishing tackle. 
In the preparation of this window, Mr. Flohr 
relied on the counsel of local fishermen, who 
enthusiastically responded to his invitation to 
express their ideas as to trims. 
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Another of Flohr’s tackle windows, in the trim- 
ming of which local fishermen participated. 
























— is real atmosphere in this splendid 
tackle window of the W. A. Kennedy Hard- 
ware Co., of Canton, Ohio. To the right is 
another sales building window. This was pre- 
pared by Jos. Wallace & Co., Stroudsburg, Pa. 








will note that Mr. Flohr has made good use of 
the show case sample boards by putting them 
in the window on display. This practice may 
be followed in cutlery lines with equal success. 


Kennedy Display Tackle Too 
James H. Kennedy is another hardware win- 
dow trimmer who enjoys fishing and making 
fishing tackle window displays. He is associated 
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Florida, gave the window some life. The “ga- 
tors” sunned themselves and blinked much to 
the delight and joy of kiddies and grown-ups. 
Water ran over the rockery all during the day. 
The little house was illuminated and the trains 
circled about. Mr. Kennedy got his idea from 
a visit to Portage Falls, N. Y. This display 
is taken from the landscape adjacent to the 
railroad station at that city. 
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A. H. Marshall, 


president and founder 


NUGLY located among the Adirondack moun- 
tains just at the edge of Lake Champlain is 
the city of Plattsburg, N. Y., the home of the 

A. H. Marshall Co. and the site of the famous war- 
time officers’ training camp. Plattsburg has a 
normal population of 12,000, and may well be 
proud of the new Marshall store, which is cer- 
tainly to be ranked among the very best in ap- 
pearance and arrangement and second to none 
for efficient operation. 

The business was founded in 1896 by A. H. 
Marshall and two associates, the Messrs. Wood 
and Henry. The firm was then known as Henry, 
Wood & Marshall, later became Marshall, Wood 
& Riley, and in 1912 became the A. H. Marshall 


Two-Thirds of Floor Space 
for Customers—QOne- 
Third for Stock 


Modern store arrangement exemplified in new store of 
A. H. Marshall Co., of Plattsburg, N. y. . 


& Co., Inc., with Mr. Marshall, the founder, as 
corporation president, an office he continues to 
hold. With him as officers are John C. Agnew, 
vice-president, who has been with the firm ten 
years; Francis J. Mullen, secretary; Dr. I. A. 
Rowlson, treasurer and advertising manager, and 
A. M. Lewis, assistant treasurer. 

The new store was completed in December. 
Fixtures were designed and manufactured by the 
J. D. Warren Mfg. Company, Chicago, IIl., archi- 
tect, with the Warren people, made the floor plans 
also. The new Marshall store has one basement, 
sales floor for heavy hardware, milking stanch- 
ions, steel goods, window glass, rope, pumps, etc. 
There are two main sales floors and the third 
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GENERAL view of the main section of the first floor salesroom is shown herewith. The radiator in the fore- 
ground is actually half way from the front door and is the first obstruction as you enter the store. You 
can readily realize the depth of this fine store. Note the numbers and these facts: 1—A typical change depot 


and wrapping counter, twine, paper and handles are out of sight. 
veyor terminal are the only objects on top of the table. 


A sales ticket machine and the con- 


2—Shows the door of the passenger elevator which 


takes customers to the second floor. Employees may use this to go to the third floor for additional stock. The 


solid door just beyond the elevator entrance is the entrance to the public telephone booth. 


3—Points to the 


stairs which take you to the balcony and also points to the combination paint and auto accessory department 
which is on a lower level five steps down. 4—On this mezzanine you will find the accounting department, 
the central change making point. Mr. Agnew’s desk is in the center. 5—Shows the passage to the sporting 


goods and radio _ section. 


6—This stairway takes you to the second floor should you not wish to ride. 
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story accommodates the current overstock. To- 
tal floor space is about 18,000 sq. ft. Another 
four-story warehouse with spacious basement is 
also used for overstock and those products which 
the company jobs. In a nearby garage building 
the basement is used for oil, and the top floor for 
stove pipe and stoves. 

As you enter the front door you are immedi- 
ately surprised to find two-thirds of the floor area 
devoted to aisle space and only one-third to goods 
and fixtures. The proportions are frequently re- 
versed. 

Half way down the store you find the first ob- 
struction, a steam radiator, then comes the front 
end of a double horseshoe show case. At either 
side is a wrapping counter with conveyor tubes 


sory department which appears almost as an in- 
dividual store. The third street level is along the 
rear of the store, so that it was necessary to place 
the shipping and receiving room on the basement 
floor, to the back. The remainder of the base- 
ment is devoted to heavy hardware, some extra 
stock and kindred bulky materials. You will 
realize from these facts that the back street and 
front street are one entire story apart in street 
level. 

It is interesting to know that in the old store, 
with half the floor area thirty employees are nec- 
essary. In the new store there are only thirty- 
five employees, which is but five more for twice 
the floor space. The new store has permitted the 
company to display three times as many items. 





A general view of the main part of the housewares section, looking from the front. 
this floor with the mezzanine. 2—lIndicates the lavoratories for customers and patrons. 


to the toy section. 


for change making. Paper, twine and package 
handles are hidden underneath the counter. 
The open space at front enables the salesman 
to greet the customer. The salesman has time 
and space to come forward, so that the customer 
really feels the spirit of welcome as he enters. 
The Marshall store site had three street levels 
to contend with in the arrangement of depart- 
ments. The street at front is considerably higher 
than the street at the side. The latter has a store 
front with entrance and one display window. On 
this level is a combination paint and auto acces- 


1—Points to the spiral staircase connecting 

3—Points to the desk of Dr. Rowlson and 

4—Points to the right wing of the housewares section where washing machines, vacuum cleaners and cooking utensils 
are displayed. Note circular white tables with glassware and odd pieces of china. 


This is a big feature, as in some large lines is was 
impossible to show complete stock of items car- 
ried in those lines. For example, in mill files, a 
big item with Marshall, only one type could be 
shown. In the new store the complete mill file 
stock is on display, where any interested buyer 
can chose satisfactorily. 

The new store was formally opened on Dec. 11. 
The people of the city and surrounding territory 
were invited to visit the store. From 3500 to 
4000 people attended the opening. They all reg- 
istered, which gave the store a running start 
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toward a corrected mailing list. A radio enter- 
tainment was furnished. No attempt was made 
to sell, but many sales were made that day. As 
the felks walked about the store, many expressed 
surprise to learn that Marshall carried certain 
items, many of which had been in regular stock 
for years. 

Another reaction to the modern fixtures, equip- 
ment and layout is reported by Vice-President 
Jcehn C. Agnew, who says the sales and stock 
iorces are taking much better care of displays, 
of stock and are showing greater pride in the 
store’s general appearance. In talking to several 
of the salesmen we found they all agreed it was 





A general view in Marshalls store of the lower level section devoted to paints and auto accessories. 
tools displayed on green felt boards and behind glass sliding doors. 


The radio section is part of the sporting goods 
department. Mr. Agnew believes this good prac- 
tice, for he finds that radio sold as entertainment 
has a close relation to sporting goods, which are 
sold for healthful entertainment. Harry B. Viall, 
window trimmer, changes the displays at least 
once a week—sometimes more often. 

The sporting goods department in an extension, 
to the right of the main sales floor. In one of 
the photos you can see the entrance to this sec- 
tion. It is just beyond the passenger elevator 
which takes customers to the second floor. There 
is also a stairway for those who wish to walk. 

The mezzanine balcony at the store rear con- 
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1—This points to the various accessories and 


2—Points to the double stairs which come from upper level main sales- 


room and also points to the single stairs which take you to the heavy hardware basement. 3—Shows another wrapping counter and change 


conveyor. 


wonderful to work in such a fine store, the goods 
were easily displayed, easily obtained from stock 
and easily sold. Second sales were easily sug- 
gested and made, they said. 

From an accounting standpoint we learn that 
sales average higher in the new store day by day, 
as compared with the same day in previous years, 
with the old store. Several new lines were added, 
such as crockery, glassware, coal and gas ranges, 
washing machines and silverware. 


4—Gives you just a glimpse of the mezzanine balcony described and pictured elsewhere. Note in this picture also that a mini- 
mum part of the available space is devoted to goods 


tains the office of Mr. Marshall and the desks of 
Mr. Agnew, Mr. Muller and.the bookkeeping staff. 
From this point of vantage the officers may 
keep an eye on the entire store. If necessary any 
one of them can fill in and wait on a customer 
rather than permit a delay which suggests store 
indifference. 

The conveyor system has eight tubes. There is 
a girl in charge of the central point. She makes 
all change. The sales slips contain the purchase 
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1—Detailed view of Warren shelving showing sampling, along one side of the main salesroom. Note wrapping counter. 


2—General vi of the sporting goods and radio departments. Note wrapping counter in the corner. Radio is to the right. 





3—A view of the opposite side wall, showing cases, sampling and goods displayed in complete lines. 
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price and the amount of money given to the sales- 
man. As he writes the figures down he reads 
them off so the customer will hear them. The girl 
reads the figures to herself and when change is 
received the salesman counts the change back to 
the customer. This system saves time and has 
prevented errors and misunderstandings over 
change. The girl at the central point has devel- 
oped skill and speed from practice. The change 
passes between two people and thus there is a 
check up which prevents errors. 

The conveyor central point is in the center of 
the balcony. A spiral stairway connects the mez- 
zanine with the second floor. At the rear of the 
second floor are lavatories for women and men. 
Customers and the employees are both at liberty 
to use these conveniences. 

In the Warren fixtures green felt background 
cloth has been used for contrast. 

The housefurnishings department is under the 
direction of Dr. Rowlson, the treasurer. He is 
ably assisted by Miss Helen Morgan, who sure 
can sell house wares. In the front of this de- 
partment white enamel round tables are used 
for fancy pieces, glassware and odd _ dishes. 
Stocked china sets are displayed in steel wall 
shelving especially designed to permit the maxi- 
mum of display on all sets. You will note each 
section has an open space where the large platter 
is shown at an angle. The other pieces ‘are 
distributed neatly on the surrounding shelving. 

Dr. Rowlson and Miss Morgan are not content 


to sell only to the home owners. They go after 
the hotel, restaurant and boarding house trade, 
selling them special heavier type china and a 
special type of table ware. 

In the windows rubber tiling blocks have been 
used as a base. The flooring throughout the 
store is a composite material which looks like 
= yet is more pliable and easier on the 
eet. 

Near the passenger elevator is a public tele- 
phone booth, coin box type. This is for the 
convenience of customers. It attracts con- 
siderable trade in that it brings in people. 

Harold Davies has charge of the sport goods 
and radio stock. George Southwick has charge 
of the main floor sales. Francis Robare and 
Brick Cowle take care of auto accessory and 
paint sales. Fred Bovier sells the heavy hard- 
ware in the basement. Charles Rexford is stock 
clerk and “Dime” Murray shipping clerk. Any 
of these men, however, are capable of handling 
sales and other duties in any of the departments. 
While the store is carefully departmentized with 
definite staffs assigned to each section, it is the 
policy of the store to have the sales force adapta- 
ble to all departments. 

The stock room, in charge of Mr. Rexford, is 
really a model for efficiency. Long narrow rows 
of shelving, numbered and keyed so that replace- 
ments may be obtained quickly, make the wheels 
run smoothly. Related items in the same class- 
ifications are stocked close to each other. 





Turns Stock of 1 Washing 


F any hardware man really believes that his 
town is so small that there is no market in it 
for the sale of electrical appliances, he can 

profit by the experience of Miles D. Brennan of 
Kilkenny, Minn. 

Kilkenny is one of those typical little agricul- 
tural towns with “Main Street” running along 
parallel with the railroad tracks and for which 
the somewhat boastful citizens claim a popula- 
tion of 200. But in spite of the seeming lack of 
available prospects, Mr. Brennan was able to sell 
14 electric washers last year. Just how often he 


Machine 14 Times Yearly 


turned his stock of washers can be easily figured 
from his statement: “I carried only one ma- 
chine and when I sold it I ordered another.” 
Really there is nothing phenomenal in Mr. 
Brennan’s record; he simply believes in the ma- 
chine he handles, and having been in the hard- 
ware business in Kilkenny for nearly forty years, 
his customers have learned to have faith in his 
recommendations. He knows his territory well 
enough to realize that even though he is located 
in only a small country town, there is a demand 
for electrical appliances and he gets the business. 
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HE writer of this article 
suggests a“ Hardware Beauti- 
ful” campaign as a means of build- | 7 
ing profits and prestige and of dis- | Byte 

' abusing the average householder SAA 
of any lingering idea that a hard- 
ware store is merely a place where 
men buy such uninviting things 
as nails, bolts, screws, wire and 
the like. Your stock contains . . 
many items whose attractiveness i eal 
can be emphasized in your win- a , 
dow and interior displays and in 
your advertising and publicity 
with a view of appealing to the 
Gebers: artistic as well as the practical 
x~ -_ . side of your feminine and mascu- 

line trade. 


\ 


‘y 


























Hardware Beautiful 


Some Suggestions for Merchandising Some of the More 
Attractive Items of Hardware 





OU who are intimately connected with 

) a hardware store are acquainted with 

the many interesting and attractive 
items to be found in its stock. 

And yet, strange though it may seem to us 
of the inner circle, there are still folks who 
think of the hardware store as the place of 
the ironmonger. 

-In other words, to them it is a place where 
men purchase such uninviting things as nails, 
bolts, screws, wire and the like. 

Should you not accept the challenge of the 
department store and on more or less frequent 
intervals make a prominent display in your 
store windows and in the store itself, of this 
merchandise of distinct feminine appeal? 

Take white enameled kitchen ware, for in- 
stance. 

Does it not sometimes work out this way— 

The salesman calls on you. 

You go over your stock and his catalog to- 
gether and decide that your order should be 
well interspersed with a number of the more 
commonly used kitchen utensils—in white 
enameled ware. 

The shipment arrives; it is unpacked, 
checked and priced and it is put away on the 
shelving. 

The moment for arranging a display with 
these bright and shining new utensils slips 
away into a hazy tomorrow and thus on from 
one week to another—no reason why—but it 
just happens to do so and before you are really 
aware of it, several weeks have passed without 
any real display and sales effort. 


Surely, you didn’t intend it that way when 
you ordered the goods. 

It’s merely an evidence of the human—it 
just happens amid the stir of other daily rou- 
tine. 

It’s fine to sell nails and screws, automobile 
oil, snow shovels and ash sifters—they’re all 
extremely necessary and useful to the pur- 
chaser, but they lend no particular sales pro- 
motion of themselves and they are generally 
bought when needed. 

You are filling an order and making a cer- 
tain profit from each such sale, but doesn’t 
it give you an ever so much better feeling down 
inside when you have sold something to a cus- 
tomer, which you really know to have been a 
sale ? . 

Back to white enameled ware— 

Is it not a reasonable assumption that every 
woman enjoys a well-ordered and well-equip- 
ped kitchen? 

But, being a good thrifty housewife, she is 
often prone to cling to the old, rather battered 
utensils which have long served their duty and 
which should be honorably retired. 

Perhaps she needs only the incentive which 
you are aptly able to offer her, through a 
good window and store display of these very 
things. 

After the household is once established, 
short of disaster, it is rarely necessary to en- 
tirely refurnish the kitchen with new utensils. 

In a way, this very fact is in your favor, 
since she need not be scared away on account 
of any very large expenditure on her part. 

, (Continued on page 114) 
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FEW weeks ago C. A. 
A Pope, proprietor of 
the Dewey Hardware Co., 
awoke to the fact that he 
was’ losing _ legitimate 
hardware business’ to 
drug, department, sport- 
ing goods and other stores 
and embarked on the en- 
ergetic and systematic 
advertising program de- 
scribed in this article. The 
results of this step were 
so satisfactory that we are 
passing on Mr: Pope’s ex- 
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IT WILL PAY YOU 
TO TALK WITH OUR 
MR. JOHNSON BE- 
FORE LETTING 
YOUR CONTRACT 
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Bathroom 
Fixtures 


fter housecleaning 
you will want to 
brighten up the bath- 
room with some 
bright new fixtures 
such as~-Towel bar, 
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Dewey's has long been 
known “as the TOOL 


“ SHOP with the larg- 
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Systematic Advertising Boosts 
Housefurnishings Sales 


rEUNHAT “advertising pays” has become pro- 
verbial. But at the same time the average 
hardware man spends less for advertising 
and is a poorer advertiser than almost any other 
retailer. He seems to go on the theory that when 
business is good he doesn’t need to advertise and 
when it is bad he can’t afford to. 

C. A. Pope, proprietor of the Dewey Hardware 
Company of Kenosha, Wis., awoke to the fact a 
few weeks ago that other merchants in his city 
were slowly but surely encroaching upon his busi- 
ness. The department stores and grocery stores 
were making leaders of kitchenware and other 
housefurnishings and the drug stores, sporting 


and electrical goods were offering competition 
that hurt. And the thing that seemed to be sell- 
ing the merchandise was newspaper advertising. 
After wondering for a while why it was possible 
that the other fellow’s advertising should pull 
sales away from him and his own advertising not 
hold the business, Mr. Pope decided that some- 
thing was wrong with his method of advertising. 

Up to that time he had been using some space 
in the daily newspapers but at irregular inter- 
vals. The size of his ads and the frequency with 
which they appeared was entirely dependent upon 
the persistency of the advertising solicitor from 
the newspaper. He decided to adopt a system and 
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stick to it for at least a year and now after less 
than four months he is convinced that he is on 
the right track. 

Starting his advertising during the usually dull 
period right after the first of the year, Mr. Pope 
began by running a ten or twelve inch double 
column ad each Monday and Thursday night. 
These two days were selected because it was 
thought that on Monday most people stayed at 
home and the paper was more thoroughly read 
than on any other night and another ad was 
necessary toward the end of the week, and while 
most advertisers selected Friday night copy the 
size of that run by the Dewey Hardware was apt 
to be “buried” among the larger ads. As it was 
Mr. Pope’s aim to recover some of the ground 
that he had lost to the department stores on 
house furnishing sales, he modeled his. ads large- 
ly after theirs. The two ads each week were the 
same and all ads carried the same heading in 
large type, “Dewey’s Money Savers,” and then 
followed the descriptions of six or eight articles 
offered at special prices, usually at odd figures. 
In order to avoid the possibility of continued re- 
quests for the merchandise at these special prices, 
each advertisement stated that the prices were 
void after that week and Mr. Pope has not been 
asked in a single instance to make a price con- 


cession after the sale was over. 

Mr. Pope believes that it is poor policy to buy 
special merchandise for these sales, but every 
item that he offers is part of his regular stock, 
sometimes something on which he is overstocked, 
and is a real bargain. He has in some instances 
placed larger orders for some item, in order that 
he would have enough to include it in one of the 
weekly sales. Mr. Pope has in this short time put 
his store back on the map with reference to wo- 
man patronage and states that his house furnish- 
ing business has nearly doubled since he started 
this style of advertising. He also says that by 
far the big bulk of his sales are on articles that 
were not advertised and which were sold at the 
regular prices, but he gives the advertising full 
credit for bringing the women customers into the 
store. 

In addition to the two “bargain” ads each week, 
Mr. Pope is now also running a larger ad, of a 
half or full page size, on various seasonable mer- 
chandise. These advertisements describe the ar- 
ticles and the regular resale prices are quoted 
with the exception of one or two leaders, and here 
again the results have been very gratifying. 

So far the cost of the advertising has averaged 
about 3 per cent of the gross sales of the store and 
it is the plan to stay at that figure. 





Selling Fishing ‘Tackle 


O the hardware man who is located in a 
country where there are plenty of lakes and 
streams the item of fishing tackle is some- 
times rather taken for granted. An assortment 
is bought each spring, put into some show case 
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where there happens to be room for it, and is sold 
whenever anyone asks for it. It is seasonable and 
it sells without any very special effort to push it. 

But when a hardware store is located out on 





in a Fishless Territory 


the prairies of western South Dakota over a hun- 
dred miles from a real fishing lake or stream, the 
selling of fishing equipment becomes real mer- 
chandising. However, Beaulieu & Ineck of Win- 
ner, S. D., a town of about 3000 population, 
turned a $300 stock of fishing tackle three times 
last year, and there are only two lakes to go to— 
Lake Andes, 105 miles east and Marsh Lake, over 
in Nebraska, 125 miles south—both reached only 
by auto over dirt roads. 

Being handicapped by, location, they naturally 
cannot simply get in a supply of tackle and then 
wait for people to come in and buy it. They not 
only have to sell the tackle but also the idea of at 
least a two days’ trip for a few hours’ sport. Con- 
sequently they put a lot of hard work and many 
original ideas into their window displays and 
advertising. 

The background of the window recently used 
by this progressive firm represents a hill, a 
grassy appearance being obtained through the 
generous use of green sawdust. A stream of run- 
ning water came from a three-eighths pipe in 
the right-hand corner which was connected with 
the water pipes in the basement. After traveling 
through a metal trough it emptied into a glass 
front fish-box. Six or seven live fish were in the 
box and serve to attract attention to the window. 

The front portion of the window was occupied 
with a display of tackle ready to use—not a prim 
row of baits and reels reposing sedately in opened 
boxes but a real he-man assortment well balanced 
and promising to catch enough fish to make a 
trip half way across the State worthwhile. 
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Some Mechanical Aids that Enable the Merchant to Make Attrac- 
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An Easy Method of Lettering 


tive Cards While Acquiring Free-Hand Proficiency 
By Joseph Bertram Jowitt 


ID you ever watch anyone lettering with 

a brush or pen and wish you could do the 

same? It looked easy, but maybe you 
thought it required artistic ability. 

The fact is, it is almost as easy to learn as 
it looks and eight persons out of every ten 
possessed of average intelligence can learn to 
write legible show cards in from four to six 
lessons. It all depends upon starting right 
and the amount of time one is willing to de- 
vote to practicing. 

These practical lessons in modern show card 
writing were designed specifically to instruct 
all those desiring a comprehensive knowledge 
of this profitable and important business aid. 
There is hardly a day in the week when a few 
show cards could not be used to advantage in 
any retail store. “Special Sale” show cards 
do not have to be works of art as long as they 
are neat and legible. Remember you are sell- 
ing the merchandise and not the show cards. 

This system of instruction is so simple that 
anybody can follow it. All red tape has been 
eliminated, the imaginary mysteries left out. 

Today show cards are more in demand than 
ever. The object of this first lesson is to teach 
circular strokes by following perfect lines. 

The alphabet shown here is known as “Thick 
and Thin’; it is an extraction of the full Ro- 


man alphabet which will be shown later on in 
another article. 

If you study this type you will understand 
why it is called thick and thin on account of 
the thick and thin proportions given each let- 
ter. 

It is very important the beginner should 
start with this alphabet. The letters are made 
in a purely mechanical way, inside perfect 
circles and squares. 

The letters are divided into two groups. 
There are fifteen square letters and eleven 
round letters. 

The square letters are, AX MH EFKLT 
NIZVW/Y. The round letters are,O C GQ 
USJDPBR. 

The squares shown here were 3 x 38 in., but 
the rule applies to any size square or circle. 

Letters ““M” and “W” are the only two let- 
ters which occupy more space than the others 
(allow the width of the thin bar extra space 
for these two letters.) 

Notice the two black strips—‘thick and 
thin.” Bars like these were used to draw all 
the upright and horizontal strokes of the let- 
ters shown here. 

For example, we will take the letter “V,” 
which is in the square class: First a perfect 
square was drawn 3 x 3 inches. Then a mark 
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was made in the center of the square at bottom 
of letter. The thick and thin lines were easily 
drawn with the aid of the two bars. 

In drawing the letters V, W, X and Y, re- 
member to place the thick bars at the left. In 
drawing letters A and M, have the thick bars 
at the right. 

In drawing the circular letters first find the 
center of your square, then place the point of 
your compass on this mark. The circle should 
protrude a trifle outside of the square at four 
different points as indicated by the arrows 
around the letter Q. These are perfect circles ; 
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HIS system of let- 

tering is so simple 
that anybody can fol- 
low it. This chart was 
designed specifically to 
instruct all those desir- 
ing a comprehensive 


although they appear to be oval, they were 
drawn with an ordinary school compass. 


How to Hold the Lettering Brush 


The brush should be held in the hand just 
the same as you would hold an ordinary lead 
pencil (between the first two fingers and the 
thumb). To obtain the proper purchase and 
give the necessary pressure keep your fingers 
well down the handle of brush. 

All connnaen strokes are made by drawing 
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Fast Train Turnover 


By Saunders Norvell 


N Sunday, April 26, 1925, at 2.15 in the 
afternoon, I took a New York Central train 
from St. Louis to New York. In the cab 
of the engine as the train pulled in, I noticed a 
large bouquet of American Beauty Roses. “Rather 
fawncy engineer,’ I thought. I looked at the 
engine. All the brass work was shining like a 
new silver dollar. Then as the train rolled in, I 
glanced at the line of colored porters standing 
on the steps of the cars. Every porter wore a 
full blown rose on his white jacket. “Must be a 
bride and groom on board,” I thought. When 
the conductor and the brakeman alighted they 
were also decorated with flowers. When I stepped 
into the observation car it looked like a horticul- 
tural establishment. There were all kinds of flow- 
ers banked up everywhere. ‘‘What is the grand 
idea?” I thought. ‘“‘Some flower store in St. Louis 
must have been having a closing-out sale, possibly 
working on ‘turnover!’” After the train started 
I found that every lady on board had been pre- 
sented with a corsage bouquet. “Very modern,” 
I thought. Then the porter of my car presented 
me witha boutonniere. “I must be dreaming!” I 
thought. A little later in the afternoon porters 
passed lemonade and sandwiches to passengers 
free, gratis, for nothing. ‘Has the millennium 
come?” I thought. At dinner that night every 
table in the dining room was profusely decorated 
with flowers. ‘“‘Europe was never like this!” I 
thought. 

Finally, I tackled the porter of our train and 
asked what it was all about. ‘‘Why, suh,” said he 
proudly, “dis is de fust run of de fast train on de 
New York Central from St. Louis to New York. 
Yo’ has de honor of being on de fust run. All 
dese flowers and all dis yere entertainment is pro- 
vided by de New York Central.” 

* * oK - 

He explained to me that every car in the entire 
train was absolutely new. The engine was new— 
not a bit of the equipment had ever been used be- 
fore. The entire crew, from the engineer to the 
porter, were picked men. This train represented 
the very last word in railroading and the very 
best in equipment and personnel that the great 
New York Central line could produce. 

* * * * 

A curious thing about this train was the fact 
that the name of every coach commenced with 
“Mc”—“McLendon,” ‘“McCollister,” ‘‘McClure,” 
etc. I never before in all my journeyings traveled 
on a “Mc” train. I am wondering whether these 
cars were Irish or Scotch “Mes.” 

* * * * 

It reminds me of the story of the Scotch Ad- 
miral in the British Navy who was named “Mc- 
Duff.” You know, they have a habit in Scotland 


of calling the chief of the clan “The.’”’ There was 
also a Scotch McDuff living in Canada on a large 
estate. The Admiral went to call on him. The 
Scotch servant who answered the bell said—‘‘The 
McDuff wants to know who is ecalling.’”’” The Ad- 
miral answered—‘“‘Tell him the other McDuff !”’ 

* a eA K 


The time between St. Louis and New York is 
shorter by one hour than any schedule the road 
has ever achieved before. One of my friends re- 
marked—“I will just bet $5 we do not get into 
the Grand Central Station on time.” “I will take 
that bet,” I answered. We arrived on the minute. 
It was easy money! I knew if this fast train 
never arrived on time again, it would arrive on 
time on its first trip. 

k * aS * 

As we approached New York I chatted with our 
smiling porter. ‘Now,’ said I, “I understand that 
this is the most wonderful train in the world and 
that one of the rules of this train is that nobody 
is permitted to tip a porter.” ‘Well, boss,” the 
porter answered, “‘yo’ sure has got de proposition 
all wrong. Us porters has jes’ been pressin’ our — 
close, attendin’ to our laundry and polishin’ up 
our buttons for a whole week. De correck rule on 
dis yere train is double tips for all porters.” 

2K * * * 


It is always interesting to study a picked force 
of salesmen, a picked office force of first-class ac- 
countants, a picked regiment of soldiers and a 
picked train crew on a brand-new fast train. 
What were the outstanding characteristics of this 
picked train crew? First of all, I should say 
that each and every man seemed to be in the pink 
of health. Next, they were all cheerful and every- 
body, from one end of the train to the other, was 
courteous and pleasant. They even smiled and 
spoke pleasantly to each other. There was not a 
grouch, a sorehead or a pessimist in the entire 


crew. 


of oe * * 


I must admit that this train crew, with whom 
I associated on the most intimate terms for twen- 
ty-four hours, gave me a good deal to think about. 
Nobody seemed to be worried about handling his 
job even when the train was hitting it up 60 
miles an hour. The engineer sat cheerfully in his 
cab chewing gum while he held his hand on the 
lever. The fireman sang as he shoveled coal into 
the engine. The waiter in the dining room even 
suggested, on his own account, that the coffee 
had grown cold and that he had better bring a 
fresh pot of hot coffee. He also suggested that 
mebbe I would like an extra piece or two of crisp 
bacon! Everybody was efficient on this train, 
of course. Efficiency was to be expected of a 
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picked crew, but the thing that stood out was the 
fact that they were so cheerfully efficient. No- 
body seemed really to be working. Certainly no- 
body was worried about his work. 
a * aK aK 

What is the moral? It seems to me the moral 
to be gathered is that each of these men, being 
a master of his job, understanding his job perfect- 
ly, did not have to worry as to how he was doing 
it. This crew were so well trained that they just 
worked automatically. Then, I noticed that every 
other train—both passenger and freight—was 
side-tracked to let the special go through. The 
train crews of the other trains all cheered and 
waved to the crew of the special. I observed in 
the block towers that the men who threw the 
switches also waved to the special train. Run- 
ning a train from St. Louis to New York in twen- 
ty-four hours over the New York Central, instead 
of being a task, actually appeared to be merely a 
sort of picnic. There was nothing to it!! 

2 ok * *K 


I am leaving tomorrow, May 2, 1925, for a part 
of the world where they do not run trains that 
way. They will blow little whistles. They will 
ring bells. They will bump along slowly from 
one station to another. They will stand and wait 
endlessly at almost every station. They will take 
six hours to run from Cherbourg to Paris when 
it could easily be done in three. We will land at 
4 o’clock. We will be pulled, hauled and dragged 
by the porters through the Custom House. The 
porters will yell and curse in French. Everybody 
will seem to be angry with everybody else. All of 
us will be impatient; in a bad humor; sore. At 
last, when we take our seats on the train for 
Paris, about 6 o’clock, we will sit there for two 
hours wondering why we do not start. We will 
get away about 8. We will arrive in Paris all 
worn out at 2 a.m. There will be more shout- 
ing, quarreling and cursing. Finally, we will get 
a cab and arrive at our hotel. The chances are, 
even if we have reserved our accommodation 
weeks in advance, that there will be no room for 
us. How did the hotel know we were coming at 
2 o’clock in the morning? They held the room un- 
til 10 but we did not arrive. 

7 * %* * 


As I sat on this swiftly moving New York Cen- 
tral train I reviewed in my mind all I had heard 
about the epidemic of “turnover” that has spread 
all over the country and is checking business. Of 
course, the manufacturers and jobbers do not like 
it. It is only natural that a manufacturer should 
like to sell his goods for future shipment in nice, 
round quantities. He can then figure out how 
much raw material he will need. He can put the 
work into his factory and make good, long runs. 
Nothing helps reduce the cost of manufacturing 
like long runs on large orders. Nothing brings 
up the cost of manufacturing like small, irregu- 
lar and erratic orders. 

* * * *K 

The same thing is true, in another form, of the 
jobber. It costs no more to enter $1,000 on the 
books than it does to enter 10 cents. It actually 


costs considerably less to ship a full case than it 
does one pasteboard box of an item, and, of 
course, it costs a great deal less to pack and ship 
one pasteboard box than it does to tie up in paper 
and mark a fraction of a dozen. Handling these 
little orders, to be shipped by parcel post, mail 
and express, is a terrifically expensive business. 
In other words, the retail dealer who buys one- 
quarter dozen every week for four weeks, instead 
of buying one dozen in the start, multiplies the 
cost of doing business more than four times. Do- 
ing a business at wholesale prices in very small 
quantities is nothing more nor less than transact- 
ing a retail business without the retail profit. All 
the jobbers with whom I talked, both in the hard- 
ware and drug lines, were complaining of the 
heavy increase in the cost of doing business as a 
result of the very small orders coming from the 
retail trade. As I stated before, the manufactur- 
ers were also complaining of the manner in which 
the jobbers were ordering. 
* * kK * 


Now, as I traveled back to New York on this 
fast train, I was trying to clear up my mind on 
the problem of “turnover” as it affects the cost 
of distribution. I was trying to look at the prob- 
lem from the standpoint, not only of the manu- 
facturer and the jobber, but also of the retail 
merchant. When the retail merchant orders 
goods in such small quantities, he must devote a 
very large part of his time to buying. He is con- 
stantly buying the same goods over and over 
again. He is constantly checking small invoices 
and marking up small quantities of goods over 
and over again. There must be a tremendous 
loss in the retailer’s time. 

* * * * 


I could not help thinking of my old friend, 
W. C. Stark, when I sold him goods in the old 
days in Colorado Springs. This was a dry town. 
Beer was sold only by drug stores. In those days 
beer bottles had corks and Colorado Springs, on 
account of prohibition, was one of the best towns 
in the country for the gale of cork screws. Al- 
most every merchant in Colorado Springs in those 
days was out of cork screws most of the time. 
The only man who had the goods was W. C. Stark. 
Mr. Stark would buy a gross of cork screws where 
the other retail hardware men would buy only a 
dozen. Stark had the capital to carry the stock. 
He told me that he had figured it out that it was 
cheaper to carry a good, complete stock of sure 
sellers than it was to waste his time buying the 
goods all the time. Besides that, he had the goods 
when the other merchants were out and a good 
share of his sales were of goods sold to competi- 
tors at a very fair profit! Mr. Stark never talked 
to me about turnover. When anything sold well 
I could always count on a nice, fat order from 
Mr. Stark. Mr. Stark is now retired. He made 
a fortune in the hardware business in Colorado 
Springs. I am quite sure he made more money in 
the hardware business in Colorado Springs than 
any retail hardware man who was ever in busi- 
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Collection Letters May Be 


Failures Even Though 
They Get the Money 








A Good Collection Letter Is Not Necessarily the One 
That Collects Promptly—There Are Other 
Important Things to Be Considered 


OU can pry a lock open with 

a crow-bar, but the lock is 

rendered useless and of no 
value after you finish the job. 
You can write a collection letter 
that will collect the money, but 
the customer is of no value to 
your store after you make him or 
her angry by a tactless collection 
letter. You often read about a 
certain letter collecting thousands 
and thousands of dollars, but you 
never know how much damage 
was done to the firm that used it. 
You are told only about the good 
part, the bad is always kept a 
secret. 

A letter that collects the money 
and destroys good will may be 
called a good collection letter, but 
it is far from a successful letter 
in any sense of the word. A good 
collection letter is one which 
causes the debtor to realize that 
yours is a just claim, that he owes 
you the money and you have a 
perfect right to ask him to pay it. 


Letter No. 1 


Dear Sir: 

It is needless to tell you how 
much we value your patronage 
and to have your name on our list 
as one to whom the service and 
courtesy of a charge account is 
extended. 

It is a pleasure to share with 
you the courtesy which is extend- 
ed to us by those from whom we 
buy our goods, the advantage of 
a thirty day credit, with the one 
reservation that all bills become 
due and payable at the end of 
thirty days. 

It is a matter of mutual trust, 
of establishing a good credit 
which can be done only by paying 
our bills promptly when they are 
due. We must do this if we hope 


to maintain our good credit. 
We know it has been an over- 
sight on your part, but your ac- 


By Mark McGhee 


count is just a little overdue. If 
you will send us your check at 
your earliest convenience it will 
help us to keep the promise of our 
thirty day payments. 

Very truly yours, 

Here we appeal to the sense of 
ride as being one of the favored 
few, at the same time reminding 
him that our charge accounts are 
extended as a special courtesy. 
That we are glad to share with 
him the advantage of the thirty- 
day plan as the same thing is ex- 
tended to us by those from whom 
we buy our goods. That it is a 
matter of mutual trust, and of 
course we must pay our bills 
promptly in order to maintain 
our credit, so must he. It is sim- 
ple, straightforward and _ busi- 
ness-like, with nothing in the let- 
ter to cause offense, yet, it has 
the kick of a mule. 


Letter No. 2 


Dear Sir: 

Credit is a valuable asset, and 
it should not be abused. Just the 
other day we were asked for a 
report on “How a certain party 
here in town paid his bills.” In 
an offhand way, we said—‘‘Very 
Good.” 

Pressed for a more definite an- 
swer, we referred to our books. 
To our great surprise, it was 
found that he had allowed his 
bills to remain unpaid for three 
months. When the report was 
made to that concern asking for 
this information, his name was 
entered as “Slow Pay.” 

None of us really mean to do 
this—none of us can afford to 
have our credit questioned. We 
simply allow ourselves to become 
a victim of habit, by permitting 
our accounts to run over our good 
intention. 

Our bills must be paid prompt- 
ly—every thirty days. We must 


have the money with which to pay 
these bills, else our name would 
be placed on the “Slow Pay” list. 
We, therefore, solicit your aid by 
asking you not to make us wait 
any longer for the money now 
due us. 


Very truly yours, 


Use this letter as a follow-up 
ten days to two weeks later. This 
being the second step, we add a 
little more pressure by suggest- 
ing the unpleasantness of unsat- 
isfactory reference in case we 
should be asked about his credit, 
and the possibility of being classi- 
fied as “slow pay.”” An appeal to 
pride, fairness, and gain—the ad- 
vantage of having a good credit. 


Letter No. 3 


Dear Sir: 

It is certainly not your desire 
to have your good credit standing 
affected by allowing your account 
to go unpaid any longer. 

We feel sure that it has been 
an oversight on your part, or 
probably you have been too busy 
with other things. 

It is not our desire to appear 
persistent, for we know you will 
be glad to pay your account, 
which is now over sixty days due. 

Kindly let us have your check 
as soon as possible. It will aid 
us materially in meeting our ob- 
ligations, which must be met 
promptly—as all bills are due 
and payable in thirty days from 
the time goods are bought. 

Please let us have your check. 

Very truly yours, 

This letter should follow in 
twenty days after the second let- 
ter is sent out. Here we come 
right out frankly, but friendly, on 
the appeal of self-preservation, 
and even though it may be an 
oversight, yet we cannot let the 
bill run any longer. 
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President to Settle Clash in Federal 
Trade Commission 


Commissioners Thompson and Nugent Revolt Against New Rules Con- 
servatizing Board’s Policy—Majority Appeal to White House 


WASHINGTON, May 11. 
ENSATIONAL developments of 
past week with respect to the 
Federal Trade Commission make 
it more than likely that President Cool- 
idge, with a gesture of the iron hand 
which he uses so rarely but so effec- 
tively, will bring about a complete 
reorganization of that body in the 
interest of the welfare of American 
business. Existing conditions have be- 
come intolerable and as the trade 
commission, unfortunately, is not sub- 
ordinated by law to any of the executive 
departments, the President himself is 
the only official authorized to intervene. 
I told you a few weeks ago of the 
sweeping reforms adopted by a ma- 
jority of the Commission in the interest 
of legitimate business. One of the 
most important of these was embodied 
in a rule forbidding the publication of 
the details of complaints until after an 
opportunity has been afforded the re- 
spondents to present their side of the 
case to the Commission. 


No Publicity for Dismissed Complaints 


As a corollary of this rule the Com- 
mission also decided that where a com- 
plaint was dismissed no_ publicity 
should attach to the case beyond the 
briefest possible statement of the facts. 

In the formulation of these rules a 
majority of the Commission concurred 
and while it was understood Messrs. 
Thompson and Nugent voted against 
their colleagues, Chairman Van Fleet 
and Commissioners Hunt and Hum- 
phrey, it was assumed, of course, that 
the rule of the majority would govern. 
It now appears that this assumption is 
not to be realized, for Messrs. Thomp- 
son and Nugent by the adoption of 
sensational, not to say revolutionary, 
tactics have, temporarily at least, ob- 
structed the execution of the proposed 
reforms and have squarely raised the 
issue as to whether the majority or the 
minority of the Commission shall con- 
trol its policies and govern its pro- 
cedure. 

In appointing to the Commission 
former Representative William  E. 
Humphrey of Washington, President 
Coolidge intended to conservatize what 
Republican Senators have frequently 
referred to as a “nest of radicalism.” 
The prompt action of the Commission 
in adopting numerous reforms ap- 
peared fully to justify the President’s 
course. 


Thompson and Nugent Imitate Ajax 


Both the President and the majority 
of the Commission assumed that the 
two minority members, Messrs. Thomp- 
son and Nugent, would acquiesce in the 
new policy. They have not only re- 
fused to do so but have assumed a 




















By W. L. Crounse 


defiant attitude that would seem to 
invite the Presidential lightning. 

The Commission recently announced 
the dismissal of an application for a 
complaint against the Kennecott Cop- 
per Company which was charged with 
acquiring the stock of the Utah Copper 
Company in alleged violation of the 
anti-trust laws. The dismissal of the 
complaint was announced without ex- 
planation in accordance with the new 
rule of procedure which is based upon 
the theory that great damage may be 
done an individual or corporation by a 
public, official announcement of the 
details of a complaint even though 
such complaint may later be dismissed 
for lack of basis. 

Commissioners Thompson and Nu- 
gent dissented from the view of the 
majority of the Commission in this 
case. This was their unquestioned 
right to which no exception can be 
taken. 


Minority Publicly Hold Respondent 
Guilty 


_ But they went further. In a minor- 
ity opinion they proceeded to set out 
the grounds of their dissent at great 
length, reviewing the complaint in all 
its details and in effect indicting the 
respondent as if guilty of the charges. 

To aggravate the situation Commis- 
sioner Thompson instructed the pub- 
licity department of the Commission, 
which presumably is under the exclu- 
sive control of the majority, to prepare 
a “press release” of the dissenting 
opinion which was _ forthwith dis- 
tributed to the Washington corre- 
spondents under the Commission’s 
frank. Thus the Commission’s rule 
with regard to publicity was inten- 
tionally flouted, the order for the press 
release having been formally prepared 
in writing and delivered personally by 
Mr. Thompson to the publicity depart- 
ment of the Commission. 

The dissenting opinion of Messrs. 
Thompson and Nugent would seem to 
have been prepared with the intention 
of making it as offensive as possible 
to their colleagues, the majority of the 
Commission. The opinion not only 
charged that the stock control of the 
Utah Copver Company by the Kenne- 
cott Company was a violation of the 
Clayton Act but that the majority of 
the Commission had disregarded the 
decisions of the Supreme Court of the 
United States and that its procedure 
was in contravention of its own duties 
under the law and in disregard of the 
recommendations of its own examiners 
and its Board of Review. 


Drastic Penalties for Law Violation 


But even this is not all. The action 
taken by Messrs. Thompson and Nu- 











gent appears to be in direct violation 
of Section 10 of the Trade Commission 
Act which provides as follows: 


“Any officer or employee of the Com- 
mission who shall make public any 
information obtained by the Commis- 
sion, without its authority unless 
directed by a court, shall be deemed 
guilty of a misdemeanor and upon con- 
viction thereof shall be punished by a 
fine not exceeding $5,000 or by im- 
prisonment not exceeding one year, or 
by fine and imprisonment, in the dis- 
cretion of the court.” 


It is understood that very definite 
and specific representations regarding 
the conduct of Messrs. Thompson and 
Nugent have been made to the White 
House and that the matter is now in 
the President’s hands. No information 
is available as to the Chief Executive’s 
course but it is apparent that until the 
pending controversy is determined by 
the highest possible authority the Com- 
mission can no longer properly func- 
tion. 

Commissioner Thompson has_ de- 
clared there is no truth in the report 
he intends to resign. But it goes with- 
out saying that he is not an authority 
upon the more serious question as to 
whether he and his colleague, Commis- 
sioner Nugent, will be permitted 
indefinitely to hold up the business of 
the Commission. 


Commission Will Not Adjudicate 
Private Controversies 


Pursuant to one of the new rules 
recently adopted by the Commission 
three complaints heretofore issued were 
dismissed during the past week. This 
action is significant of the intention of 
the majority to enforce the new rules 
at any cost. 

The first of these cases was a com- 
plaint issued against the Tivoli-Union 
Company of Denver, Colo., charged 
with imitating the labels employed by 
a competing manufacturer of malt 
beverages. In dismissing this case the 
Commission finds that as “it appears 
that private controversy is involved in 
this matter and that there is no public 
interest sufficient to warrant further 
proceedings by the Commission therein, 
it is therefore ordered that the com- 
plaint be dismissed.” 

Notation is made of the fact that 
Commissioner Thompson dissented 
from this action. He filed no opinion 
in the case, however. 

The other two cases are similar in 
character and have been dismissed on 
the ground that controversies regard- 
ing ownership rights under trade- 
marks, copyrights, etc., should proper- 
ly be settled by the usual legal 
procedure. 
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Cultivate the Kiddies— 


Your Customers of Tomorrow 


G. Hillerud Finds Toys Not Only Profitable in Themselves 
But a Passport to Friendship of the Little Folks 


“™ HILLERUD, Sauk Center, Minn., believes 

(;. in cultivating his “future customers” as 

he calls them, while they are young, and 

as a result the juvenile population of town is 
solidly “for him.” 

In the first place children in Mr. Hillerud’s 
store receive exactly the same consideration as 
that given grown-ups. They are spoken to and 
usually called by name the moment that they 
come into the store; they are waited upon in turn 
and are never teased or made the butt of ridicule. 
Consequently children enter the Hillerud store 
without that element of shyness or sometimes 
even fear that is sometimes found in other stores. 

Christmas, as a festival time for children, is 
made much of by Mr. Hillerud and the week or 
ten days immediately preceding Christmas 
means a succession of “parties” at the store. 

At the holiday season the store carries a stock 
of seven or eight hundred dollars’ worth of toys, 
but instead of surrounding the toy display with 
a lot of “Please Do Not Handle” signs, a special 
invitation is sent to each school teacher up to the 


fourth grade, to bring her entire class to the 
store in order that the youngsters may play with 
the toys. So each afternoon from four to six 
o’clock, just ahead of Christmas, will find forty 
or fifty little boys and girls running trains and 
fire engines up and down the aisles, sailing aero- 
planes and playing with dolls. Of course it is 
noisy and all that but the teachers do keep some 
semblance of order and the number of toys that 
are broken is very small. Mr. Hillerud gives to 
each child some little toy—a horn or balloon or 
other inexpensive item and the party breaks up 
when the store is closed for the night. 

3ut these little parties mean considerably more 
to Mr. Hillerud than the immediate sale of a few 
toys, for they give him the lasting friendship of 
every youngster in town and they boost for him 
at home and abroad. Mr. Hillerud says that it is 
a surprisingly short time from when they come 
into the store as children and when they come in 
as young men and women making worthwhile 
purchases and he probably knows, for he has 
been cultivating children for a good many years. 
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New Brown & Sharpe Cutter 
Clearance Gauge 


Brown & Sharpe Mfg. Co., Provi- 
dence, R. I., are placing a new cutter 
clearance gauge No. 900 on the market 
that will prove interesting for its sim- 
plicity and accuracy. It is designed for 
the purpose of aiding in grinding the 
correct angle of clearance in milling 
cutters and may be used for both right 
and left hand cutters and for end mills 
of all styles. It also measures all style 
‘cutters from ™% in. to 8 in. in diam., 


























and of any width. All contact surfaces 
are hardened and ground. The gauge 
blades are stamped at each end with 
diameters of the cutters for which they 
are intended to be used. 

Packed one in a box. 





Changes in Bissell Toy 
Sweeper Line 


The Bissell Carpet Sweeper Co., 
Grand Rapids, Mich., has revised its 
toy carpet sweeper line. 

“Little Jewel” has been retained but 
“Little Daisy” and “Little Queen” have 
been replaced by “Little Gem” and Bis- 
sell’s “Junior.” Junior is said to be a 
perfect reproduction of the large 
sweeper with its mahogany finished all 
wood case, wooden brush roll, pure 





bristle brush, sheet steel dump pans, 
nickeled finishings, etc. Some have al- 
ready put this little sweeper to practi- 
cal use in small rooms and in one in- 





stance a lawyer is said to have found 
one convenient for taking up ashes 
around his desk. 

Each “Junior” packed in cartons—9 
in. long, 5% in. wide, 2% in. high with 





a 27-in. handle, 
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“Little Gem” is 7 in. long with 24 in. 
red, waxed handle; has a deep blue 
fiber-board top, red ends, black solid 
rubber wheels with coppered fittings 
and a real bristle brush that sweeps. 





New Single Six Wrench Set 


Niagara Metal Stamping Corpora- 
tion, Niagara Falls, N. Y., is offer- 
ing a new wrench item known as the 
Premax Single Six Wrench Set. 

It consists of six stamped steel 
wrenches, said to be carefully designed 
to standard dimensions, and made of 
high grade steel, subsequently case- 
hardened for real tool service. 

The wrenches fit hexagon or square 
nuts from 5/16 in. to % in. and are 
assembled on a special ring for con- 
venience from which any wrench may 
be instantly snapped off for use and 
quickly replaced. 





on a nail in the garage, or thrown 
under the seat of the car without dan- 
~ of having the sizes scattered and 
ost. 

The Single Six Wrench Set is packed 
in attractive display containers of one 
dozen sets each and is said to sell 
quickly because it appeals to a wide 
range of uses. 





Unique Lawn Sprinkler 


A lawn sprinkler that is attracting 
considerable attention is being placed 
on the market by L. R. Nelson Mfg. 
Co., Peoria, II. 

This is known as the “Whirling 
Fairy” sprinkler and built with head 
and arms in one and said to be fool 





proof. It is also said to be designed 
to give unusual beauty in a swirling, 
dancing fountain spray. The streams 
come from nitches stamped in the arms 
at proper angles for even distribution 
and greatest throw. With a 50 lb. water 
pressure a 50 ft. circle will be covered. 
This may be governed in small places 
by reducing the force or turning it 
low. 

The double bronze bearings are said 


to insure 5 year life on the average 





| 











The set can be hung | 


j 


| 
: 
| 
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lawn. It is self-closing against leak- 
age. The arms and malleable base are 
designed for strength and it is said will 
stand much abuse. Swivel brass hose 
connection. Height 10 in. 

Packed 2 to a box, one dozen in a 
carton—30 Ib. per dozen. 





Pioneer Racer Has Beauty 
and Strength 


An attractive all steel coaster wagon 
that should have a wide popular ap- 
peal has been placed on the market by 
the Gendron Wheel Company, Toledo, 
Ohio. 








It is 14% in. x 33% in.; built for 


'beauty as well as strength of heavy 





‘gauge steel, reinforced with wide panel 
'around sides and ends of box which is 


made of one piece formed over dies. 
The bottom of box is of one piece sheet 
steel reinforced underneath with steel 
cleats. 

The double disc wheels are roller 
bearing with 1 in. corrugated tires, 
while the handle is tubular and curved 
to a convenient arc. 

The gears are said to be strongly 
built with a view of standing lots of 
abuse. 

The attractive red of the body and 
wheels is set off to advantage by the 
gold lettering and the black enamel fin- 
ish of gears and handle. 

Pioneer Racer No. 50 packed one in 
a heavy carton with inside strawboard 
liner to prevent scratching. Weight 40 
lb 


De Luxe Pioneer Racer No. 55, the 
same as above, with 1% in. tires and 
full nickel plated handle, with rubber 
protection where it might strike the 
body. Weight 42 Ib. 





Grille for Seteen Door 
Protection 


Dealers and jobbers will be glad to 
know of the Meyco Grille which is be- 
ing put on the market by The Fred J. 
Meyers Mfg. Co., Hamilton, Ohio. This 
is a reasonably priced and good-looking 
protection which is said to bring in a 
good profit. These are suitable for 
screen doors whether in the home or 
in the stores and commercial districts. 
Children falling against the screen or 
tradespeople with their bundles push- 
ing against this more or less delicate 
wire shorten its life which might ob- 
viously be lengthened many fold if pro- 
tected in this practical way. 

Sold in three attractive finishes— 
black, brassine (a smooth, rich finish 
which looks like brass), or bronze. A 
special introductory assortment con- 
sists of a half dozen black finish grilles 
and a quarter dozen each of the brass- 
ine and bronze finish grilles. 
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Second Annual May Frolic 
Held by New England 
Hardware Men 


More than 400 attended the second 
annual May frolic of the New En- 
gland Hardware Dealers Association 
and Hardware Associates held last 
week at the Chamber of Commerce, 
Boston. Mildred F. Cook, Boston, was 
chosen “Queen O’ the May,” and with 
Arthur C. Lamson, Marlboro, Mass., 
a past president of the association, led 
the grand march. 

Frank L. Newcomb, McKay-Newcomb 
Co., Boston was chairman of the en- 
tertainment committee. With him 
served J. Franklin Miller, Bigelow & 
Dowse Co.; J. H. Williams, Burditt & 





Williams Co.; George A. Perry, De- 
catur & Hopkins Co.; Ralph Barber, 
Chandler & Barber Co.; Charles Rob- 
bins, Wadsworth, Howland Co., Inc.; 
F. Alexander Chandler, Chandler & 
Farquhar Co.; S. Smith, Carpenter- 
Morton Co.; I. F. Hamilton, Walworth 
Mfg. Co.; Guy Hunter, J. B. Hunter 
Co.; Dana Redmond, Boston Varnish 
Co.; Fred W. Armor, Chadwick-Bos- 
ton Lead Co.; W. G. McIntyre, William 
G. McIntyre Co.; A. M. MacMurray, 
Norfolk Paint & Varnish Co., and 
Henry Duncan, Henry Duncan Corpo- 
ration, all of Boston. 





J. C. Wassell Buys Interest 


in Vandalia, Mo., Store 


J. C. Wassell has purchased the in- 
terest held by E. C. McCarroll in the 
firm of McCarroll & Hitch, Vandalia, 
Mo., hardware retailers. The firm 
name has been changed to the Hitch- 
Wassell Hardware Co., the owners be- 
ing Mr. Wassell and W. E. Hitch. 

Two weeks ago in these news pages 
we incorrectly stated that Mr. Wassell 
had purchased the entire interest of 
the company, whereas he has purchased 
the interest formerly held by Mr. Mc- 
Carroll. 


Westinghouse Held Dealer 
Meeting at Hotel Penn- 
sylvamia, N. Y. City 


One of the most interesting retail 
aealer meetings ever held by the West- 
inghouse Electric & Mfg. Co. and the 
Westinghouse Lamp Co. took place at 
the Pennsylvania Hotel, New York, on 
April 14. 

As part of the meeting an elaborate 
display was arranged. At the entrance 
to one of the exhibit rooms a complete 
retail store was erected, so that the 
dealers went through this store in 
order to reach the main exhibit. The 
store was a model in every way, con- 
taining many valuable suggestions in 
proper merchandising methods for the 
dealer. As each visitor left the store 
he was given a folder describing the 
store layout service offered gratis by 
the Westinghouse Lamp Co. and in- 
viting him to use this service. 

As a feature of the meeting the 
Westinghouse Lamp Co. trimmed ten 
windows, building the displays around 
the advertising material of both com- 
panies. In most of the windows crepe 


paper formed an inexpensive and effec- 
background, 


tive while harmonious 





color schemes made the windows at- 
tractive. 

Around the outside of the room were 
¢xhibits of the Commercial and Indus- 
trial Lighting, Illuminating Engineer- 
ing Bureau, heating appliances, Recti- 
gons, ranges, wiring devices, motors 
and other apparatus made by the West- 
inghouse companies and of interest to 
retail dealers. A novel scheme was 
introduced to insure the dealers in- 
specting all of the exhibits. As fhe 
dealer entered the exhibit he was given 
a card with numbers on it representing 
each exhibit in the room. Then as he 
visited each exhibit his card was 
punched by the man in charge. In addi- 


_tion to the card each visitor was given 








} 
| 





a gold-capped pencil and a lightning 
caleulator. 

The meeting started with luncheon, 
followed by an afternoon meeting. Din- 
ner was served and in the evening a 
number of Westinghouse speakers ad- 
dressed the dealers. 





Masback Hardware Co. Ae- 
quires Additional 7500 


Square Feet 


The Masback Hardware Co., Inc., 82 
Warren Street, New York City, hard- 
ware jobbers, are taking over the 
ground floor and two basements of the 
property known as 80 Warren Street, 
formerly occupied by the Neptune 
Hardware Co. The Masback Hardware 
Co. has owned the building, and used 
the upper stories for warehousing sev- 
eral years. The use of the ground 
floor and two basements will give this 
company an additional 7500 sq. ft. 

Alterations are now under way, 
which will bring the sales and pur- 
chasing departments into the new 
ground floor space; a more complete 
sample room will now be available; and 
it is planned to construct a radio room 
in the rear of the sample room. 





Devoe Dealers in “Oranges” 
Meet at Morristown, N. J. 


The Morristown Inn, Morristown, N. 
J., was the scene of a big dinner and 
dealers’ meeting given by Devoe & 
Raynolds Co., Inc., to their agents in 
the “Oranges” on the evening of April 
29. 

Those who heard the dinner call 
were: Joseph and Ralph Glick of Mor- 


ristown; George Magee, D. Norton 
and W. Gillies of Madison; Albert 
Sedgeman and Albert Carlson of 


Dover; H. E. Schang and Warren Nor- 
ris, from Caldwell; J. A. Jackson and 


S. Hiler of Rockaway; D. Cerino and 
A. Cavineto of Basking Ridge, and L. 
Vanderhof of Boonton. 

Sitting opposite the above were: R. 
H. Atterridge and Fred W. Kemp, 
from Chatham; John W. Myers of 
Boonton; Chas. Skillman of Crawford; 
F. S. Bloom and W. S. Dodd, from 
Montclair; Henry Arnstein of Orange; 
C. Valdez of Roselle Park; F. S. Ham- 
ilton, from Union, and S. E. Epstein 
of West Orange. ; 

After cigars and an opportunity to 
stretch their legs, the dealers were en- 
tertained by Harry Coburn traveling 
sales manager for the district, and 
salesmen H. D. Bowker and ' 
Reed. The boys’ put over their 
sketch, “Selling the Prospect,” to a 
big hand. 

William Penn Mott, manager of the 
New York branch, the principal speak- 
er of the evening, discussed the Devoe 
Home Improvement Plan. In fact, he 
waxed so enthusiastic that it was a 
late hour before the meeting broke up. 





Bank Exchanges Make High 
Record for April 


Although the exchange of American 
checks at the principal clearing houses 
of the country for April, as reported 
yesterday, shows a small decline from 
that in the previous month, the total 
of $41,406,313,793 is a high record 
turnover for the month of April for all 
time, displacing the previous record of 
$39,586,069,592 in April, 1920. Com- 
pared with April, 1924, last month’s 
aggregate showed an excess of 11.3 
per cent. 

New York City’s clearings of $22,- 
848,884,605 were also slightly under 
those in March, about 2.1 per cent, but 
compared with April, 1924, the total 
showed an increase of 11.4 per cent. 
This summary, compiled by The F'’- 
nancial Chronicle, reported exchanges 
outside New York City of $18,557,429,- 
188, which was 2.1 per cent less than 
March, but 9.9 per cent greater than 
that for April, 1924. 
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North & Judd Purchase 
Traut & Hine Business 


The North & Judd Mfg. Co., New 
Britain, Conn., announce that they 
have purchased the plant and good will 
of Traut & Hine Mfg. Co. and on and 
after May Ist will operate same as a 
unit to be known as the Traut & Hine 
plant of the North & Judd Mfg. Com- 
pany. 

Their property adjoins that of the 
North & Judd Mfg. Co. and adds ap- 
proximately 125,000 square feet of 
floor space to the latter’s well equipped 
plant. The combination therefore will 
increase the facilities of. both organi- 
zations and place North & Judd in a 
stronger position to serve not only 
their own customers, but those of 
Traut & Hine Mfg. Company as well. 

The present selling force of Traut 
& Hine will be retained under the di- 
rection of George W. Traut. 





Devoe Opens Retail Store in 
Detroit, Mich. 


May 7 was the date chosen for the 
opening of a new Devoe retail paint 
store at 1522 Woodward Avenue, De- 
troit, Mich. This store will be the seven- 
teenth of the Devoe & Raynolds Co., 
Inc., where new merchandising plans 
are given a tryout and, when proved 
successful, passed on to Devoe dealers 
and agents throughout the country. 

This store is in the very heart of 
Detroit’s retail district and is fitted 
with the most modern of paint store 
fixtures. 

Forbes Getty will have charge of 
this new store. Mr. Getty is being 
transferred to Detroit territory from 
the Boston branch, where he was for- 
merly assistant in charge of the retail 
store. 

Art materials and artists’ supplies 
will be handled in connection with the 
regular Devoe line. 





Nagel Automobile Dept. Now 
a Separate Firm 


The automobile department of the 
Nagel Hardware Co., Cuero, Tex., 
which has been conducted successfully 
for five years under the direct manage- 





ment of R. E. Nagel, secretary of this | 


firm, has been sold and taken over by 
the newly formed R. A. Nagel Md 
Co., of which R. A. Nagel will be presi- 
dent and manager. H. W. Nagel will 
continue as president and manager of 
the Nagel Hardware Co. 


Paint Salesmen’s Club 
Formed in Tampa, Fla. 


Fifteen members of the Tampa Paint 
& Material Dealers’ Association, Tam- 
pa, Fla., met April 17 at the Hillsboro 
Hotel, Tampa, to discuss in the install- 





ment plan of painting. At this meet- 
ing it was decided to form a sales- 
men’s club which was organized that 
afternoon with 22 salesmen as charter 
members. 

The new organization will be known 
as The Save the Surface Club of 
Tampa with the following officers: 
President, M. J. Myers, Schuler Hard- 
ware Co.; vice-president, W. E. Deg- 
hardt, South Florida Paint Co. and 
secretary-treasurer, M. Swint, 
Pittsburgh Plate Glass Co. 





D. Lasier Elected President 
Norton Door Closer Co. 


David R. Lasier was recently elected 
president of the Norton Door Closer 
Co., 2900 N. Western Ave., Chicago, 
Ill. Mr. Lasier has been with the com- 
pany several years in the capacity of 
factory superintendent. 


Various Hardware Catalogs 
Desired by New Illinois 


Merchant 


The Veach Hardware Co., 709 Main 
Street, Peoria, Ill., was opened on May 
1. This company desires catalogs on 
builders’ hardware, sporting goods, 
kitchen utensils, electrical appliances 
and miscellaneous shelf hardware. Mr. 
Veach, the proprietor, was formerly a 
salesman for the Winchester-Simmons 
company. 





The hardware business of Orton O. 
Laine, Caniesto, N. Y., has been sold 
to the H. W. Hollands Hardware Corp. 





The J. F. Kurfee Paint Co., Inc., 
Louisville, Ky., is publishing a monthly 
magazine entitled “Kurfees Selling 
Helps.” This booklet will be distri- 
buted to dealers and will, it is said, 
be edited by practical experienced 
paint men. 


Substantial Income Tax Cut 
in Sight 
(Washington office of HARDWARE AGE) 
The cheering news comes from the 
| ‘Treasury Department that money is 
rolling into the national strongbox at 
a rate that would seem to justify legis- 
lation next winter making at least a 


$200,000,000 cut in the taxes to be paid 
in 1926. on 1925 incomes. Experts fig- 


| ure that the prospective surplus for 


the coming fiscal year will justify a 
reduction in individual income taxes of 
from 12% to 15 per cent, and will take 
care of any temporary loss that may 
result from lowering the maximum 
surtax from 40 to 25 per cent, in ac- 
cordance with Secretary Mellon’s long 
cherished plan. 

















Miami Paint Club Elects 
H. E. Platt as President 


H. E. Platt of the Platt & Tingle 
Paint Co., Miami, Fla., was elected 
president of the recently formed Miami 
Paint, Oil & Varnish Club, which will 
be affiliated with the National Paint, 
Oil & Varnish Club. Other officers 
are: C. P. Cassady, Railey-Milam Hard- 
ware Co., vice- president; and S. H. 
Chambers of Shaws, Inc., secretary- 
treasurer. The organization meeting 
was held April 14, and attracted 30 
members. 

Mr. Cassady was also elected presi- 
dent of the new Miami Save the Sur- 
face Salesmen’s Club, which was or- 
ganized the same day with 20 mem- 
bers. Other officers elected to this 
Club were: J. C. Tingle, Platt & Tin- 
gle Paint Co., as vice-president; Earl 
S. Roberts, Frank T. Budge Co. as 
secretary, and John A. Gaddis, Florida 
Paint Co., as treasurer. 


Howard S. White Killed in 


Auto Accident 


Howard S. White of Waterbury, 
Conn., and Mrs. White were instantly 
killed in an automobile accident in 
Italy, while en route to San Remo, on 
May 2. Mr. White was born in Bridge- 
port, Conn., in 1880. He was president 
and superintendent of the Homer D. 
Bronson Co., Beacon Falls, Conn., the 
company having one of the largest 
plants of its kind in Connecticut, manu- 
facturing metal goods and _ various 
hardware articles. 


James Gill Appointed Assis- 
tant Sales Manager, Foster 


Bolt & Nut Mfg. Co. 


James Gill has -been appointed as- 
sistant sales manager of the Foster 
Bolt & Nut Mfg. Co., Cleveland, Ohio. 
For the last thirteen years Mr. Gill 
has been in the sales department of 
the Kirk-Latty Mfg. Co., and previous 
to that was connected with the Amer- 
ican Steel & Wire Co. 

During the late war he served as a 
major and spent fourteen months over- 
seas with the A. E. F. 


Eagle Lock Co. Office 


Moved to 26 Warren St. 


The sales offices of the Eagle Lock 
Co. in New York City have been 
moved from 105 Chambers Street to 
26 Warren Street. The company has 
general offices and factory at Terry- 
ville, Conn., and warehouses at Phila- 
delphia and Chicago. 
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“Progress Week’’—May 30- 
June 6 in Bridgeport, Conn. 


Bridgeport, Conn., not content with 
being known the world around for its 
diversified manufactures, is_ setting 
aside the week of May 30-June 6 for 
visualizing itself to itself and to out- 
side visitors in a very comprehensive 
program depicting the growth of the 
city and its institutions. During the 
past 50 years Bridgeport has added an 
average of 49 per cent to its popu- 
lation each 10 years and has multi- 
plied itself more than 23 times in 
wealth. It has grown from a town of 
1800 people to a city of more than 
150,000 population. In 1875 its grand 
list showed its wealth to be estimated 
at $12,000,000. Today it is over $257,- 
000,000. 

The exposition, known as Progress 
Week, will give as complete a picture 
as it is possible to stage under the 
huge tent of concrete examples of the 
manufactures and other assets which 
go to make up Bridgeport’s wealth. 
It will not only give visitors an illum- 
inating cross section of the reasons 
why the “Made in Bridgeport” label 
is to be found everywhere, but will 
give the city’s own people a chance to 
see their community as a whole, such 
as is seldom accorded to any city. 
“What do you sell that sells Bridge- 
port?” is a question that will be 
answered in the most interesting and 


i 


| 
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financial institutions throughout the 
country. 

Mr. Shaw, in addition, is head of the 
Shaw Insulator Co., of Newark, N. J., 
and the Pioneer Kadio Tube Labora- 
tories, of Orange, N. J. 

At a recent meeting of the board of 
directors ot the General American 
Radio Co., Mr. Shaw was elécted pres- 
ident of this company, succeeding Lewis 
J. Selznick, moving picture magnate, 
who has been president of this com- 
pany for a number of months. Mr. 
Selznick remains a director of the com- 
pany for the time being, but is re- 
ported as having decided to return to 
the motion picture business. The other 
elections as president of affiliated com- 
panies followed. 

The officials of the General American 
Co. are: Warren S. Stone, chairman of 
the board of directors, with directorate 
consisting of: Dr. John Yunck, Samuel 
R. Stone, R. D. Hickock, A. Claus, L, 
J. Selznick and Frank Shaw. 

No statement was made by Mr. Shaw 


as to any change in policies or revision 


of merchandise, but it is understood 
that the plans for the development of 
the companies cover some important 
steps in the progress of perfecting the 
General American distribution chain, as 
well as new developments in merchan- 


_ dise. 


graphic way to inquiring citizens and | 


outsiders alike. 


The 443 local manufacturing plants, | 


which turn out more than 5000 prod- 
ucts, give unlimited scope for diver- 


sified displays which will be staged | 


with professional skill for artistic 


and dramatic effects. 


It is aimed to | 


make Bridgeport Progress Week stand | 


out in the annals of industrial 
England. Not only locally manufac- 


tured products, but the wares of local 
merchants, the demonstrations of 
banks, public utilities, city depart- 


New | 
ing of its new store on May 7. 


In addition to his business affiliations 
Mr. Shaw is president of the National 
Radio Trade Association, the Synthetic 
(Bakelite) Moulders’ Association and 
the Radio Tube Manufacturers’ Asso- 
ciation. 


Jennison Opens New Store; 
Celebrates 75th Anniversary 
The Jennison Hardware Co., Bay 


City, Mich., will hold the formal open- 
This 


_ celebrates the seventy-fifth anniversary 


ments, civic, social and other organiza- | 


tions will make this the most compre- 
hensive effort to picture the com- 


munity life of a city in all its aspects | 


that has ever been attempted in New 
England. 
The Chamber of Commerce is pro- 


moting this exposition, aided by 36 
civic, social, professional and _ busi- 
ness organizations of the city. Com- | 


all walks of the community life. 
The profits realized from Progress 


of the company. 





Boosters’ Big Spring Lunch 
with Entertainment June 13 


The annual spring farewell dinner of 
the New York Hardware Boosters will 


be held June 13 at the Hardwdre Club, 


253 Broadway, New York City. 


Week are to be devoted to the estab- | 
lishment of an Industrial Bureau, to | 


bring desirable new industries’ to 


Bridgeport. 





Shaw Heads Seven Companies | 


Making Radio Equipment 


Henry M. Shaw, radio manufacturer, 
has recently been elected president of 
the General American Radio Manufac- 
turing Co., and affiliated companies, 
the General American Radio Corpora- 
tion, the Yunck Glass Mfg. Co., the 
Lamp and Wire Products Mfg. Co., and 
the Transadyne Radio Co. 

These companies represent the group 
built around the radio interests of 
Warren S. Stone and associates. Mr. 
Stone is head of the Brotherhood of 
Locomotive Engineers’ Bank, and is di- 
rector and official in other important 





This 
will be a gala, yet informal affair, with 


mittees include 400 prominent men in | @ special luncheon and many attractive 
entertainment features. 


Committees 
are now hard at work perfecting plans. 





Braender Rubber & Tire Co. 
Buys Howe Rubber Co. 


The Braender Rubber & Tire Co., 
Inc., Rutherford, N. J., recently pur- 
chased the equipment, patent and for- 
mulas of the Howe Rubber Co., New 
Brunswick, N. J., and it is now an- 
nounced that the following officers have 
been elected: Paul Guenther, president; 
Russell G. Cory, vice-president, Lysan- 


der E. Wright, vice-president and gen- 


eral manager; Samuel Klein, secretary 
and treasurer; Fred L. Braender, vice- 
president and purchasing agent; J. 
budd Bleiler, director of sales; R. E. 
MacDonald, factory superintendent; F. 
A. Schumacher, master mechanic, and 
T. B. Tobey, power house engineer. 
The company manufactures pneu- 
matic automobile tires and tubes which 
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bear the trademarks Braender Bull. 


Dog brand. 


New York City to Have 
Motor Tourists’ Camp 


Automobile tourists in the East will 
be gratified to know that New York 
City has a motorists’ camp. 

Known as Camp New York, it is es- 
tablished well within the city limits,. 
being but 30 minutes from Times 
Square by rapid transit, with a station 
directly at the camp entrance. 

Its 40 acres of high ground are sit- 
uated at the junction of Boston Post 
Road and Baychester Avenue, with 
ample room for a thousand cars, or 
a daily accommodation of 5000 people. 

Among the conveniences included 
are a general store, restaurant, Ameri- 
can Automobile Association Informa- 
tion Bureau, spacious community 
house, city water, sanitary toilets, 
shower baths, day and night police 
protection, electric lights, telephone, 
telegraph, a 24-hour laundry service, 
daily post office delivery and news- 
paper service, milk, bread, meat and 
vegetable service, tent platforms and 
bungalows. 

There are also a children’s play- 
ground, library, dancing pavillion, mo- 
tion picture and radio entertainment. 

The camp overlooks Long Island 
Sound and Pelham Bay is but a mile 
distant and famous for its salt water 
bathing, boating and fishing. Bronx 
Park, with its renowned zoological gar- 
dens and botanical gardens is near by. 


Goodrich Joins Sales Force 


of Western Cartridge Co. 


The Western Cartridge Company, 
East Alton, IIl., announces that C. E. 
Goodrich, who for the past 15 years 
has represented the American Pow- 








! 
! 





C. E. Goodrich 


der Mills in the South and Southeast, 
is now connected with its sales de- 
partment. 

Mr. Goodrich is known among the 
jobbing trade of the Southeastern 
States. For many years he has been 
a familiar figure at hundreds of the 
Southern trap-shooting tournaments. 

Mr. Goodrich is at present located 
in East Alton, IIll., at the home office 
of the Western Cartridge Company, 
but expects to return to his old ter- 
ritory in the near future. His home 
is in Belvidere, III. 
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Standard Hardware Co. 
Formed; Catalogs Are 
Requested 


The Standard Hardware Co., 922 
Eighth Avenue, New York City, an- 
nounces that it is now open for busi- 
ness. A complete line of hardware, 
automotive supplies, builders’ supplies, 
tools, electrical supplies will be car- 
ried. The business is owned by Henry 
Geffken, M. Stein and I. Levovsky, for- 
merly with the Pruden Hardware Co., 
New York City. Catalogs are re- 
quested. 


R. G. Litchfield with Masback 


Rolland G. Litchfield has joined the 
sales department of the Masback 
Hardware Co., New York City, where 
he will handle advertising details, 
catalog compiling, and kindred sales 
promotion duties. 


F. B. Davis, Jr.. President 
Du Pont Viscoloid Co. 


Officers of the Du Pont Viscoloid Co. 
are F. B. Davis, Jr., president; B. W. 
Doyle, vice-president; M. D. Fisher, 
secretary, and W. M. Moore, treasurer. 
The board of directors consists of 
Chairman F. W. Pickard, F. B. Davis, 
Jr., B. W. Doyle, W. S. Carpenter, Jr., 
and Ludwig Stross. 

This company was recently incor- 
porated to take over the business here- 
tofore conducted by the Viscoloid Co., 
Inc., Leominster, Mass., and the Pyra- 
lin business formerly conducted by E. 
I. du Pont de Nemours & Co. 

This company has plants at Leomin- 
ster, Mass., Arlington, N. J., and -Nor- 
wich, Conn. The Pacific Novelty Co., 
New York City, will distribute the prod- 
ucts of the Du Pont Viscoloid Co. in 
their territory. 


W. L. Ewing Dead 


William L. Ewing, until recently 
manager of the St. Louis sales ware- 
house, Wheeling Corrugating Co., died 
in that city April 13. He was born in 
Wheeling, but about 22 years ago went 
to St. Louis for the Wheeling Corrugat- 
ing Co., and had since made his home 
there. His brother, E. C. Ewing, is a 
director and member of the executive 
committee, Wheeling Steel Corporation. 














Dealers Go to School 
in Milwaukee 


Under the guidance of B. Christian- 
son, assistant secretary, and _ spon- 
sored by the Wisconsin Retail Hard- 
ware Association, a four-day “Hard- 
ware School” was recently held in 
Milwaukee for the dealers in that city 
and the adjoining towns. The ses- 
sions were all held in the evening, be- 
ginning promptly at 7.30 and adjourn- 
ing at 10 

The school was in the form of a 
series of lectures on various pertinent 
subjects such as accounting, store ar- 
rangement, store salesmanship, adver- 
tising credits and buying, all given by 
speakers having practical experience 
back of them. One of the features 
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was a talk and demonstration on trim- 
ming hardware windows by 
Barker, a professional window dresser. 
Mr. Barker showed the methods used 
to build attractive displays, using a 
dummy window, and built several win- 
dow trims to illustrate his various 
points. Other speakers during the 
school, besides Mr. Christianson and 
his assistant, P. R. Jacobson, were 
Rivers Peterson and Harold Bervig 
from the National Retail Hardware 
Association office, James W. Fisk of 
the Milwaukee Journal and A. G. 
Heinmilerr of the Phillip Gross Hard- 
ware Company. 

The school was somewhat in the na- 
ture of an experiment, but in view of 
the fact that the attendance at each 
evening’s session was around 100 
dealers and clerks, has lead Mr. Chris- 
tianson to plan other schools to be 
held in various parts of the State. 





Trade Literature Received 


“Ditching with Dynamite” is_ the 
name of a new booklet of instruction 
issued by the E. I. du Pont de Ne- 
mours & Co., Wilmington, Del. The 
book is said to give latest information 
on blasting ditches with dynamite 
based on experience of the company’s 
experts. 





The April number of the Mountain 
States Hardware Implement is devoted 
to the subject of “Clean Up and Paint 











Up.” This is the official publication of | 


the Mountain States Hardware & Im- 
plement Association. 





Chase, Parker & Co., Inc., Boston, 
heavy hardware and machinists’ sup- 
plies, has issued a new catalog, No. 5. 
It is profusely illustrated, up to the 
minute in every detail, has 308 pages 
of 11 x 7% in. dimensions, and has at- 
tractive and serviceable covers. As 
the effort is just off the press the com- 
pany announces deliveries should be 
completed by May 15. 


Dail Steel Products Co., Lansing, 
Mich., has issued a catalog covering 
the Wolverine line of juvenile vehi- 
cles. This is printed in three colors 
and the text gives full data and speci- 
fications of the company’s juvenile 
autos, coasters, scooters and bikes. 


The South Bend Bait Co., South 
Bend, Ind., has recently issued a 116- 
page illustrated booklet entitled ‘‘Fish- 
ing. What Bait and When?” The 
book contains many pictures of 
anglers, and the company’s various 
products are illustrated in colors. 


F. B. Keese Mfg. Co., Beatrice, Neb., 
has issued a bulletin, No. H-H, which 
contains catalog sections 1 and 2, de- 
voted to builders’ hardware and farm 








and garden specialties respectively. 
The bulletin is well illustrated and 
descriptions and_ specifications are 


very complete. 





The American Sheet & Tin Plate Co., 
Frick Building, Pittsburgh, Pa., has 
issued an illustrated circular devoted 
to the use of galvanized sheets in 
combatting the recent locust plague in 
the Argentine. The pamphlet gives 
valuable information to dealers and 
others who may be facing a similar 
agricultural difficulty. 
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Purdy Bros. Dissolve as 
Partnership 


Purdy Bros., Caro, Mich., has been 
dissolved as a partnership through the 
sale of the interest held by Bert O. 
Purdy, who sold out to his twin brother, 
Fred J. Purdy. The brothers have been 
in business for the past 23 years. Fred 
J. Purdy will conduct the business 
under his own name. 





Karl Cummer, Sales Mer., 
Buckeye Aluminum Co. 


O. H. Foss, sales manager of the 
Buckeye Aluminum Co., of Wooster, 
has recently severed his connection 
with that company. 

Mr. Foss is succeeded by Karl Cum- 
mer, formerly of Cleveland. 


Richard Crooker Dies 


Richard Crooker, New York repre- 
sentative for the Columbus McKinnon 
Chain Co., Columbus, Ohio, died April 
14. 








John J. Chalmers Dies 


John J. Chalmers, for many years a 
member and later president of the 
Haynes & Chalmers Co., Bangor, Me., 
wholesale hardware, died recently at 
his home in that city at the age of 
77. He is survived by his son and 
daughter, Fred C. and Mary E. Chal- 
mers, and a sister, Mrs. Charlotte 
Drummond. 





Wicker with United Electric 
as Sales Executive 


W. C. Wicker has been appointed to 
an executive sales capacity in the Tuec 
stationary division of the United Elec- 
tric Co., Canton, Ohio. Mr. Wicker 
was formerly associated with Altorfer 
Bros., Peoria, Ill. 


Fire Loss Suffered 
by Chicago Jobber 


From some undetermined cause, fire 
broke out about 4 o’clock last Thurs- 
day morning in the packing room of 
Hibbard, Spencer & Bartlett, Chicago, 
The flames were confined to the one 
room which is located on the fourth 
floor but considerable damage was suf- 
fered. 

Workmen were immediately put to 
work cleaning up the debris and build- 





| ing new fixtures, so that by 3 o’clock 


the same afternoon, less than twelve 
hours after the fire, enough of the 
room was usable so that shipments of 
merchandise were going out as usual. 





Clean Up—Paint Up Data 
Available for Dealers 


The National Clean Up and Paint 
Up Bureau, 3713 Washington Avenue, 
St. Louis, Mo., has prepared suggested 
advertising, window streamers, posters 
and various other publicity helps for 
the use of dealers and others who wish 
tc put on a 1925 campaign. 
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Trans-Continental Air Mail 


Schedule Is Revised 


Effective May 1, Southern Califor- 
nia air mail for the East will be ad- 
vanced in dispatch practically one full 
day as the result of a change in the 
trans-continental air mail schedule, 
announced by Postmaster General 

ew. 

Daily mail planes which formerly 
left San Francisco at 6.30 a. m., will 
take off at 8.45 a. m., the delay per- 
mitting the receipt of mail from Los 
Angeles by Southern Pacific train 
leaving Los Angeles at 6 o’clock the 
previous evening. On the present air 
mail schedule the only dispatch from 
Los Angeles is one in the early morn- 
ing which really only takes mail 
posted the day previous. 

The change in schedule will not af- 
fect the arrival of mail planes at New 
York. The difference in time will be 
made up by speeding up the cross- 
country flying time. Pilots who have 
been arriving ahead of schedule at the 
various division points will be able to 
utilize the dead time heretofore con- 
sumed in waiting. The trans-conti- 
nental schedule is thus shortened from 
31 hr. and 35 min. to 28 hr. and 50 
min. 

Under the new arrangement south- 
ern California mail will be taken from 
Southern Pacific train No. 25 at Bay 
Point before reaching San Francisco 
and transported by truck six miles 
across country to Concord Field. San 
Francisco mail, instead of traveling 
by truck to Concord Field will be dis- 
patched at 7 o’clock each morning by 
electric train. 


Paul Fay Now Associated 
with Columbus-McKinnon 


Paul Fay, formerly associated with 
the American Hammered Piston Ring 
Co., has joined the automotive division 
of the Columbus-McKinnon Chain Co. 
Columbus, Ohio, and will cover Ohio, 
Michigan, Indiana, Kentucky and parts 
of Pennsylvania and New York State. 





Buchman Is District Manager 
for United Electric Co. 


James J. Buchman has been ap- 
pointed district manager for the Michi- 
gan-Northwest Ohio district of the 
Ohio portable division of the United 
Electric Co., Canton, Ohio. Mr. Buch- 
man was previously a field sales repre- 
sentative for the company, and also 
one of its distributors. 





Sales Demonstration Held 
by Twin Cities Dealers 


The Twin Cities Hardware Associa- 
tion, composed of the retailers of St. 
Paul and Minneapolis, made their reg- 
ular monthly meeting for April into 
something of the nature of a spring 
rally with the result that over 200 
dealers and clerks were in attendance. 
The meeting was held in the Hard- 
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ware Insurance Building in Minneap- 
olis and was preceded by a dinner. 

After a short musical program a 
demonstration of the sale of a job of 
builders’ hardware was staged by E. 
C. Smith of the Hennepin Hardware 
Co., Minneapolis, and Joe Raymer of 
the Raymer Hardware Co. of St. 
Paul. C. E. Engdahl of the Milton 
Hardware of St. Paul and E. T. Na- 
gell of Minneapolis then put on a sales 
demonstration of paint. John Taylor, 
a veteran salesman and instructor in 
store salesmanship, then summed up 
the two demonstrations, pointing out 
the weak spots in the sales, as well as 
commenting on good features. Mr. 
Taylor also gave a short talk on the 
fundamentals of successful store sales- 
manship. 


Morris Will Sell Pipe for 
Wheeling Steel Corp. 


R. Duncan Morris, for a number of 
years general manager of sales, Spang, 
Chalfant & Co., Pittsburgh, has become 
associated with the Wheeling Steel 
Corporation, for which he will handle 
standard pipe sales. 


Film on Glass Making 


Shown Pittsburgh Ass’n 


A feature of the regular monthly 
dinner and meeting of the Pittsburgh 
Retail Hardware Dealers’ Association 
at the General Forbes Hotel, Pitts- 
burgh, Friday evening, April 24, was 
the presentation of a motion picture of 
the manufacture of glass. The film 
was produced by the American Window 
Glass Co. and was highly interesting 
to many who, though they handle glass, 
had never seen it made. It was “Sales- 
men’s Night,” and salesmen in the 
stores of members of the association 
were special guests and were invited 
to give their ideas unreservedly about 
the problems of the business. Frank 
A. Hegner, president of the association, 
in his monthly message to the mem- 
bership said: 

“Spring weather is now in full swing 
and spring business is open wide. Tools, 
seeds, paint, glass, house cleaning sup- 
plies are in steady demand. It is a 
wise hardware dealer who stocks house 
wares and house cleaning supplies to 
attract the women buyers. Eighty-five 
eg cent of retail purchases are made 

y women—there is where the sales 
effort should go. Building supplies are 
in heavy demand as the weather per- 
mits contractors to get all their jobs 
started. Be prepared to give prompt 
service to meet their requirements and 
demands, as 1925 is the Big Year for 
retail hardware. 


Graham, Now District Man- 
ager for United Electric 


G. R. Graham, previously a special 
field sales representative for the Ohio 
portable division of the United Elec- 
tric Co., Canton, Ohio, has been made 
district manager for its eastern Ohio- 
northwest Pennsylvania district. 
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Westinghouse Personnel 
Changes 


Changes affecting the personnel of 
the merchandising and power depart- 
ments and the New York district office 
managership have been announced by 
the Westinghouse Electric & Mfg. Co. 

J. S. Tritle is made general manager 
of the merchandising department and 
will transfer his headquarters from the 
Westinghouse Building in New York to 
Mansfield, Ohio. Mr. Tritle will exer- 
cise a general supervision over all ac- 
tivities, manufacturing, engineering and 
sales of the merchandising department. 

C. E. Stephens, formerly manager of 
the central station division New York 
office, has been appointed manager of 
the New York sales office in place of 
A. E. Allen, who resigned to accept a 
position with the Westinghouse Lamp 


0. 

A. H. Ganshird, formerly manager of 
the condenser section power depart- 
ment, has been appointed manager of 
the turbine section, to succeed D. O. 
Tylee, transferred to the industrial di- 
vision, Pittsburgh office. P. L. Fetzer 
succeeds Mr. Ganshird. J. A. Brown 
has been appointed manager of the gen- 
erator section to succeed W. Loften, 
transferred to the Pittsburgh office, cen- 
tral station division. F. J. Lewis has 
been made manager of the substation 





Worthington Joins Winches- 
ter; to Cover Atlantic States 


H. Linn Worthington, of Baltimore, 
Md., is again with the Winchester — 
forces. 

From 1905 to 1917 Mr. Worthington 
was with Winchester, leaving to be- 
come a southern sales manager of a 
cartridge company. After seven years 
he returns to Winchester. 

Mr. Worthington will have associ- 
ated with him in looking after Win- 
chester interests in the Atlantic States 
J. T. Richards of Rising Sun, Md., 
and James A. Anderson of Richmond, 
Va., men who know every inch of the 
territory. 

Walter B. Donnell, former manager 
of Winchester’s Shooting Promotion 
Division, who has been in the Atlantic 
States territory, will hereafter be lo- 
cated in the Colorado-Utah territory. 
Mr. Donnell is well acquainted in Col- 
orado-Utah having covered’ these 
states quite frequently as a special 
representative of the Winchester Re- 
peating Arms Company. 





Retail Trade Notes 


J. B. Thomas, Lyons, Neb., recently 
sold his hardware and furniture store 
to the W. N. Orr & Co. 





Parsons-Brazda Hardware Co., West 
Point, Neb., has been sold to J. H. 
Stoetzel & Son, who will continue the 
hardware business at its present loca- 
tion. 





Davis Warfel, Diller Hardware Co., 
New Holland, Pa., sold his entire stock 
and fixtures to the New Holland Hard- 
ware & Electric Co. 
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New Breast Drill 


A low priced breast drill, No. 120, 
built for those whose work does not re- 
quire the retinements of a higher-priced 
tool, has been placed on the market 
by the Millers Falls Co., Millers Falls, 
Mass. The new tool 15%-in. long and 
weighing 5% Ib., is said to have a three 
jaw chuck with improved protected 
springs, two speeds, ball thrust bearing, 
a capacity of 0 to %-in. round shanks, 
with a gear ratio of even to three to 
one as well as many other refinements. 





Another new product being marketed 
by this company is a balloon tire jack, 
No. 130, of the double lift type. It is 
said to be of low initial height with 
maximum lifting range to care for 
every size of tire. One of the distin- 
guishing features is that both screws 
operate in unison while the point of 
operation remains stationary. It is of 
the simple design, strong and sturdy 
with a broad base. All working parts 
are inclosed as a protection against 





dirt. The minimum height is 6% in.; 
its maximum 17 in.; maximum lift 
10% in.; diameter at base, 5 in; 


weight with handle, 10% lb., and capac- 
ity 2 ton. 





Unique Pruning Shears 


The hardware jobbers of the country 
will be interested to learn that the 
American Logging Tool Co., Evart, 
Mich., for many years engaged in the 
production of logging hand tools, are 
manufacturing a line of pruning shears 
of the double cut variety. 

It is claimed that cutting from both 
sides protects the tree by making a 
cleaner cut while at the same time the 
cells of the wood are firmly squeezed 
together, forming a seal which aids in 
keeping down the bleeding. Greater 
power is also claimed in severing limbs 
of a size ordinarily left for the saw. 

The design throughout is said to be 
for maximum efficiency and long life. 
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The blades are forged from high qual- 
ity tool steel with handles from 12 in. 
to 36 in. in length. 

Surpless, Dunn & Co., 74 Murray 





Clinton Street, Chicago, is the sales 
agent. 


New Cabinet Heater Will 


Appeal to Householders 


The L. J. Mueller Furnace Co. of 
Milwaukee is introducing to the hard- 
ware trade a cabinet heater called the 








“Mueller Furnacette,” that gives every 
promise of being a big seller. 

From the standpoint of appearance it 
is attractive and distinctive, which is 
probably due to the fact that the man- 
ufacturers, being furnace specialists, 
realized a furniture man should de- 
sign the cabinet. A Louis XVI period 
case was the result, built of vitreous 
enameled with the natural grain of 
walnut, reproduced and ornamented 
with russet-bronze trimmings. 

There are no exposed draft openings, 
hinges or latches, even the doors being 
flush with the front panel. 

The heating principle is the same as 
a good warm air furnace—by constantly 
recirculating warm, moist air. It has 
been constructed to take the place of 
two or more stoves, due to its greater 
heating efficiency, yet it is said to use 
no more fuel than an ordinary stove of 
equal grate area. 
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There are a number of interesting 
exclusive features, such as an auto- 
matic heat regulator, air-cooled tloor 


protector, dust-proof shaker, smoke 
and gas-consuming hot-blast liners, 
and disappearing coal chute. The heat- 


ing unit is claimed to be gas tight, one- 
plece casting, embodying’ features 
found in furnaces of advanced design. 


New Miller Lock Products 


An impressive display panel, showing 
a selection of fifteen padlocks that are 
said to have proved their popularity 
by actual sales record, has been offered 
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the trade by the Miller Lock Co., Phila- 
delphia, Pa. 

The panel is made of steel with a 
dark green enamel finish. The assort- 
ment of padlocks (No. 975) contains a 
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wide range of sizes, shapes, prices and 
finishes, including brass, gun metal, 
black enamel, black iron, wrought steel, 
brass plated and others. 

Another product of this company is 
a tire lock chain No. 862, said to give 
good service due to its quality of ma- 
terials and construction. 
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General Market News 





Hardware Collections Better 
—Prices Are Firm— 
Factory Shipments Prompt 


Hardware collections are improving in all sections of the 
country, according to reports received from the important 


distributing centers. 


Prices are essentially firm and spring goods reasonably 


active. 


Adverse weather has hampered retail sales some- 


what, but general averages, based on actual record, appear 


encouraging. 


Factory shipments are coming along very promptly, and 
jobbers report no difficulty in obtaining necessary goods. 





Hardware Prices Are Firm 
in Metropolitan Market 


With the possible exception of glass 
door knobs, hardware prices in the 
metropolitan market are holding very 
firmly. Most items in builders’ hard- 
ware are sold at prices which the trade 
considers “tight,” but glass door knobs 
in the past week or ten days have been 
offered at varied prices, according to 
reliable reports. Collections for April 
were fairly good, and it is expected 
that bills will be paid promptly in 
May. Spring goods are reasonably ac- 
tive. 


Chicago Prices Issued May 1 


Show Downward Revisions 


Warmer weather is needed to stimu- 
late the sale of seasonable merchan- 
dise. 

Prices are not quite so firm; job- 
bers have made a downward revision 
in the price of wire nails and wire 
products. Linseed oil declined 5c. per 
gallon and turpentine advanced 2c. per 
gallon. Common sash cord declined 
about 10 per cent. Prices on the bal- 
ance of the staples remain the same. 





General Business Conditions 
Better This Year in 
Northwest 


While to the impatient and eager 
people who live in the Twin Cities and 
vicinity the season seems backward, 
and conditions not as advanced as they 
should be, actual statistics show that 
building is ahead of last year, and 
general business conditions far better 
than a year ago. Collections have not 
come quite up to what has been ex- 
pected, but the finances which poured 
out of the larger centers last fall are 
beginning to flow back in an ever in- 
creasing volume. A _ heavy building 


and buying year is predicted. 








Rural District Business Bet- 
ter, Say Cleveland Jobbers 


Cleveland jobbers find a disposition 
among retailers to try to drive bar- 
gains and competition, for business ap- 
pears to be getting keener. However, 
regular prices are being maintained on 
most items and few price changes are 
reported. Business has improved in 
the rural districts and is holding up 
well in the cities, although many re- 
tailers are inclined to buy cautiously 
and in small lots. There is a good 
volume of late buying of spring mer- 
chandise. 





Wire Products Reduced 
in New England Market 


Wire goods are cheaper in the New 
England hardware market. Wire nails 
and barbed wire have been reduced 
20c. per cwt, and fencing staples 10c. 
Window glass also is cheaper, about a 
point or so, and savogran, for painters, 
is slightly lower. Otherwise price 
changes are few and generally unim- 
portant. Because of new schedules by 
manufacturers, screw hook hinges are 
now sold on a basis of “per pair,” con- 
trasted with “cwt.” heretofore. 





Rubber Shortage in U. S. 


The most critical shortage of crude 
rubber the country has seen in a 
decade has sent prices for the commod- 
ity to over 50 cents a pound in this 
market, the highest since June, 1920, 
and has caused the temporary shut- 
down of two tire factories of lesser im- 
portance in Ohio and Pennsylvania, 
according to the New York American. 
Importers recently quoted 51% cents 
for ribbed smoked sheets, May arrival, 
on small twenty, thirty and fifty-ton 
lots, a price that is 10 cents higher 
than that of a month ago and 33 cents 
higher than that of a year ago. 





“The shortage is due to the opera- 
tion of the Stevenson restriction plan, 
which at one time last year kept ex- 
ports from British Malaya down to 50 
per cent of production at a time when 
America was taking very little rub- 
ber. Toward the close of the year tire 
factories began expanding production 
on a falling supply. This moved prices 
upward, and, as the restriction plan 
operates so as to automatically in- 
crease additional supplies for export 
quarterly when the price improves, the 
exportable allowance at the planta- 
tions was increased to 55 per cent, and 
at the last meeting of the restriction 
committee in London on April 30 last 
this was raised to 65 per cent of the 
total production. 

“Tire factories in the meantime are 
working at full capacity. In the Akron 
district production is estimated at 120,- 
000 tires daily for the large manufac- 
turers alone. Our imports of rubber 
during 1924 were 415,000 tons. Trade 
estimates for this year run over 500,- 
000 tons.” 


Better Accessory Outlook 
Seen by 90 Firms 


Based on reports from ninety mem- 
ber concerns, the Motor and Accessory 
Manufacturers’ Association sees an out- 
look for 1925 ten per cent better than 
last year, with profits correspondingly 
higher. The reasons given are better 
general business and economic condi- 
tions, though some expect decided gains 
in their lines because of more thorough- 
ly organized distributing facilities. 

Their detailed reports reveal that the 
trend during last year was toward sales 
to the trade rather than to vehicle man- 
ufacturers. In that period sales to 
manufacturers fell off 3.7 per cent, 
while sales to the trade increased 11.5 
per cent. Total sales of the reporting 
companies were 1.2 per cent below 1923 
and about 19 per cent of them showed 
a loss for the past year, their reason, 
in most cases, involving an excess of 
production which resulted in destructive 
competition. 

An analysis of the division of sales 
shows that sales to car manufacturers, 
truck manufacturers and general job- 
bers all decreased during 1924, while 
sales to specialty and replacement job- 
bers showed substantial increase. Sales 
to car makers fell off 3.7 per cent from 
1923; to truck manufacturers 4.1 per 
cent and general jobbers sales fell off 
8.9 per cent, while sales to specialty 
and replacement jobbers increased 11.8 
per cent. The average sales per com- 
pany reported for 1924 were $1,626,253 
as against $1,646,253 in 1923. 


—Printer’s Ink. 
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Weather Hampers Sales in N orthwest Territory 


—Retail Sales Ahead of Last Year’s 


(Minneapolis office of HARDWARE AGE) 
PRING work is still being held back by the weather 
S conditions, the past week having been exceptionally 
cold and retarding. Building is going forward at a 
fair rate, but not with the snap and vigor which had been 
Dealers are selling 
farm and garden tools, and other materials for the usual 


expected for this time of the year. 


AXES.—Sales are normal, with good 


stocks from which to draw. Prices 
have not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Single bit axes, 

base weights, EO and double bit, 

base weights, $19.50. 
BOLTS.—Stocks are well filled, and 
sales are fair. Prices show no changes. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Large and small 
carriage bolts, 50 per cent; large and 
small machine bolts, 50-10 per cent; 
stove bolts, 75 per cent and lag screws, 
60 per cent from lists. 


BRADS.—Sales are slightly better, 
with full stocks on hand. Prices show 


no change. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 


lb. boxes at 70-10 per cent from lists. 

BUILDERS’ HARDWARE. — While 
sales are not particularly heavy yet, 
indications are for a very good year. 
Statistics show that in the larger cities 
the amount of building is ahead of last 
vear at the present time, and there is 
every reason to believe that they will 
continue to improve. Residence build- 
ing will doubtless lead, with apartment 
house, hotel and business building tak- 
ing a second place. 

CHURNS.—Sales are fair, with good 
stocks from which to draw. Prices are 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 30-10 per cent from lists. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Call for this 
class of material is fair, with good 
prospects ahead. Prices show no 
changes. 


PAINT AND WHITE LEAD. 





We quote from’ jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 28- 
ga., single bead, lap joint, 5-in., at 


5.25 28-ga. 


$5.25 per 100 ft.; , o-in. con- 
ductor pipe at $5 per 100 ft.; and 3- 
in. conductor elbows at $1.73 doz. 


FILES.—Sales are showing a slight in- 


crease, with full stocks on hand. Prices 
are steady as quoted. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: First grade files at 
50 per cent from lists and second 
grade files at 60 per cent from lists. 


FREEZERS.—Demand is still light in 


a retail way. Stocks are prepared for 
the coming sales, and prices are un- 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
freezers, 4-qt., at $4.13 each and 8- 


qt. at $6.75 each, net. 


GALVANIZED WARE.—Sales are nor- 
mal with 
Prices show no changes except on the 
stock pails, which are slightly higher 


stocks in good condition. 


in price. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tub at $7.25; No. 2, at $8; 
No. 3, $9.20; heavy No. 1, $12.30; No 


$14.70; standard 10- 
qt. pails at $2.65; 12-qt., $3: 14-qt., 
$3.35; stock pails; 16-qt., $5 and 18- 
qt., $5.50 per dozen, net. 


2. $13.50: No. 3, 





Paint- 
ing is commanding real attention on 
the part of the builder and home owner. 
Painters are busy, and sales are very 
good. Prices on paint are steady, with 
a slight decrease in the price of white 
lead. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $3.10 per gallon; second grade 
at $2.25 per gallon, and white lead in 
100 lb. containers at $14.29 cwt., net. 





spring work, however, and a fair quantity of building 
materials is moving out to the trade. 

In the country, buying is better, and the retailers are 
reporting sales heavier than a year ago. 
to the good crop of last year, and the restriction in buy- 
ing for the past two or three years. 
lagging, especially in the larger trade centers. 


This is traceable 


Collections are still 


ROPE.—While sales are not particu- 
larly heavy, there is a fair demand for 
this class of merchandise. The heavier 
buying in the country will come with 
the opening of the haying season, 
which is some time away as yet. Prices 
are steady as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 28'%c. Ib., and best grade 


sisal rope at 19%c. Ib., net. 
SASH CORD AND SASH WEIGHTS. 
—Demand is showing some increase in 
this item, with the acceleration of 
building operations. Prices on sash 
weights are steady, with a slight de- 
crease in the prices on sash cord. 


We quote 
f.o.b. Twin 


from jobbers’ stocks, 
Cities: Best grade sash 
cord at 79c. per 1b., and second or 
ordinary grade at 47c. per Ib., net; 
cast iron sash weights at $2.35 cwt., 
net. 
NAILS.—Sales are improving slightly, 
with the increase in building. Prices 
show no further changes from those of 
last quotation. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire nails 
at $3.25 per keg, base, and cement 
coated wire nails at $2.65 per keg, 
base. 


WIRE.—Sales are on an even basis, 


with stocks well filled. Prices are 
steady as last quoted. 
We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Painted barbed 


cattle wire at $3.01 per 80 rod spool; 
painted barbed hog wire at $3.22 per 
S08 rod spool: galvanized barbed cattle 
wire ate $3.21 per 80 rod spool; gal- 
vanized barbed hog wire at $3.43 
per 80 rod spool; smooth annealed 
black wire at $3.25 ewt., base and 
smooth annealed galvanized wire at 
$3.70 cwt., base. 





Economical Oil Range 


Giant Kerogas Oil Range is also be- 
ing manufactured for the George 
Worthington Company. 

It is said to have remarkable burners 
that give steady heat and to cook and 
bake rapidly with amazing fuel econ- 
omy. 

Gas is generated from kerosene oil— 
to every gallon of kerosene is mixed 400 
gallons of air which speaks for its 
economy and is said to place it in the 
gas range class. 

The oven, 18 x 12 x 18, is porcelain 
enamel finish and full asbestos lining 
and has the novel feature of a ther- 
mometer-equipped glass door so much 
valued by the good housewife. 

The cooking top is polished cast iron, 
has two giant burners and two aux- 
iliary heating holes with one more 
giant burner for the oven. 





No. 4500 is finished in black rub- 


beroid with gray porcelain enamel 





glass oven door and white porcelain 
splash back and oven side. 


Shipping 








weight, 225 lb. No. 4700 is finished in 
all white and gray porcelain enamel 
"5 icc aaa weight approximately 
250 Ib. 


Practical Wringer Stand 


With a view to boosting wringer sales 
the Lovell Mfg. Co., Erie, Pa., has re- 
cently developed a six foot floor stand. 

It is built to hold three wringers of 
either wood or iron frame on each side 
in a vertical line, which displays them 
to advantage. 

It can be placed anywhere, requiring 
little space, and is easily moved about 
on casters. 

Packed one stand in strong crate. 
Fully assembled excepting two feet 
bases, for which lag screws are pro- 
vided to rigidly secure feet to frame. 
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Collections Are Improving 
in Metropolitan Market 
Prices Appear Firm 


HE metropolitan hardware market is characterized at 
the present time by improving collections, firm prices 
in most lines, prompt factory shipments to jobbers and 


a reasonably active demand for spring goods. 


are selling in a normal way. 


Staple lines 


The weather has been very unsettled, a factor which has 


upset calculations on steel goods. 


The trade, however, ex- 


pects to overcome the handicap of a late spring, and re- 
ports suggest a very good market for lawn mowers, lawn 
rollers, garden hose, garden barrows and kindred lines. 





Fencing Demand Active 


—Stocks Considered Light 


There has been a particularly good 
demand for fencing this year, with the 
result that stocks are lower than what 
might be termed normal for this time 
of the year. Prices are firm. 

Jobbers’ prices to retailers, f.o.b. 

New York: 

Lawn fence, single, 165 ft. to a roll, 

36 in. high, $13.80 per roll; 42 in. 

high, $15.50 per roll, and 48 in. high, 

$17.25 per roll. 
Lawn fence, double, 165 ft. to a roll, 

36 in. high, $19 per roll; 42 in. high, 

$20.90 per roll, and 48 in. high, $24.15 

per roll. 
Flower bed guards, 165 ft. samy 
16 in. high, $9.49 per roll; and 22 in. 
high, $11.32 per roll. ; - 
Ornamental gates, 3 ft. wide, 36 in. 
high, $3 each, and 42 in. high, $5.15 
each. 


Solder Prices Unchanged 


There has been no change in the 
price of solder. Sales are moderate. 
Outside the city limits there has been 
a good demand for prepared solder, 
largely from radio fans. 

Jobbers’ prices to retailers, f.o.b. 

New York: 

Solder, bar, 40c.; strip, 46c. 
Kester prepared solder, 63c. 


Sash Weight Prices Firm; 
Good Building Demand 


Those selling to a good building 
trade report a good demand for sash 
weights, which are quoted out of job- 
ber’s stocks at $56 per ton, which is 
$2.80 per cwt. 


Suburban Trade Is Good on 
Oil Cook Stoves 


Out-of-town dealers report a good 
movement of oil cook stoves and ovens. 
The summer bungalow trade in Long 
Island, North Jersey and Westchester 








York. 


steady prices. 


only, $5.25; No. 1103, high shelf only, 
6.50; No. 1104, high shelf only, $8; 

1105, high shelf only, $9.75. 
Rockweave wicks, 25c. each. 


Nesco Ovens 


No. - 1 burner solid door, $2.10; 
No. 5, 1 burner glass door, $2.25; 
No. 010, 1 burner solid door, $4.15; 
No. 10, 1 burner glass door, $4.40; 
No. 020, 2 burners solid door, $5.15; 
No. 20, 2 burners glass door, $5.40; 


No. 030, 2 burners solid door, $5.40; 
No. 30, 2 burners glass door, $5.70. 
Nesco water heaters, list price $45. 





Wine Press Prices 
Quoted in New York 


Jobbers’ prices to retailers, f.o.b. New 
Prices announced on wine presses 
are as follows: 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Boss press, No. 1, $6.70; No. 2, 
$7.50; No. 2%, $10; No. 3, $12.75, and 
No. 4, $16. 25, “eae h. 

Boss presses, with horney ‘d tub, No. 
2, $8.60; No. 2M, $11.15; No. 3, $14, 
and No. 4, $17.30 eac 4 

Crushers, aluminum teeth, $6 each. 


Bolt Prices Steady 


As in other staple lines, there is a 
moderate demand for bolts and nuts at 
Stocks are satisfactory. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Boits.—-Common_ carriage ; bolts, 
small sizes and large sizes, 30-10 per 
cent. 

Machine bolts, all sizes, 40 and 10 
per cent. 

Lag screws, 40 and 10 per cent. 

Stove bolts, 75-10 per cent; both 
flat and round head. 

Sink boits, 75 to 75 and 10 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 3314 per cent. 

Lag screwshields, 80 per cent. 

Machine bolt shields, 65 per cent. 
Prices vary in different sections of 
the city. 

Spring cotters, 20 per cent. 

Copper rivets and burrs, 25 per 
cent. 

Round head iron rivets, 55-5 per 
cent; tinners’ rivets, black and tin, 
60 per cent. 

Cap screws, 80-10 per cent. 
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Screw Prices Very Firm 
in Metropolitan Area 


Prices in the local screw market are 
very firm; stocks are satisfactory, and 
the usual steady demand is reported. 

Jobbers’ quotations to retailers, 

f.o.b. New York: 

Wood screws, iron bright, flat head, 

721%4-33%% per cent. 

Same, iron blued, round head, 70, 

25 and 5 per cent. 

Same, brass, flat head, 70, 25 and 

5 per cent. 

Same, brass, round and oval head, 

674%, 25 and 5 per cent. 

Galvanized, flat head, 57%, 25 and 

5 per cent. 

Nickel plated, round head, 60, 25 
and 5 per cent. 
Full packages are extra 5 per cent. 


New York Radio Prices 
From Hardware Jobbers 


In view of improvements in broad- 
casting stations, it is generally agreed 
that radio interests should not suffer a 
serious sales slump in the warm 
weather. Prices quoted here are rep- 
resentative of legitimate wholesale 
quotations. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. NEW YORK: 


Radio oe 


Chelsea, 5-tube R. $35 net: 
Chelsea 6-tube, R. yr $41 net to 
dealers. 


Freshman Masterpiece, 5-tube, list 
price, $60; dealer’s discount 35 per 
cent. Dealer’s net price, $39. 

Grebe Synchrophase, M. U. 1, 5- 
tube storage battery receiver, or 
same type 2, 6-tube dry cell 
receiver, elther model less acces- 
sories, ‘dealer's net price $100.75. 
List price $155. 

Gilfilan Neutrodyne, GN 1, 5-tube 
model, list price $150; dealer’s dis- 
count, 40 per cent. Same, GN 2 
model, list price $120; dealer’s dis- 
count, 40 per cent. Same, GN 3, 4- 
tube model, list price $65; dealer’s 
discount, 40 per cent. 


Loud Speakers 


Dymac, micrometer, volume con- 
trol, $6.25 each. 

K-E, list price, $18; 
count, 35 per cent. 

Spartan, adjustable, list price $10; 
dealer’s discount, 40 per cent. 

Dymac, loud speaker unit, $3 each. 

Phonograph attachment, adjust- 
able loud speaker unit. Spartan 
brand, list price $7.50; dealer’s dis- 
count, 40 per cent. 


Radio Phones 


Spartan head phones, list price, 
$5: dealers’ discount 40 per cent. 

Dymac, No. E-103, $2 each; No. 
G-76, $3.25 each. 

Head phones, list price $6; dealer’s 
discount, 33144 per cent. 


Radio Tools 


Socket wrench sets, with 3 sock- 
ets, 34c.; with 5 sockets, 50c. each. 

Hand drills, $1.35, $1. 54 and $2 each. 

Radio tool sets, $2. 15 each. 

Radio drill sets, 72c. snah. 

Radio tap and ‘die sets, $2.10 each. 


Soldering Irons 
Copper, tinned, $1.50 per doz. 
Samson, electric, 85c. each. 
Dymac, electric, soldering kit, $1.60 
each. 


dealers’ dis- 


Radio Accessories 








County is expected to offer a good 
channel for sales in these items. Prices 
are firm. 


Jobbers quote retailers, f.o.b. New 
York, a discount of 30 and 5S per cent 
on these prices. 


LIST PRICES 
Nesco Oil Cook Stoves 


No. 211, 1 burner, $9.50; No. 212, 
2 burners, $17.35: No. 213, 3 burners, 
$22: No. 914. 4 burners, gg - No. 215 

5 burners, $39.50; No. 1102, high shelf 

















Lead Shot Ratnsed 
in New York Market 


Metropolitan jobbers announce a re- 
cuction in lead shot, particularly on 
shot in tubes, 100 tubes to a case. 

Jobbers quote retailers, f.o.b. New 
York: 
Lead shot, in 5 Ib. bags, 85c. per 
bag; in 25 lb. bags, $3.75 per bag. 
In tubes, 100 tubes to a case, $3.75 
per case. 





Tubes, U.V. 200 or U.V. 201A, list 
price $3 each; dealer’s discount 25 
per cent. 

Gold Seal, battery chargers, list 
price, $3 each; dealer’s discount, 33% 
per cent. 

Hydrometers, 50c. each. 

Ground clamps, copper, 6c. each. 

Window lead in strip, 10c. each. 

Lightning arresters, 23c. to 25e. 
each. 

Mica condensers, .00025 and .001, 
15¢e. each; .001, 18c. each; .002, 22c. 
each; .006, 36c. each. 
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Porcelain insulators, 4-in. brown teries up to 100 amps., 35c. each; Orchard Pruning Hooks and Saws, 
enamel, 10c. each; same, knob type, holds battery up to 150 amps., d0c. $2.10 each. 
2c. each. each. Pruning Saws.—Disston’s 3 x 16, 
Pyrex insulators, list price 45c. Knife switches, single pole, single 99c. each; 4 x 16, $1.19 each; 5 x 16, 
each; dealer’s discount, 33% per cent. throw, 12c. each; single pole, double $1.25 each; 7 x 16, $1.43 each; 40 x 16, 
Pacent plugs, 22c. each; same, throw, 18c. each; double pole, single Sle. each. 
automatic type, 52c. each. throw, 20c. each; double pole, double Pruning knives, 62c. each. 
Radio plugs, in carton lots only, throw, 30c. each. J. T. Henry Manufacturing Co. 
20 plugs to a carton; list price 65c. Aerial wire, in 100 ft. coils: 14 Pruning Shears 
each; dealer’s discount, 40 per cent. gage, solid copper, 34c. each; 7/22, —— 1 9- 4.50 1 
Grid Leaks, Megohms, 1%, 2, 3 and stranded, plain copper, 45c. each; No spira spring 9-in.$ 4.50 per doz. 
4 are all 9c. each. 7/22 stranded, tinned copper, 55c. ys 1 cna genuine 8 95 _ 
Turnbuckles, 3-in., 6%c. each; each; rubber covered wire, 85c. each. ny ag ogy ee 40 per doz, 
f-in., Tec. each. | Batteries—A, B and C OS Se aa ie Ee 8.00 per doz. 
Blow torches, Midget, 33c. each; ’ N 2 : lished 12.00 per doz 
Handy, 50c. each; Improved auto- Eveready ‘A,’ storage battery, 90 No. 4666, 9-in., po rer “UU per doz. 
matic, $1.10 each, and Spartan, $1.40 amps., $13 each; 110 amps., $15 each. + > 4671, 9-in. ratchet 9.10 esd 
each. Batteries, No. 6, dry cells, ignition _", ae he eee se Bg 4 eandh win 
Battery harness, 70c. each. type, 26c. to 29c. each. No. 4770, 6-in. la Ft 2.UU per dos. 
Radio antenna outfit, $1.90 each. Radio ‘“B’’ batteries, unit package oe ATi, heavy wide oh ie-eor dee 
Talking Tape, 52c. each. quantities, No. 766, $1.30 each: No. blade ...--.eeeeeeeere OV pe , 
es ae —— 50c. ——. ores a cyire a 7 ph oe 08 Rubber Hose 
Yoltmeters, O-50 volts, 70c. each. No.. 772, $2. each; No. 770, $3.05 : , ; 
Combination meter, O-50 volts, $1 each. Rubber hose, Ks a oe e%: 
each. Radio “C” batteries, No. 771, 39¢. menees. 105, Ft nn ogy Crag io a 
: Same in o - ’ 2 C 
Acid-proof battery tray, holds bat- each. same, better grade, red, in 25 ft. 


lengths, 12c. per ft.; and in 50 ft. 
lengths, 11%c. per ft. Electric, black 
rib, in 25 ft. lengths, 16% c.; and in 
50-ft. lengths, 15%c. 


Spring Goods Demand Continues _ Hose Nozzles 


Rainbow, $5.50 per doz.; Stewart, 


+ 7 a 
Active in Metropolitan Hardware eer 
- . Ring type, $6.25 per doz.; Revolv- 
Market—Prices Firm ing, with three arms, $13.80 per doz. 
Two Purpose, $1.33 each; Rainking, 
$2.33 each; Giant Rainking, $6.67 











Spring goods are actually the most active in the New York each. Reel 
hardware market. Dealers report they are selling lawn mowers, Hose Reels 
fencing, rollers and garden hose. Within the city limits steel ; AN ,Metal, | channel Steel frame, 
. . . . as ‘om wheels,  $ . ct rate 
goods are only moderately active, but in the suburban districts os ae” Gai aaa” Gael 
there is a fairly active sale in this line. Prices are steady black, $2.05 each. ' 
throughout the city. Asbestos torches are particularly lively, All Metal, steel rod, electrically 
, welded together, japanned, galva- 
at 50 cents each to dealers. nized steel drum, diameter of wheels 
21% ji » 20-i 2.25 
JOBBERS’ QUOTATIONS TO RE- Same, 21% x 19, $6.30 each. a a a 
TAILERS, F.O.B. NEW YORK: Same, 25 x 21%, $7.25 each. “All Metal, tubular frame, corru- 
: gated galvanized steel drum, tubular 
om Page bsonggenall x Pruning Shears steel wheels, enameled, 21 in., reel 
ree-blade, plain bearings, in. Pext ning shears. 9-in. blade height, $3.85 each. Same, with 
wheel, 12 in., $4.85; 14 in., $5.15; 16 culate alia Mack finish, height of reel, 24 in., $4.45 each. 
n., $5.50, and 18 in., $5.80 each. volute spring, 68¢c. each. in > : 
Same, with ball bearings, 12 in., Same, polished, $1.05 each. Same Poultry Netting 
yt a gad 16 in., $7.35, and with ratchet nut, polished, $1.23 Poultry netting, New York stock, 
“9 ° Aa each. 50 , f list; fac stock, 
_ Four-blade, 9-in. wheel, ball bear- ‘Ss. Smith No. 0 Spiral spring, 9 in. 50 coud a oar oman off list. vanes 
ing, 12 in., $8.25; 14 in., $8.55; 16 in., $4.70 doz.; No. 21 Flat spring, 9 in.. - ; 
$8.85, and 18 es $9.25 each. ; $8 doz.; No. 30 Volute spring, 9 in., Poultry Netting Staples 
Same, with 10%-in. wheel, 14 in., $8.35 doz.; No. 40 Volute spring, 9 Poultry netting staples. % i in 1 
$9.50; 16 in., $10; 18 in., $10.50; 20 in., in., N. P., $14.70 per doz.; No. 130 oultry netting Staples, “A iN.» In 
$11.15 each etn Bec 4 pont oa = lb. packages, 9%c. per Ib.; in 10 Ib. 
; . ' Volute spring, ratchet nut, $9.70 per t 1s 9¢  ib.: in 100 Ib. kegs 
Five-blade, 10%-in. wheel, ball doz.; No. 140 Volute spring, 9 in a. ae ee ~. + . 
bearing, 16 _ in., $12; 18 in., $12.70; N. P., ratchet nut, $16.35 per doz.: ‘mc. per ™. 
20 in., $13.35 each. a No. 4770 Volute spring, 6 in., N. P.., Sprayers 
Same, with 10-in. wheel, 16 in., $12.70 per doz 7 ” é g 
$15.35; 18 in., $16, and 20 in., $16.75 Disston’s Extra Quality.—No. 150 eenenes, © Ee TONS one 
each . , . ee ee ee brass, 4 gal., $7.50 each; bucket 
PACH, Volute spring, full pol., 8% in. . f£ rye ol 
. ea Fe | aay 2 Ss is pump type, $2.75 each. Tin, % pint, 
Dahlia Poles eS mer doz. : et ee Volute spring, 93c, each. Tin, 1 qt., 31¢c.. each; 
Dahlia poles, 2 ft., 3%c. to 5%4c.; 159 } aly ‘Spring. full aol oe -_ brass, 1 qt., $1.15 each; galvanized, 
3 ft.. 7c. to 8e 949 J 4 lg “3 : Ot. continuous, 88c. each. 
, ’ ; $24.75 per doz.; No. 252 Hinge, half 
Grass Catchers pol., 8% in., $21.50 per doz.; No. 153 * Hedge Shears 
Grass catchers, plain bottom, for Leaf spring, full pol., & in., $24 doz.; ' ; ae “ ‘ 
mowers, 12 to 16 in., 55¢c. each. For No. 253 Leaf spring, half pol., 8 in., _ Disston, plain, 8 in., $1.65, and 9 
16 to 20 in. mowers, 70c. each. $20.75 per doz. in., $1.78 per pair; 10 in., $1.90 per 
With round back, made of heavy Disston_ Pruning Shears. —No. 1, pair. . 72: © 3 
white canvas, with heavy galvanized Heavy, 27% in., $2.25 pr.; No. 2, Disston, notch, 8 in., $1. (8; 9 in., 
perforated bottom, for 12 to 16 in. Med., 371, in., $2.17 pr.: No. 3 Heavy, $1.90, and 10 in., $2.02 per pair. 
mowers, 90c.; for 16 to 20 in. mowers two curved jaws, 27% in., $2.17 pr.; . 
$1.05. No. 5 handles 9 in., pol. blades, 3%4 Border — | 7 
in., .65 pr. Without wheel, 2.95 each; with 
Wheelbarrows Standard Tree Pruners. — 6-ft., wheel, $3.50 each. 
Canal barrows, steel wheel, $3.45 tae 8-ft., $1.40; 10-ft., $1.55; 12-ft., Lawn shears, with two wheels, 
each. 1.70 each. $3.50 each. 
Wheelbarrow, steel tray, wood Disston’s Extra Quality Tree Pru- . 
frame, steel wheel, $5.60 each. ners.—6-ft., $2.80: 8-ft., $3.05; 10-ft., Lawn Rollers 
Same, with steel frame, $7.35 each. $3.35; 12-ft., $3.50 each. Dunham waterweight type, No. 2, 
Dutchess garden barrow. body Little Giant Pruning Hooks and $9; No. 4, $10.70: No. 7, $15.35; No. 
width, 191%, x 15%, $5.60 each. Saws, $2.15 each. 5, $13.35; No. 9, $17.35 each. 








Coming Conventions 











AMERICAN IRON, STEEL AND HEAvy HARD- | LINAS CONVENTION AND EXHIBITION, Spar- | Hotel, Philadelphia, Pa., June 22, 23, 24, 
WARE ASSOCIATION CONVENTION, Book- | tanburg, S. C., June 9, 10, 11, 1925. Arthur | 25, 26, 1925. Herbert P. Sheets, secretary- 
Cadillac Hotel, Detroit, Mich., May 19, 20, | R. Craig, secretary . treasurer, 717-718 | treasurer, 130 East Washington Street, 
21, 1925. A. H. Chamberlain, secretary- | Commercial Bank Building, Charlotte, | Indianapolis, Ind. 
treasurer, Marbridge Building, Broadway, | N. C. 
cor. 34th Street _ ll York City. ” aioe ' ' SOUTHEASTERN RETAIL HARDWARE ASSO- 

' 3 ISSISSIPPI| RETAIL HARDWARE AND | craTION, COMPRISING TENNESSEE, ALABAMA, 

ARKANSAS RETAIL HARDWARE ASSOCIA- | IMPLEMENT ASSOCIATION CONVENTION, Bi- | Gp . ‘ ; 

; = TEORGIA AND FLORIDA, CONVENTION AND 
TION CONVENTION, Little Rock. May 19, 20. | loxi, June 8, 9, 10, 1925. Guy Nason h Ala.. May 12. 13 

aor . » | EXHIBITION, Birmingham, D.. ay 12, . 
1925. L. P. Big ggs, secretary, 815-816 secretary, Starkville. er ony ‘ 
re h T Buildi I wage) Ay 14, 1925. “Walter Harlan, secretary-treas 
outhern Trust Building, Little Roc NATIONAL RetTatm. HARDWARE Assocta- | urer, 701 Grand Theater Building, At- 





HARDWARE ASSOCIATION OF THE CARO- | TION CONVENTION, Benjamin Franklin | lanta, Ga. 
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Retail Sales Improving in Cleveland— 
Some Seasonal Lines Moving Well 


(Cleveland office of HARDWARE AGE) 
UYING by country retailers has improved, accord- 
B ing to reports of Cleveland jobbers. 
retailers are holding up to recent volume and, 
taken all together, the amount of business is satisfactory. 
There is a marked tendency among the retail trade to 
try to buy closer than usual and consequently dealers are 
As a rule, they also want 


looking for attractive prices. 
quick deliveries on staple merchandise. 


Some lines of spring merchandise are in good demand, 
particularly lawn mowers and garden hose. 
hardware continues to move well in spite of the heavy 
Indications are that there 
will be a good volume of building this year, although a 


sales earlier in the season. 


AUTOMOBILE TIRES AND ACCES.- 
SORIES.—The expected advance in tire 
prices has been announced by several 
of the manufacturers. The advance is 
about 10 per cent on tubes and 5 per 
cent on high pressure tires. No ad- 
vance was made on balloon tires. The 
demand for tires is fairly good but ac- 
cessories are moving rather slowly. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $4.75; Reliable jacks, No. 
1, $2.33; No. 2, $3.33, in lots of $12: 
Derf. spark plugs, 96c. each for all 
sizes in lots of less than 50; Cham- 
pion X spark plugs, 45c. each for 
less than 100 and 4lc. each for over 
100; Champion regular, 53c. each for 
less than 100, all sizes; 50c. each for 
over 100; Reliable jacks, No. 00, $1; 
No. 1, - Nos. 2 and 3, $1.75. 


AXES.—While some orders are still be- 
ing placed, the market is rather quiet. 
Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled, $20.20 per 
doz.; unhandled, $15.20 per doz.; 
bronze finished, handled, $19 per 
doz.; unhandled, $14 per doz.; double 
bitted, $5 per doz. additional for all 
types; 60c. increase for dozen lots 
weighing 42 to 48 lb. and similar ad- 
vance for each 6 Ib. additional 
weight increased. 


BATTERIES.—The demand for batter- 
ies has quieted down considerably. 
Prices are firm. 


Jobbers quote f.o.b. Cleveland: 

No. 766 B batteries, $1.30 each for 
unit packages and $1.40 for small 
lots. 

No. 6 ignition type dry 
teries, 29c. each. 


BINDER TWINE. — Sales continue 
quite heavy and prices are being firmly 
maintained. 


cell bat- 


Jobbers quote f.o.b. Cleveland: 

First quality binder twine, $6.98% 
per 50 Ib. bale; second quality, 
$6.61% per bale. The mill price 
f.o.b. Xenia, Ohio, is the same as the 
Cleveland jobbers pfice. For ship- 


ments outside of Ohio jobbers quote 
first quality twine at $6.87% Auburn, 
Y., and Chicago. 


BOLTS AND NUTS.—Sales continue 
in satisfactory volume and_ jobbers’ 
prices are being maintained. 


Jobbers quote f.o.b. Cleveland: 


Large machine bolts, cut threads, 
20 and 10 per cent off list; small 
rolled threads, 60 and 5 per cent off 
list; carriage bolts, large and small 
cut threads, 45 and 5 per cent off 
list; stove bolts, 75 and 10 per cent 
off list; hot pressed nuts, $3.90 of 
list; small rivets, 65 and 5 per cent 
off list. 





Sales to city 


goods. 


Builders’ 
10 per cent. 


COOKERS.—Early buying has been 
good and jobbers are still getting a fair 
volume of pickup orders. 


Cleveland jobbers quote cookers as 
follows: Conservo, standard size, $8 
net. National preserving cooker, 12 
t., $18; 17 qt., $20.50. 


FURNACE PIPE AND ELBOWS.— 
Orders for these are fewer than they 
have been as the early buying is about 
over. 


Cleveland jobbers quote furnace 
pipe and elbows at 40 per cent off 
list. 


HANDLES.—The demand for handles, 
particularly agricultural tool handles, 
continues fairly active. Prices are un- 
changed. 


Jobbers quote f.o.b. Cleveland: 

Axe Handles.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.: 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handies.— 
No. 7, 90c. per doz.; finest growth 
hickory, $1.50. 

Hay Fork Handles. — 
chucked and bored, XX 4% ft., $3.75 
per doz.; 5 ft., $4.50 per doz.; bent, 
4% ft., $4.15 per doz.; 5 ft., $5.10 per 
doz.: X, bent, 4% ft., $2.90 per doz.; 
5 ft., $3.20 per doz. 

Manure Fork Handles.—Bent XX, 


Straight, 


4 ft., $3.90 per doz., 4% ft., $4.2) per 
doz.; X, bent, 4 ft., $2.80 per doz.; 
4% ft., $2.90 per doz. 


Garden Hoe Handles. —XX, 4% ft., 
$3.30 per doz.; No. 1, 4% ft., $1. 50 per 
doz. 

Garden Rake WHandles.—XX, 6 ft.. 
$6.25 per doz.; No. 1, $2.65 per doz. 

Shovel Handles.—Regular 
XX, 4% ft., $5.90 per doz.; 
$3.75 per doz.; D handle, 
doz. 

Spade 
per doz. 


LEAD PIPE.—A price decline of 1%c. 
per lb. is reported on lead pipe. Cleve- 
land jobbers quote this pipe at $11.25 
per 100 lb. 

NAILS AND WIRE.—The demand is 
rather slow. Retailers generally have 
fair stocks and can secure quick ship- 


$5. 60 per 


Handies.—X grade, $5.40 


ments. Regular prices are being main- 
tained. 
Jobbers quote as follows from 
stock: 
Nails.—Less than car lots, $3.15 


per keg; No. 9 galvanized wire, $3.50 
per 100 Ilb.; No. 9 annealed wire, $3.05 
per 100 lb.; cement coated nails, $2.40 
per 100 Ib.; polished fence staples, 
$3.70 per 100 Ilb.; galvanized fence 
staples, $3.95 per 100 Ib.;  miscel- 
laneous nails and wire brads, 70 and 
10 per cent off list. 

Barbed Wire.—100 lb. spools, galva- 


falling off is expected in some sections. 
dise is moving well but retailers are buying rather care- 
fully and are not inclined to carry large stocks as they 
can secure quick shipments. 
fall is moving rather slowly although considerable fall 
business has been booked. 

Prices are holding well on most lines and few changes 
are reported. Weakness has developed in plumbers’ brass 
This is apparently due to the fact that jobbers 
are loaded up with good stocks and sales by manufactur- 
ers have slowed down. Sanitary earthenware has declined 
The expected advance in automobile tires 
and tubes has been placed in effect but applies only to 
high pressure tires. 





Staple merchan- 


Seasonal merchandise for 


nized, $3.85; 80 rod spools, Lyman 4 
point cattle wire, $3.35; same, hog 
wire, $3. =e American special hog 
wire, $2.6 


OIL STOVES AND OVENS.—The de- 
mand for oil stoves has improved and 
is very satisfactory. Ovens are mov- 
ing very slowly. 

Jobbers quote f.o.b. Cleveland the 
following prices subject to a discount 
of 30 and 5 per cent: 

LIST PRICES 

Nesco Oil oe Stoves.—No. 211, 1 
burner, $9.50; No. 212, burners, 
$17.35; No. 213, 3 burners, $22; No. 
214, 4 burners, $28; No. 215, 5 burn- 
ers, $39.50; No. 1102 high shelf only, 
$5.25; No. 1103, high shelf only, $6.50; 


No. 1104, high shelf only, $8; No. 

1105, high shelf only, $9.75. 
Rockweave wicks, 25c. each. 
Nesco Ovens.—No. 05, 1 burner, 


solid wy $2. 10; nr 5 1 burner, glass 


door, $2.2 No. 010, 1 burner, solid 
door, $4.15. No. 10, 1 burner, glass 
door, $4.40; No. 020, 2 burners, solid 
door, $5.15; No. 20, 2 burners, glass 
door, 40; No. 030, 2 burners, solid 
door, $5.40; No. 30, 2 burners, glass 
door, $5.70. 


Nesco water heaters, list price $45. 

Harvard oil cook stove, 2 burners, 
regular, $11. _* 3 burner, $14.75; 4 
burner, $18.7 

Harvard ound. 3 burner, $17.50; 
4 burner, $21.50. 

Cabinet shelves for both th 2 
burner, $3.60; 3 burner, $4.25; 4 
pereee $5.15. Harvard oil ranges, 


Perfection, 3 burner, blue chimney, 


$22.50: 3 burner, double wall, blue 
chimney, $27; 3 burner, Superfex, 
$45; 4 burner, blue chimney, $28.50 


4 burner, double wall, blue chimney, 
$33.50: 4 burner, Superfex, $58.50; 
1 burner, junior, $6.75; burner, 
junior, $13.25. Above are list prices, 
f.o.b. Cleveland and are subject to a 
discount of 30 per cent for less than 
ten and 30 and 5 per cent for ten 
and over. 

Florence, blue or gray, No. 41-25, 
4 burner, mantel and 2 burner oven, 
$49; No. 31-25, 3 burner, mantel and 
2 burner oven, $39.75; No. 21-25, 2 
burner, mantel and 1 burner oven, 
$31; the above are list prices and are 
subject to a discount of 33% per 
cent for less than ten pieces and 
33% and 5 per cent for ten or more 
pieces. A stove, mantel and oven 
are considered three pieces. 


PLUMBERS’ GOODS.—The market is 
weak on_ plumbers’ finished brass 
goods and concessions of 5 to 15 per 
cent are being made. A price reduc- 
tion of 10 per cent has been made on 
sanitary earthenware, including closet 
bowls and tanks. Cast iron ware is un- 
changed. 

PAINTS AND OILS.—Weather con- 
ditions have been bad for painting and 


Reading matter continued on page 92 
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Apex 


Your cuetomers of today want wire screen cloth that will resist the atmosphere and mechanical 


wear year in and year out. 
to a wire cloth that will last. 
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Galvani 


That is why cheap wire screen has lost sales prestige and given way 


Hardware Men everywhere are successful in securing quick turnover and good profits with Apex 


Galvanized Wire Screen Cloth. Recommend it to your trade without fear of dissatisfaction. 


The “Apex Galvanized” 


duces a beautiful 


h 


is zine coated by Special Electroplating Process after weaving, which pro- 
dull finish. The color is protected by baking on a coating of special long oil varnis 


which adds also to its durability. 


“Apex” is not an experiment but has received universal approval for several years. 


prove it is a screen cloth for all climates. 


Severest tests 


“Vulcan” Black Painted wire screen cloth to meet 


We also manufacture “Golden Rod” Bronze and 


the requirements of jobbers and dealers. 


Ask Your Jobber for Catalog and Prices or Write Us 


JOHN M. HART COMPANY 


Chicago, Illi 


Manager of Sales 


HANOVER WIRE CLOTH CO. 


Old Colony Building 





Hanover, Pa. 


Manufacturers 
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painters’ supplies are moving rather 
slowly. Prices are unchanged with the 
exception of a 2c. reduction on linseed 
oil. 
Jobbers quote f.o.b. Cleveland: 
Mixed paints, regular shades, 
grade, $3.10 per gal. for 1 gal. 
Outside white, $3.30 per gal., 


gal. cans. 
Turpentine in bbls., $1.07; 
$1.12; less than 


bbls., $1.22 per gal. 

Linseed oil in bbls., 
bbl., $1.27. Boiled, 3c. extra per gal. 
White lead, in 100-Ib. kegs, 15%c. 
per lb.; in 50 and 25-lb. kegs, 1l6c. 
per lb.; in 12% Ib. kegs, 16%c. per 
lb.; in 500-lb. lots, 10 per cent dis- 
count; other prices are net. 


POULTRY SUPPLIES.—The demand 
for these has quieted down. Taken all 
together, the season has not been sat- 
isfactory. 


Cleveland jobbers quote as follows: 
Feed troughs, No. 12, $1.35 per 
No. 24, 


best 
cans. 
in 1 


less than 


doz.; No. 18, $1.80 per doz.; 


$2.50 per doz.: drinking fountains. 
Star type, 80c. per doz.; round Mason 
jar fountains, 75c. per doz.; Moe 
type, bottom filled, 1 qt., $2 per 
doz.; 2 qt., $2.50 per doz.; 1 qt., $3 
per doz. 


ROLLER SKATES.—Sales have fallen 
off as the buying season is pretty much 
over. 





Jobbers quote _ f.o.b. Cleveland: 

Union ball bearing, extension roller 
skates, Nos. 4 and 5B, $1. 45; No. 6, 
$1.55; No. 3, children’s’. side walk 
skates, 78c. 


ROPE.—Rope is not in very good de- 
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mand. Prices are unchanged, although 
there is some expectation of a change 
this month. 

Cleveland jobbers quote first grade 


manila rope, 26%c. per Ib. at mill 
and 27c. per Ib. out of stock; sec- 
ond grade 2c. less. Sisal rope, 19c. 


at mill and 19%c. out of stock. 
STEEL ROOFING.—Prices have again 
declined slightly. The demand is fairly 
rood. 


Cleveland jobbers quote 29 gage, 
2%4-in. corrugated roofing at $4.07 
per square. 
STEEL SHEETS.— The _ galvanized 


sheet market is weak and manufactur- 
ers’ prices are lower, but there is no 
change in jobbers’ prices. 
Cleveland jobbers quote No. 28 zgal- 
vanized sheets, 5. 
STEEL FENCE POSTS.—The demand 
for these is fair. 


Cleveland jobbers quote steel fence 
posts as follows per hundred in lots 
of 500 or less; 6 ft., $29.84; 6% ft., 
$32.15; 7 ft., $34.33; 7% ft., $36.74. 
In lots of 500 to 1000 the price is lc. 
per post less. 


SHOVELS.—These are moving in very 
good volume and prices are unchanged. 


Cleveland jobbers quote: 

Fourth grade shovels, full bundles, 
$10.75 per doz.; less than full bundles, 
$11 per doz. 


STOVE ACCESSORIES.—While there 
is still some business in stove pipe, the 
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early buying rush is over. Prices are 
unchanged. 


Jobbers quote f.o.b. factory: 
Stove pipe in crates of 25 joints, 


Security blued, 28 gage 3 in 
4 in., $3.16; 5 in., $3.37; 6-in., ‘$3. 60: 
7 in., $4. 20. 
Elbows, Security oe corrugated, 
hag gage, in., .02; in., 14; 5 
, $1.26: 6 in., $1.38; ; in., $1.88, ‘all 
oon doz. 


Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

Stove boards in full box lots, paper 
lined, square, 26 in., $7.35 per doz.; 


28 in., $8.30; 30 in., $9.70; 32 in., 
$11.45; same, wood lined, 24 in. ; 
$11.20 per doz.; 26 in., $13. 25: 28 in.; 
$15.50; 30 in., $18 and 33 in., $21.30; 
obiene, wood lined, 18 x 24 in., $9.95 
ot doz.; 18 x 30 in., $12.50; 20 x 30 

, $15. 10: 24 x 36 in., $16.65; oblong, 
paper lined, 18 x 24 in., $6.45; 18 x 
30 TP $8. 20 x 30 in., $9.45; 24 x 36 
in., $10.10. 


SCREEN ‘DOORS AND WINDOWS.— 
Late buyers have come in the market 
and the demand is quite active, par- 
ticularly for screen doors. 

WIRE CLOTH AND POULTRY NET- 
TING.—There is fair demand for wire 
cloth, but poultry netting is moving 
rather slowly. Recently there was some 
price cutting, but the market now ap- 
pears firmer. 


Cleveland jobbers quote poultry 
netting; galvanized after weaving, 
50 and 2% per cent off list. Wire 
cloth, $1.95 per 100 sq. ft. for black 
and $2.45 for galvanized. 





Westinghouse Merchandising 
Dept. Moves from New York 
to Mansfield, Ohio 


All activities of the Westinghouse 
Electric and Manufacturing Com- 
pany’s Merchandising Department will 
be directed from Mansfield, Ohio, it 
was announced recently. 

J. S. Tritle, manager of the mer- 
chandising department of the West- 
inghouse Electric & Manufacturing 
Company, has become general mana- 
ger of the merchandising department 
of the company. Mr. Tritle has moved 
his headquarters, with his entire staff, 
from New York to Mansfield, from 
where he will direct all merchandising 
activities. As the majority of the 
articles included in the merchandising 
department are produced at the Mans- 
field works, Mr. Tritle will have his 
headquarters in that city and _ the 
manufacturing, engineering and sales 
forces located at that point will re- 
port to him directly. 

Heretofore the engineering and 
manufacturing operations have been 
supervised by officers located at East 
Pittsburgh, while the sales activities 
have been directed from the merchan- 
dising headquarters in New York. 

All engineering work will be con- 
ducted in Mansfield under the super- 
vision of Mr. Tritle. Those engineers 
at East Pittsburgh who have been en- 
gaged on the products made in Mans- 
field will be moved to the Ohio plant. 
It has been recognized for a long time 
that such a change was desirable in 
order to obtain unified effort in the 
conduct of the business. 











: 


Reading matter continued on page 94 


H. Grubb Elected President 
Du Pont Everdur Co. 


Du Pont Everdur Company, formed 
to take over the manufacture and sale 
of the metal alloy known as Everdur 
No. 50, heretofore handled by the Du 
Pont Engineering Company, has been 
organized with these officers: H. Grubb, 
president; H. M. Pierce, vice-president; 
J. B. Eliason, treasurer; Charles Cope- 
land, secretary; M. D. Fisher, assistant 


secretary. : 
Directors: R. R. M. Carpenter, chair- 
man; Wm. Coyne, H. Grubb, H. 


Pierce, Charles B. Jacobs. 

The new company, which will operate 
as a subsidiary of the du Pont Com- 
pany, will have its headquarters and 
will manufacture the metal at Wil- 
mington, Del. 





Dripps Represents Donley 


in Philadelphia Area 


H. E. Dripps & Co., Philadelphia, Pa., 
has been avpointed agent for the Don- 
ley Mfg. Co., Cleveland, Ohio, manu- 
facturers of Donley screen door guards 
and hose reels. H. E. Dripps & Co. 
will cover Western Pennsylvania, New 
Jersey and Delaware. 


Mullins Elected President 


Mobile Paint Club 


W. W. Mullins, Underwood Coal & 
Supply Co., was elected president of 
the Mobile Paint Club, Mobile, Ala., at 
a regular meeting held April 20. 
Other officers elected were: James H. 
Zelnicker. Reliance Equipment Co., as 
vice-president; J. P. Stuart, Mobile 
Building & Supply Co., as secretary, 
and Captain Jettmondson, Gulf Paint 
Co., as treasurer. Burton S. Butler 














vice-president Mobile Paint Mfg. Co., 
presided at this meeting, which took 
up a discussion of the installment plan 
for painting. 


“Better Mailing Week” 
Designated by New 


The first week in June has been des- 
ignated as “Better Mailing Week” by 
Postmaster General New, when an ac- 
tive nationwide campaign will be waged 
to reduce, as far as possible, the stead- 
ily mounting business of the Dead Let- 
ter Office, and to return to construc- 
tive channels the appalling waste oc- 
casioned by misdirected mail. 

Last year 21,618,168 undeliverable 
letters, representing an increase of 
2,379,620 over the previous year, and 
803, 543 parcel post packages, an in- 
crease of 109,610 strayed from their 
rightful owners and were impounded 
in the Dead Letter Office. 

During the same period the Govern- 
ment spent approximately $1,740,000 
to look up addresses so that 200,000,000 
other pieces of mail might go forward 
to their intended destinations. 

The principal point to be stressed in 
the campaign is to induce the mailer 
to place a return address on each piece 
of mail, for it is the lack of a return 
address that causes 991% out of every 
hundred letters to go to the Dead Let- 
ter Office. Therefore, a return address 
on every piece of mail would soon make 
the Dead Letter Office superfluous. 








Desire Factory Connections 


for Southwest Distribution 


Bell & Co., Dallas, Texas, manufac- 
turers’ agents, are interested in con- 
necting up with eastern manufacturers 
who wish representation in the south- 
west territory. 
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Malleable D’s Door Checks 


Overcomes the old faulty ones All interior parts of steel drop 
that are always loose and can- forgings; absolutely liquid 
not be tightened; have 3-inch tight; extra long spindle bear- 
strap ferrule. Adjustable to ings; simple spring adjustment; 


dismantled without need of 
special tools; unnecessary to 
remove check from door to re- 


any size handle. No shoulders 
to trim down or dressing to do. 





Though the wood shrinks at place spring; only true reversi- 
can always be kept tight, being ble check. Furnished regularly 
securely fastened by two rivets, in gold bronze; silver bronze 
and can be removed without or ivory black, if desired. 


burning or boring. Come in 
wood grip or all malleable. 
Ideal for shovels, spading and 


manure fork handles, handled ~= Ss BR ilders’ Brackets 


Provided with hook and tail 
St * R i] B k t screw for fastening bracket in 
-_ studding, assuring positive 
alr al rac ec S safety. Sway space prevents 
swinging motion when bracket 
isinuse. The strongest bracket 
made and most easily applied. 
These brackets cost no more 
than wood brackets and will 
last a lifetime. Made entirely 
of steel, in two sizes, 3 and 4 
feet long. Galvanized finish. 





Made of malleable iron. 
The 3-inch base assures a 
good bearing on the wall, 
and the bracket is securely 
held by % x 4inch ex- 
pansion bolt. The head of 
the lag screw is finished to 
match bracket. The pro- 
jection is 3 inches. Finished 


in black enamel regular, or Door Do OS 





FOLDED 





in bronze or antique copper 
or brass plated. In ordering 
specify whether polished or 
unpolished finish is desired. 


For garage, barn, shop and 
warehouse swing doors. Can 
be applied by anyone in 5 
minutes and will last a life- 
time. Holds door firmly open 
so that neither wind nor jarring 
can budge it. To close door, 
Fence Stretchers lift pin with foot and drop in 
slot, and door swings shut. 
Each pair is reversible. Sim- 
plest and best door holder on 
the market. 





Made of malleable iron. Pawls 
have hardened roller bearings 


Sh Were ince on Rapid Acting Vises 


be operated continuously in 


one direction, or backward and A two-piece cam-operated nat 
forward. Can be operated of phosphor bronze allows in- 
from either side of fence. stant adjustment at any point. 
Finished in red enamel. Packed One-quarter turn of the handle 
one set in box with 8 feet BB disengages jaws and permits of 
Proof Tested Steel Chain, with sliding back or forward full 


length of guide rod. Engages 
and locks screw firmly by slight 
reverse turn of handle. Align- 


grab hook. Wooden clamps 
and bolts furnished with each 
stretcher; bolts fitted with tail 





ment is perfect — surfaces 
nuts making wrenches un- ground and finished—best of 
necessary. materials throughout—no parts 
to break or wear. Will last a 

lifetime. 


Richards Wilcox Mfg. 0. 


AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicago Minneapolis KansasCity Los Angeles SanFrancisco Omaha_ Seattle Detroit 


Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON,ONT. - Winnipeg 





(957) 
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Further Increase in New England Sales— 
Seasonal Lines Active Despite Poor Weather 


(Boston office of HARDWARE AGE) 


r can be said that further progress has been made in 


New England in retail 


are being sold to the public. 
steadily growing smaller. 


ness and expect it to come to him. 


keen as is wholesale and mill. 


AIR RIFLES.—Although not brisk, the 
demand for air rifles is better, say job- 


bers. Prices are steady. 
We quote from Boston jobbers’ 
stocks: 


Air Rifies.—King line, single shot, 


No. 21, $12 per doz. net; new model, 
500 shot, $14. Daisy line, single shot, 
No. 12, $12 per doz. net; 350 shot, 
$16; 1000 shot, $24: pump gun, $40; 
lever action, 500 shot, No. 30, $20; 
military model, No. 40, $40: Hamil- 


ton guns, $2.30 and $2.65 each. 
APPLE PARERS.—With the coming 
of the apple blossoms, some of the re- 
tail trade are beginning to place orders 
for apple parers to be delivered later 
in the season. 


We quote from Boston’ jobbers’ 
stocks: 

Apple Parers.—Little Star, $9 r 
doz. net; Rocking table, $12; Goodell 


turntable, No. 98, $12. 

AUTOMOBILE ACCESSORIES. — No 
specific schedules have been received 
by jobbers from manufacturers of auto- 
mobile tires. About all that is known 
here is that prices have gone up. Job- 
bers here are standing pat on price 
schedules, and retail dealers should 
take advantage of this fact. 


BARBED WIRE.—Wholesale prices on 
barbed wire have been reduced about 
20c. per cwt. Revised prices follow: 


We from Boston jobbers’ 
stocks: 

Barbed Wire.—From mill, 
Lyman, in car lots, $3.50 per 
in less than car lots, $3.75. 
twisted, galvanized, in car lots, 
100 Ib.: in less than car 
' From stock galvanized two- 
ply, twisted, S80-rod reels, $3.57 per 
reel; galvanized Waukegan, 4-point, 
S0-rod reels, $4.18 per reel. 


BICYCLES.— All things considered 
sales of bicycles are quite satisfactory 
to the jobbing trade. It appears the 
average buyer is conservative, yet when 
monthly bookings are footed up the 
aggregate machines sold is quite rep- 
resentative. 


We quote 
stocks: 

Bicycles. ——Men’s 20-in., $28.50 each 
net; 22-in., $28.50; arched bar, $29.50; 
motor bike type with double bar, $31. 
Women’s, 20-in., $30.50. Girl's, 17-in. 
$28. 

Boycycles.—No. 1, No. 
2. $10; No. 3, $13; 


quote 


4-point, 
100 Ib.:; 
Two-ply 
$3.50 
lots, 


from Boston jobbers’ 


$9 each net; 
No. 4, 5 


hardware merchandising. 

Weather conditions have not been altogether favor- 
able, yet in a general way increasing amounts of stock 
The situation is still more 
or less spotty, but the number of delinquent merchants is 
It is certainly no time for the 
retail merchant to sit back and complain of poor busi- 
It’s an era of “get out 
and hustle,” and those retailers who are doing so appar- 
ently are having success; some of them notable success. 
Competition for retail business unquestionably is just as 
Competition being keen, 
it is volume that will count in the final checking up. 
Nature is doing everything possible under the circum- 
stances to help the hardware merchant to sell goods, 











withstanding. 


say jobbers. 


ness. 


BOUQUET HOLDERS.—Quite a nice 
little business in bouquet holders is 
passing through wholesale channels. 
Sales to date are somewhat ahead of 
those for last year. 


We quote from Boston jobbers’ 
stocks: 

Bouquet Holders. — Painted iron, 
35c. each; glass, with holder, 60c. 
each; metal, No. 22, $1.40 per doz. 
net. 


CAGES.—For a comparatively new 
line to be handled by hardware stores 
in general, bird cages are selling re- 
markably well. 
We quote 
stocks: 
Bird Cages.— Brass assortment, 
119%, three in assortment, $12 
net; steel, white enamel, six in as- 
sortment, $9.75; brass, No. 2, six in 
assortment, $16.50. 
CARTS AND WAGONS. — Coaster 
wagons and skooters continue to hold a 
prominent place in the retail hardware 
field. Every so often the retail dealer 
makes up his mind it’s time to go easy 
on re-orders, only to get the shock of 
the urgent necessity of coming across 
once more. Jobbers say the movement 
of goods out of stock is one steady flow. 


from Boston jobbers’ 





We quote from Boston jobbers’ 
stocks: 

Kiddie Kars. ‘ial, two in car- 
ton, No. 101, $2.25 each list: No. 102, 
$3; ‘o. 103, $3.75; No. 104, $4.50; No. 
105, $5 

Kiddie Koasters.— One to carton, 
No. os $10.50 each list; No. 606, 
$11.7 

Kiddie Karts.—Special, No. 201, $3 
each list: No. 202, $4: No. 203, $5; 
No. 204, $6: No. 205, $7. 

Pedal Kars.—Two in carton, No. 
124, $4.25 each list: No. 125, $5.25; 
No. 154, $5.75; No. 155, $6.75. 

Kiddie Skooters.—Two in carton, 
No. 801, $4 each; No. 802, $5: No. 
S02BR, $6. 

Discount 33% per cent. 


CULTIVATORS.—Home gardens hav- 
ing advanced to the stage where more 
attention is needed, cultivators are in 
better demand. 
We quote 
stocks: 
Cultivators.—Three-pr ong, $6.75 per 
doz. net; five-prong, $9.6 
EGG BOXES.—Quite a shaihe business 
in egg boxes has been built up by the 


local jobbing trade this season, which 


from Boston jobbers’ 





which accounts for the volume of sales, cool weather not- 


One of the best barometers of business is collections, 
and collections are improving. 
backward merchants will clean up accounts this month, 
It is interesting to note that under the 
stress of violent opposition the Massachusetts legislature 
did not push through its eleventh-hour extra tax on busi- 
It did, however, pass a bill that carries a jail sen- 
tence for the second conviction within six months for 
drunken driving, and another making it necessary for 
automobile owners to carry liability insurance. 
two bills should make driving of automobiles safer, and in 
the long run help the sale of automobile accessories. 

Mill supply wholesale houses, for the first time in 
weeks, report business as more active, and the heavy 
hardware jobbers appear to be getting along nicely. 


Indications are the most 


These 


means that retail dealers are finding a 
customer for such merchandise. 
We quote from Boston jobbers’ 
— 
Boxes.—Paper, 500 to a bun- 
ale" 6.50 per 1,000. 
FLASHLIGHTS.—The advance sum- 
mer holiday trade in flashlights has 
made its appearance in the wholesale 


market. Some of the initial orders are 
quite flattering. 
Ph. quote from Boston jobbers’ 


ocks 

ste lashlights. —Eveready, Nos. 2602 
and 2630, less than 6, 75c. each net 
6 or more, 69c. Nos. 2604 and 2631, 
less than 6, 90c. each, 6 or more, 83c. 
Nos. 2612 and 2632, less than 6, $1. 05 
each, 6 or more, 97c. Nos. 2660 and 
2661, less than 6, 87c. each, 6 or 
more, 80c. Nos. 2616 and 2634, less 
than 6, $1.20 each, 6 or more, $1. 10. 
Nos. 2619 and 2633, less than 6, $1.35 
each, 6 or more, $1.24. No. 6993, less 
than 6, $1.14 each, 6 or more $1.04. 


HAMMOCKS.—In contrast with many 
other lines, hammocks have not sold 
very well to date. Weather conditions 
of late have been against them. Re- 
tail dealers are believed to be lightly 
stocked, consequently wholesale houses 
anticipate a rush of business later. 


We from Boston jobbers’ 
stocks: 

Hammocks.—Couch styles, stand- 
ard makes, boxed mattresses, deep 
valance, No. 54, windshield and ad- 
justable head rest, $11 each net; No. 
84, windshield and adjustable back 


quote 


and head rest, $17.50. Canopy, 
green and gray, $6.50; angle iron 
stand, $3.75; chain, 3-in., $2.50 per 
doz. pair; 6- in., 

ard makes, $35 to 





$100 per doz. net. 

IRON AND STEEL.—Jobbers still re- 
port that the individual order for iron 
and steel as a rule is small. But they 
add that weekly sales are coming ahead 
quite briskly of late. It has come a 
time of year when much outside work 
can be accomplished aud users of iron 
and steel evidently are busier. 





We sate from Boston jobbers’ 
stocks 
el bars, $3.25% per 
100-Ib. es flats, $4.15: plain con- 
crete bars, $3.26 1% deformed con- 
crete bars, $3.26% ; tire steel, $4.50 to 
$4.75: open-hearth spring steel, $5 
and $10: crucible spring steel, $12; 
bands, $4.01% to $5: hoops, $5.50 to 
$6: half rounds, $4.90; ovals, $4.90; 


hexagons, $3.26%; cold rolled steel, 
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Disston No. 3 Bevel 


Blade of toughened Disston-Made 
Steel. Iron stock, nickel-plated. 
Has the exclusive Disston lock. 
Sets easily and stays set. <A 
quarter turn of the thumb screw 
locks or releases it. Blade cannot 
J fm / slip. Jars do not disturb adjust- 
Me? da ™ ment. 


Your customers’ faith 
in the Disston name 
makes easier sales for you 


A customer asks for a Disston bevel, a Disston saw, 
a Disston try square,—or any tool that bears the Disston 
name. 

You take the tool from the shelf, wrap it, and the 
sale is made. 

Or your customer just asks for a ‘‘a bevel,’’ ‘‘a saw,”’ 
or a ‘‘try square.’’ You hand him a Disston. He accepts 
it immediately for he knows the name. 





Disston Adjustable 


Plumb and Level Your profit is bigger because the sale is made 
H is the Disston No, 16—a . . . ° . “\ 
ee Oe Pe quickly. Your time is not wasted in selling talk 
Has the Disston adjustment— pointing out this feature and that convenience. Over- 
operated with screws working . : , ns ; 
in wood; cannot rust; always coming objections—giving assurances of quality. 
easy to ee No springs to get 
out of order. The Disston name does all that for you. The whole 


world knows the Disston name. For 85 years they have 
bought with confidence the tools that bear it. 


You can make that buying confidence one of the 
big assets of your store. 








Disston No. 5'4 Try 


Square With the Disston line you can operate with lower 
Toughened blade of Disston- - . 
Made Steel always lies flat on overhead and reduced selling costs. You can get in- 
the work. Iron stock is nickel- 
plated. True inside and out. creased turnover—and greater profits. 


An accurate, reliable tool that 
the carpenter wants. 


Henry Disston & Sons, Inc. 


Makers of “The Saw Most Carpenters Use” 
Philadelphia, U. S. A. 


DISSTON 


“The Sew Me wee” AWS TOOLS FILES KNIVES STEEL 
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calk steel, $6; 
and be ams, 
to $3.59. 
“bars, 
Wayne, 
$6.60 ; 


$4.05 to $4.55; toe 
structurals, angles 
33.36%; plates, $3.36% 

lron.—Refined, iron 
best refined, $4. 60; 
Norway iron rounds, 
and flats, $7.10 

Differentials.- 


squares 


Quality, lots of less 


than 1000 Ib. of a size, 50c. per 100 
Ib. extra; lots of 1000 to 1999 Ib., 20c. 
extra, 

LADDERS.—AIl kinds of ladders are 





selling freely, according to the jobbers. 
In fact, sales are well in excess of 
those for the corresponding date last 
year, and jobbers in some _ instances 
have been obliged to replenish stocks 
on certain styles and sizes. 


LAWN ACCESSORIES.—AII lawn ac- 
cessories are selling well, but lawn 
mowers and hose apparently are doing 
better than some other items. During 
the past week more business was placed 
with jobbers here for lawn mowers than 
in any similar period this season, and 
reports on hose are equally optimistic. 
We quote jobbers’ 
stocks: 5 
Lawn Mowers.—Jewel, 14-in., $14.25 
each list; 16-in., -_— Colonel, 16-in., 
18, 18-in., $18.75. Newport, 16-in., 
1&8-in., $17.7! canons, 16-in., 
$19.75; 18-in., $ 20.5 Ambassador, 
16-in., $24; 18-in., 95. Imperial, 14- 
j - 16-in., $32; 18-in., $34; 20-in., 
$36. Regal, 16-in., $36: 18-in., $38. 
Discount 50 per cent. Competitive, 
14-in., $5.50 each net; 16-in., $5.75; 
18-in., $6.10; 12-in., $5.15. 
Lawn Trimmers. Popular makes 
$15 each list. Discount, 50 per cent. 
Factory Shipment.—On direct fac- 


from Boston 


I, 


tory shipments up to 30c. freight on 
ten or more machines is allowed. 

Lawn Roller.—Water weighted, 18- 
in. diameter x 24 in. long, $13.34 each 
net; _— diameter x 24 in. long, 
$15. 

aT Lawn, 2 gms * per 
doz. net; fountain, half circle, $5.50. 
Rain King, $2.34 each net. 

Lawn Rakes. Wood, three-bow, 
$8.75 per doz. net: steel, $9. Two- 
bow, wood, $6.90: steel, $7.15. Hand 
made rakes, three steel bows, 28 
teeth, $10 per doz. net. 

Hose.—-Garden, B & D, %-in., 9c. 
per ft. net; %-in., 10c.; % -in. 10% 
Reading, ™%-in Tic. -in., 7c. ; 
¥ -in., Sle, Bull Dew. ; é-in., 13c. 
ae Luck, %- in., 10c. Milo, *2-in., 
11! Vim, —_. Sl4c.; *-in., 
I - %-in., 10% Pixon, 4-in., 

7 the. ; %-in., 8K%e.; % -in., 9 Le, 


on wire 
per cwt. 


NAILS S.— Jobbing quotations 
nails have been reduced 20c. 


We quote from Boston jobbers’ 
stocks: 

Nails. — Wire, from store, $3.80 per 
keg base; from mill, in car lots, $2.80 
per keg base; in less than car lots, 
$3.05. Cement coated, in count kegs, 
from mill, in car lots, $2.40 per keg 
base f.o.b. Pittsburgh: in less than 
car lots, $2.65, from store, $4.60 a 


keg base. Cut nails, from store, $4.2 

per kee base. Hardened steel  entag 
direct shipments, $8.10 per keg base. 
Western cut nails, direct shipments, 
in car lots, $3.60 per keg base f.o.b. 
Pittsburgh; in less than car _ lots, 


$3.75. Tremont eut nails, direct ship- 
ments, $3.95 per keg base, f.o.b. 
Wareham, Mass.: hardened _ steel 
floor nails, direct shipments, $7.60 
f.o.b. Wareham. 
PAINTS AND SUPPLIES. — New 
prices have been issued on painters’ 


Savogran, which show a slight modera- 
tion. Otherwise paint and paint sup- 
ply prices remain as heretofore, while 
business is all that could be desired. 


We quote 
stocks: 


from Boston jobbers’ 


Savogran.—In 5-lb. boxes, 12c. per 
Ib. net; in 28-lb. boxes, $11.80 per 
cwt.; in half keg, 60 Ib., $11.60; in 
half barrels, 160 Ibs., $10; in kegs, 
110 Ibs., $11.20. 

Dry Paste.—In 1-lb. bags, $14 per 
cwt. net; in 2-lb. bags, $13: in 5-lb. 
bags, $12.20: in 95- ~~ kegs, $11: in 
190-lIb. barrels. $10.3 
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Whiting. — Bolted, in barrel lots, 
$1.75 per cwt. net. 
Wall Sizing.—In 1-lb. 
per Ib. net; in 25- ~ 9 drums, 
in 15-lb. drums, 161 
Putty.—Commerc ial 
Ib. drums, $3.25 per cwt. net; in lots 
of 500 Ib. or more, $3: in 25-lb. tin 
pails, less than 100 Ib., $4.50 per cwt., 
in lots of 100 to 500 Ib., $4.25: in lots 
of 500 Ib. or more 4e. ; in 5 Ib. tins, 
less than 100 Ib., $5.25 per cwt.; in 
lots of 100 to 500 Ib., $5 >: in lots of 500 
lb. or more, $4.75. Black putty costs 


tubes, 18'%c 
17 4c, ’ 


white, in 130- 





25c. per cwt. more than the afore- 
going prices. 

Sponges. sau grass, 10 to 12 
to the pound, 15c. each net; Florida 
yellow, cut, 8 to 10 to the pound, 30c. 


Cuba sheep wool, cut, 8 to 10 to 
each; Rock Island, 6 
$1 each. 


each : 
the pound, 55c. 
to & to the pound, 


Chamois.—Black, best grade, 12 x 
16-in., $4.75 a doz. net; 16 x 21-in., 
$10.50; 19 x 25-in., $15: 23 x 26-in., 
$18.50. sgrute, not shaped, 31 x 21-in., 
$21.50 per doz. net. 

Steel Wool. i-th. spools, No. 00, 
66c. each net: No. . 4c. ; No. 1, 35c.; 
No. 2, 3lc.; No. - 27c. In 25c. pack- 


2 and 3. $1.80 a doz. 


ages, Nos. 9, 1, 
Nos. 00, 0, 1, 


net. In 10c. packages, 
2 and 3, $7 per gross. 


PATCHING PLASTER.—Good reports 
are had from distributors, both whole- 
sale and retail, of patching plaster. The 
amount of this merchandise sold month- 
ly is quite remarkable. 


We quote from Boston jobbers’ 
stocks: 

Patching Plaster.—No. 3, $1.80 per 
doz. net; No. 6, $3: No. 10, $4.20. 


RUBBISH BURNERS.—There appears 
to be a very good call for rubbish burn- 
ers all the time. Restrictions placed on 
fires by towns throughout New En- 
gland, because of the serious forest 
fires, have done more than anything 
else for the sale of rubbish burners. 


We quote from Boston jobbers’ 
stocks: 

Rubbish Burners. — Cyclone, No. 2, 
$2 each net. e 


SCREW HOOK HINGES.—Screw hook 
hinges heretofore have been sold on a 
basis of 100 weight. They are now sold 
per pair. 
We 


stocks: 


quote from foston jobbers’ 


Screw Hook Hinges.—-No. 821, 6 in., 
°fe. per pair net: S8-in., 28ec.; 14-in., 
38c.: 12-in., 44¢c.: 14-in., 62c.: 16-in., 
&6ce.: 18-in., T5e.: 20-in., &3c.: 22-in., 
96ce.: 24-in., $1.18: 30-in., $1.33. 

SK ATES.—Business in roller’ skates, 


which a month ago was quite brisk, 
has slumped. 


We quote from Boston jobbers’ 
stocks: 

Roller Skates. — _ Children’s, with 
strap toe, 7c. per pair net: with 
clamp toe, T5e. Roys’ and girls’, 
plain bearings, $1.19: ball bearing, 
$1.50. 

Ice Skates.—-Union Hardware Co. 
line, No. 1624, 89%c. 92 nair net: No. 
1624%, $1.24 No. 1824, $2.06; No. 
19294% 3.1 

Hockey Skates.—No 52414. $1.26 a 
pair net; No. 4244, $1.74: No. 92414, 
rar Canadian, No. 5%, $1; No. 7%, 
1.67. 

Ladies’ Skates.—-No. 52. 97c. a pair 
net: No. ry . Canes No. »24UuL, 
$1.62; No. 5624™%, $1.14: No. 572416 
$1.92: No 592414, $3.50. 

Outfits.__Men's No. 72. $3.65 a pair 
net: ladies’ No. 74, $3.65: men's 
No. 130, $6: ladies’ No. 093, $6.50: 
all Goodyear’ welds. Tubular No. 
90, grav enameled, $5.50: nickel 


plated, $6.50. 


Skate Straps.— Black or ruseet, 
with common brekle, °?0-in., $1. 
per doz., net: 26-in., $1.75: 30- in. 
$1.75: 36-in.. $3: 42-in., $3.75. With 
— buckle, 20-in., $1.50 30-in., 


SPRAYERS. — On the other hand, 
sprayers are moving in a satisfactory 
manner, say jobbers. Why sprayers 
should be in demand and sprays in lim- 
ited call is difficult to explain. 
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We from Boston jobbers’ 


stocks: 


quote 


Sprayers.—Pints, $3 a dozen net: 
quarts, $4.20 to $6.80; compression, 
$4.50: pump, $3.50. Knapsacks, $33 
a doz. 


SPRAYS.— Although gardens have 
reached the “cultivating” stage, they 
do not require sprays, consequently 
sales are only fair at best. 


We from Boston jobbers’ 
stocks: 

Pyrox.—One lb. jars, 24 to crate, 
$7.32: 5-lb. crocks, 12 to crate, $15; 
10-Ilb. crocks, 6 to crate, $13.50; 25- 
lb. containers, 4 to crate, $20.50; 50- 
Ib. kegs, $8.75; 100- Ib. kegs, $13.75; 
300-Ib. kegs, $39.75. In less than case 
lots, 1-lb. jars, 32c.; 5-Ib. crocks, 
$1.30: 10-lb. crocks, $2.35; 25-lb. con- 
tainers, $5.30. 

Arsenate of Lead.—In case lots, in 
paste form, 1-lb. cans, 24 to the case, 
23c. a lb., 2-lb. cans, 25 to case, 22c.; 
5-lb. cans, 12 to case, 20c.; 10- Ib. 
cans, 6 to case, 18c.; 25-lb. cans, 4 
to case, 1l6c.: 50-lb. cans, 15c.; 100- 
lb. cans, 1l4c. In dry form, in 1-in. 
packages, 24 to case, 33%c. per Ib.; 
5-lb., 12 to case, 29%4c.; ‘10-lb., 6 to 
case, 27%c.; 100-lb., 24 ¥4c. 

Dry Lime Sulphur.—In 1-lb. pack- 
ages, 20M%c. a Ib.; 5-lb., 17%c.; 10-Ib., 
15%c.; 25-lb. drums, 12'%c.; 50-Ib., 
lic.; 100-Ib., 10c. 

Lime Sulphur Wash.—Quart con- 
tainers, 3lc. each net; gallons, 59c. 

Carbola.—In 5-lb. packages, $6 per 


quote 


doz. packages; in 10-lb. packages, 
$10: in 50-Ilb. bags, $3.33 per bag; in 


bags, 6c. per Ib. 


200-lb. 
from Boston jobbers 


We quote 
stocks: 

Paris Green. —In 1-lb. papers, 38c. 
net; in %-lb. papers, 40c. Ib.; in \4- 
Ib. papers, 43c. Ib. 


Black Leaf.—In 1-o0z. bottles, $2.68 


per doz. net. 

Bug Death.—In 1-lb. a ey $1.44 
per doz. net; in 3-lb. packages, $3.75 
per doz.: in 5-lb. packages, $5.62 per 
doz. ; in 121% -lb. packages, $13.50 per 
doz.; in 100-lb. lots, $7.50 each. 

eee Bordo. — In 1-lb. pac kages, 
23% net; in 5-lb. packages, 19}ec. 
per 1b. ; in 25-lb. packages, 16} 6c.; in 
50-lb. packages, 14%c.; in 100-Ib. 


packages, 13 %c. 
STAPLES. — Jobbers’ quotations on 
fencing staples have been cut 10c. per 





cwt. New prices follow: 

We quote from Boston jobbers’ 
stocks: 

Staples. — Galvanized fence, from 
stock, in full kegs, $4.90 per cwt. 
From factory, in car load lots, $3.60 
per cwt., net; in less than carload 
lots, $3.75. 

STOVES. stoves are selling. 


Sales so far this season have been up 
to those of a year ago, and jobbers are 
confident that by the end of the season 
the showing will be even better. 


We quote from Boston jobbers’ 
stocks. In lots of ten a discount of 
30 and 5 per cent is allowed on list 


prices. 
LIST PRICES 

Nesco Oil KTH Stoves. —No. 212, 
2 burners, $17.35; No. 211, 1 burner, 
$9.50: No. 213, 3 burners, $22; No. 
214, 4 burners, $28; No. 215, 5 bur- 
ners, $39.50: No. 1102, high shelf 
only, $5.25; No. 1103, high shelf only, 
$6.50; No. 1104, high’ shelf only, 
$8: No. 1105, high shelf only, $9.75. 

Rockweave wicks, $2.10 doz. 

Nesco Ovens. —wNo. 05, 1 burner 
solid door, $2.10; No. 5, 1 burner, 
glass door, $2. 5: No. 010, 1 burner, 
solid door, $4.15; No. 10, 1 burner, 
glass door, $4.40; No. 020, 2 burners, 
solid door, $5. 5: No. 20, 2 burners, 
glass door, 1 0: No. 030, 2 burners, 

$5. 


awe 
w 
mos 


Stele 


SiS bbe 


solid door, + No. 30, 2 burners, 
glass door, 

Nesco water icaiaies list price $45. 

Cook Stoves.—Oil, 1-burner, $9.50 
each list; 2-burners, $17.35: 3-burn- 
ers, $22; 4-burners, $28. Discounts, 
30 per cent; in lots of ten, 30 and 5 
per cent. Detroit Jewel line, 2-burn- 
ers, without high shelves, $12. 50 and 
$13.50 each net; 3-burners, $15.50 and 
$16.50; 4-burne rs, $19.50 and $20.50. 
Shelves for 3-burne ‘rs, $4 and $4.50; 
for 4- burners, $4.75. 
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lThere is no closed season for 


WAFFLES 


Don’t chuck your Griswold Waffle Irons under 
the counter just because warm weather’s ap- 
proaching. Griswold Waffle Irons are such fast, 
perfect bakers they invite the easy making of 
waffles for any meal in the day, any day in the 
year! A little concentration on Griswold Waffle 
Irons right now will repay you many times over. 
The Duluth Glass Block Co., Duluth, Minn., sold 
50 Griswold Waffle Irons during one day’s sale. 
S. Kann and Sons, Washington, D. C., sold over 
200 during three days’ sale! The Griswold 
Waffle Display Stand—free with your order— 
shows the several styles to advantage. Regular 
or heartstar designs, low and high frames, cast 
iron and cast aluminum. All the highest quality 
known. 


» 
- 
= 
oe 
~~ 
. 
Ps 


Griswold Bolo Ovens are especially fast sum- 
mer sellers. ‘These remarkable ovens are big 
oven, little oven in one. ‘They cook fast and 
slow at the same time. They don’t heat the 
kitchen. Housewives can reduce the size of the 
oven to suit the size of baking . . . or pre- 
pare whole dinners from meat loaf to dessert at 
the same time with the same heat. It will pay 
you to carry all Griswold nationally known, high- 
est improved Cooking Utensils. Write for de- 
scriptive folders and prices. 


The Griswold Mfg. Co., Erie, Penna., U.S. A. 


Makers of Extra Finished Cooking Utensils in Cast Tron 

and Aluminum, Waffle Irons, Food Choppers, Reversible 

Stovepipe Dampers, Fruit Presses, Mail Boxes, Bolo and 

other Portable Bake Ovens, Gas Hot Plates and Electric 
Waffle Bakers. 


THE LINE THAT’S FINE AT COOKING TIME 








Trace-mark 
Reg. U. S. Pat. Off. 


This Griswold Waffle Iron Display Stand in the 
center of your window will stop folks dead in their 
tracks. Just the sturdy, capable look of these cast n 
iron utensils invites possession! And the name Gris- GRISWOLD 
wold is a synonym of satisfaction. 


GRISWOLD 
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Strong Demand for Builders Hardware— 


Cool Weather Retards Sales of Spring Lines 


ALES, both wholesale and retail, have been fairly 

active. There has been a good demand for garden 

hose and sprinklers, owing to the dry spell, but, on 
the other hand, lawn mowers and steel goods have not 
been moving in such good volume. 

Prices, in general, are not any too firm, as there have 
been several reductions made on staple items, starting 
with May 1. Sales on building materials are being well 
maintained, there being no recent change in prices. Build- 


ers’ hardware is in excellent demand. 


AUTOMOBILE ACCESSORIES. | CHAIN.—The demand is good. Prices 


Sales do not show much improve- | are unchanged. 


Although production of steel declined a little in the 
Chicago district during April, indications are that the 
bookings in May will be heavier, as inquiries to date have 
been about 100 per cent over those of last month. Op- 
erating capacity has adjusted itself to the decreased de- 
mand with the industry working between 90 and 95 per 
cent of capacity. 

Collections are dragging, but an improvement can be 
expected with a little warmer weather which will enable 
the merchant to cash in on his spring merchandise. 


FIELD FENCE.—Business is reported 
as good. Prices are unchanged. 


> s been unfavor- We uote from jobbers’ stocks, We quote ——- jobbers’ stocks, 
ment. The weather - f.o.b. Themen: RM - a proof coil f.o.b. Chicago: 726-6-121%4, $30.38 per 
able for touring. chain, $8.50 per 100 Ib.: Tenso, Bull 100 rods; 1948-6- 144%, $45.92 per 100 
We quote from jobbers’ stocks, Dog and Brown coil chains, 50-10 rods. 
per cent discount; No. 00-4% elec- FILES.—The demand is steady. Prices 


f.o.b. Chicago 
Spark Plugs. Ong oe f, 50c. each; 


tric welded cow ties, 


regular, 58c. each; Champion X, 45. COPPER RIVETS AND BURRS.— 


$2.75 per doz. 
are firm. 


We quote from jobbers’ stocks, 


each: Champion Blue Box line, 53c. ; . 
each: A.C. Titan, 5Re. each 3 eo The market continues firm. Satisfac- f.o.b. Chicago: American files, 60-10 
a 56c. A. C. Special Ford, C. tory sales are reported. per cent off list; Nicholson files, 50 
eac , > — per cent off list; Black Diamond files 

— Anderson, No. 3280, We quote from jobbers’ stocks, a0..10.5 > se - ’ 
“spot Lights , f.o.b. Chicago: Copper rivets and 40-10-5 per cent off list. 
” Horns.—E. A. Electric (Ford), $4 burrs, 35 per cent discount. FISHING TACKLE.—Retailers are 
each. ee hn DRAIN PIPE CLEANER.—Sales are | preparing for an active demand with 

Jacks.—Ajax No. 6, 90c. each; Na- : . + . 
tional Standard No. 21, $1.20 each. good. No change in price has been | the opening of the fishing season ap- 

Pumps. = Rose, 14 -in. cylinder noted. proaching. 
$1.55 eac ', Te »bers’ st 

Chains.—Non-skid, dozen pair lots, Lob Chicago: Jopbers’ stocks, =| GALVANIZED WARE.—Manufactur- 
3% per cent discount; 00 pair lots, anne. hg eng —., ve turers have made no price changes. 

SC z | , cleaner, in », net cans, in lots o 7 . 

Tires and Tubes.—30 x 3% oversize doz., $2.70 per doz.; in lots of 6 doz., Tubs are plentiful; pails, however, are 
cord tires, $9.45 each: regular cord, $2.60 per doz.; in 12 doz. lots, getting scarcer as the big demand for 
$7.45 each; gray inner tubes, 00 X $2.50 per doz. : : : 

3% $1.20 each: red inner tubes, 30 x Same, in 2 Ib. net weight cans, in spring continues. April sales for gal- 

315, $1.50 each. lots of 2 doz., $4.90 per doz.; in lots vanized after made water pots were 
AXES.—There has been no change in - Ry ves} yy A eilge and in lots exceedingly heavy, due to the pro- 
price; the demand is steady. Hercules tile and porosiatn cleaner, tracted dry spell. Jobbers’ prices are 

ra : aa? gimaly in Ib. net weight cans, $2 per doz. : 

We quote, from Jobber: stocks, | in lots of 2 “dos mat quite ao fem. 

hitted unhandied axes. 3 to 4 Ib.. Hercules boiler liquid, in 1 at. We quote from jobbers’ _ stocks, 

$14 doz. base: double bitted, $19 doz can, $3 each; in doz. lots, $2.50 f.o.b. Chicago: Competition galva- 

hase: good auality black unhandled each; in 1 doz. , $2.25 each. nized after made water pails, genuine 

eno bn me single bitted. $13 Same in % gal. cans, $5 each; % riveted ears, 10-qt., $2.30 doz.; 12-qt., 

GACS, & , La : doz. lots, $4.75 seats and in gal. $2.50 doz.; galvanized wash tubs, No. 


r. base: single bitted handled axes, 
doz. base; single tted lL é came, 99 enck. 


a 36 doz.; No. 2, $6.85 doz.; No. 3, 
$7.75 doz.; No. 8 galvanized wash 


$15.50 to $24 per doz., according to 
ality and grade of handle; limited EAVES TROUGH AND CONDUCTOR ll nt FE i a sate 


quality 


ree ‘ > ruar: Ee al led . . 
percentage unguaranteed —handlec PIPE.—Prices are firm. A very satis- doz.; 1-gal. tin breast galvanized 


axes, $12 per doz. base. 


BASEBALL GOODS.—With weather booked. 


kerosene cans, $2.50 doz.; 5-gal. gal- 


factory volume of business is being vanized oil cans, galvanized breast, 


$7.65 doz.: 1%2-bu. galvanized after 


‘6 ” 
seball sea- 

permitting the “sand lot base ‘ d We quote from jobbers’ stocks, made baskets, $4.75 doz.; 1-bu. gal- 
son to open, the demand has increase f.o.b. Chicago: Single bead lap joint pie ano a beets 407 doz. ; ny 
gutter, 5-in., $4.50 per 100 ft.: corru- Baivanized baskets 75 doz.; galva- 
and sales are very good. gated conductor pi 3-in., $4.75 per nined after made watering pots, roses 
< . —Business is re- 100 ft.; plain ridge roll, 1%-in., $4 wi screw face _and base, %-doz. 
BOLTS AND NUTS.—B per 160 ft.: corrugated conductor el- crates, 6-qt., $5.70 per doz.; 8-aqt., 
$6.25 per doz.; 10-qt., $7.50 per doz.: 


ported as good. No change in price. bows, 3-in., $1.36 doz. 


12-qt., $8.75 per doz.; 16-qt., $9.95 per 


We quote from jobbe - Bae ELECTRICAL AND RADIO MER- doz. 
f.o.b, Chicago: Carriage bolts, Cc CHANDISE.—Electrical merchandise,| GARDEN HOSE AND LAWN 





thread, 50 per cent discount; small , , 
‘arriage bolts, rolled thread, 50-10 generally, is moving in better volume. | SPRINKLERS.—Sales for this spring 
per cent discount; machine bolts, cut Flashlight. f d batt busi : : 
thread, 50-10 per cent discount: Blas 7 » ian, an attery business | show an improvement. Prices are un- 
small machine bolts, rollec iread, Is good. changed 
50-10-5 per cent discount; all stove . " , — ae ° 
bolts, 75-5 per cent discount; lag PP ~~ ieee ee Se, We quote from jobbers’ stocks, 
screws, 60 per cent discount. cameos tuhentinn .. Me. 14 qustity  motied egg Oe Day 
BUILDERS’ HARDWARE.—tThe de- rubber-covered wi $7.90 per 1000 per ft.; %-in., 13c. per ft.: 3-ply 
/ . (* ft.: in 1000-ft. $7.65; No. 18 zood suafity, "wrapped. %-ir 10c. 
mand continues steady. Prices are a lamp cord, $14.50 per 1000 ft.; in per ft ¥, -in. on" per 7 eee 
trifle firmer, and manufacturers are gg gg Pw a, — brush good quality, “wrapped, %-in., 12c’ 
booked with a very satisfactory volume way plugs, 60c. in lots of 10, 00d pg Mh g Pig My 4 
of business 49%c. each; one-piece attachment ft.; %-in lic per ft. Lawn sprin- 
‘ ‘ plugs, 18c. each; two-piece attach- klers, Rain King, $28 doz. ; original 
We quote from jobbers’ stocks, ment plugs, 12c. each; dry _ cells, fountain sprinkler, $8 d R nb - 
f.o.b. Chicago: 2% x 3% steel butts, boxes of 50, 30%c. each; less than 38-in. high, $24 doz. 0z. ainbow, 
case lots, old copper and dull brass case lots, 34c. , 
finish, $2.76 per doz pair; ‘ x 4 No. 766, $1.40 No. 767, $2.62 GLASS AND PUTTY.—The glass busi- 
steel butts, old copper and dull brass each. i i i 
finish, $3.84 per doz. pair; heavy Battery Chargers.— Apeo line, in ness remains quiet. No price changes. 
steel bevel inside sets, case lots, lots of less than 10, $13.50 each, net. We quote from jobbers’ stocks, 
$6.75 per doz.; steel bit-keyed front Tubes.—Cunningham and R. C. A. f.o.b. Chicago: Single strength A, 25- 
door sets, $1.75 per set; wrought $3 list. Discount, per cent. in. bracket, 87 per cent discount; sin- 
brass bit-keyed front door sets, Loud Speakers. — Western Electric gle strength A, 34 to 40 in. bracket, 
$3.25 per set; cylinder front door No. 522W, $9.50 li Discount, 30 85 per cent discount; single strength 
A, all other brackets, 84 per cent 





sets, $7.50 per set. per cent. 


Reading matter continued on page 100 

















May 14, 1925 HARDWARE AGE 99 


‘Now You Can Have Easily Accessible 
Locked-Up Records of All Transactions 
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The operation of this new autographic register is 
remarkably simple. Just one stroke of the crank 
is necessary—a short quick pull—and automatically, 


—working copies are issued for distribution, 


—the record copy of the transaction is detached and 
filed in numerical order in a special locked compart- 
ment, 


—a new set of forms is brought into writing position. 





This new device meets a long felt need of easily 





. origina, () PACKING LIST() ori" s ° . . 

es a. accessible locked-up record copies. It eliminates 
mW enn the inconvenience of unhandy rolls to unwind and 
ee rewind. With the Record-Filer all record copies 


Sg are detached and filed. 


eee Unlock the record compartment and there are the 

















Sete ee records—face up and in numerical order, with the | 
eae last transaction on top, ready for instant reference 
¢ 
ee or for transferring to post binders or other files. m 
i a 
, ee , Our systems experts, men especially trained for the purpose, are 4 
The “‘Packing List” system illus- prepared to give you full information about this or other SHOUP- o 
trated above represents a compos- ALIGNBR models, and to show how they may be used in con- ? ; 
ite of forms used by one hun- nection with your present systems. For a free consultation, which , Autographic 
dred prominent concerns investi- will not obligate you in any nk Op the coupon below and send ¢ Register Co. 
) l t t it along. You owe it to yourself and your business to become 
ane gy age ov veg ry house acquainted with this latest development in autographic registers. o 350-358 10th St. 
order, and Triplicate is filed in Pl Hoboken, N. J. 
Shipping Department. y" 


Systems such as this—or your e Gentlemen: 

cn freent fovea". AUTOGRAPHIC REGISTERCOMPANY _’ 

with the new RECO ¢ —_ ' me @ ~ 
or with other autographic regis- ORIGINATORS OF CONTINUOUS \PRINTED FORMS 1 ee send me complete 
ter models for a variety of pur- details about the new Shoup- 


my age us to tell you where 350- 358 10th STREET HOBOKEN, NEW JERSEY ,¢ Ps Aligner Record-Filer. Please tell 
: me about other Shoup-Aligner Models. 
Represented in Canada by o 
AUTOGRAPHIC REGISTER SYSTEMS, Limited o 
110 St. Peter Street, Montreal, Quebec Pe 
. 
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¢ 
ft i oe So Aaa eke as oan cells allel Gueen ed were 
y ak 























100 


double strength A, all sizes, 
double strength 
Putty, pure 
commercial 


discount; 
85 per cent discount; 
B, 86 per cent discount. 
grades, $3.75 per 100 Ib.; 
$3.40 per 100 Ib. 


HATCHETS.—No changes in _ price 


have been made. Sales are holding up. 


We uote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2. shingling, $11.20 doz.; _ first 
quality hatchets, No. 2 broad, $14. 45 
doz.: medium quality hatchets, No. 2 
shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—The demand 
is steady. Prices are the same as last 


reported. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Best warranted quality 
16-oz. nail hammers, $10.50 doz. ; May- 
dole, $12.67 doz.; first quality 16-02. 

machinist hammers, $7.85 doz.; 
medium quality, 16-oz. nail hammers, 
$6 doz. 

HANDLES, AGRICULTURAL.—Sales 
are very good. No price changes noted. 


We quote from jobbers’ stocks, 


b. Chicago: 
f.o.b. Chicag Handles. — Straight, 


Hay Fork 
‘hucked and bored, best grade, 4%- 
chucked anc e550 doz.: XX, 


ft.. $4.50 doz.; 5-ft., 

Ye $4 doz.; 5-ft., $4.80 doz.; X, 
414-ft., $2.40 doz.; 5-ft., $2.80 doz. 
Hay Fork Handles. -Bent, chucked 

and bored, best grade with strap, 

ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft.. $8.50 doz.; XX, bent, with 
strap, ferrule and cap, 4-ft., $5.50 

i 4%-ft., $5.75 doz.; XX, bent, 
“ws $4. 50 doz.: 5-ft., $5.50 doz.; 

x be nt, 41%4-ft., $3 doz.; 5-ft., $3.40 

doz. 

Manure Fork Handles.—Bent, 
grade, 4-ft., $4.75 doz.; 4%-ft., 
doz.; XX bent, 4-ft., $4.15 doz.; 
Pie mo 40 doz.: X bent, 4-ft., 
doz.: 4-ft., $2.95 doz. 

eh. Hoe Handiles.—XX, 4%-ft., 
$3.45 doz.; X, 4%-ft., $2.40 doz. 

Garden Rake Handles.—XX, 51%4- 

doz.: X, 5%-ft., $3.25 doz. 

Handles. —Regular pattern, 

41%-ft., $5.90 doz.; X, 4%-ft., 

doz.: D handle, best grade, 

X grade, $6 doz. 

Spade Handles. handle, _ best 
grade, $7.75 doz.; X grade, $6 doz. 


HANDLES, TOOL.—Prices are firm. 


Sales are active. 

We quote from jobbers’ 
f.o.b. Chicago: 

Axe Handles. — No. 1 hickory, $4 
doz.: No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 

HINGES.—The demand continues 
steady. Prices are unchanged. 

We from jobbers’ stocks, 
f.o.b. Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., ae 
6-in., $1.60; 8-in., $2.70; 10-in., 
per doz. pair; extra he avy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66; 
6-in., $2.08; 8-in., $3. 56; 10-in., $5.10 
per doz. pair. 

ICE CREAM FREEZERS.—tThe cur- 
rent demand is only fair. Prices are 


firm. 
We quote 


best 
$5.10 
4%- 
$2.60 


$3.90 
$7.95 doz.; 


stocks, 


quote 
Chicago: 


from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, l1- 
qt., $4.85 list; 2-qt., $5.65 list; 3-qt., 
$6.75 list; 4-qt., list; 6-qt., 
$10.45 list; 8&-qt., list; 10-qt., 
$18 list; 12-qt., list; 15-qt., 
$25.60 list: 20-qt., list; 25-qt., 
$42.60 list; Arctic, 1-qt., $4 list; 2-qt., 
$4.60 list; 3-qt., $5.55 list; 4-qt., $6. 80 
list; 6-qt., $8.60 list; 8-qt., $11.10 list. 
All the above less 50 per cent dis- 
count. 


INCUBATORS.—Sales are _ reported 
as being very satisfactory; prices are 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per 
cent discount; brooder stoves, 35 per 
cent discount; insulated chicken 
waterers, $3.25 each. 


LAWN MOWERS AND GRASS 
CATCHERS.—Sales on this line are 


‘OIL STOVES.—Prices 
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just commencing to show results. All 


indications point to a good season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: .; 

Lawn Mowers. — 16-in. ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 
16-in., ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in. ball bearing, 4-knife, 9- 
in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in., ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 

Grass Catchers.—Galvanized  bot- 
tom, for 14 to 16-in. mowers, full 
packages, $8.80 doz.; galvanized bot- 
tom, for 18 to 21-in. mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 18 to 21-in. mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 


NAILS.—Jobbers have reduced prices 
on the common wire nails 10 cents per 
keg, and on the cement coated, 15 cents 
per keg. Sales are only fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg, base; cement coated, 
$2.40 per keg base. The extra for 
galvanized nails is now $2.25 for 1-in. 
and longer; $2.50 for shorter than 
1-in. 


remain un- 
The demand is only fair. 


from jobbers’ _ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, 
$28 each list: new Improved Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $45 each list; 
4-burner, $58.50 each list. All sub- 
ject to 40 per cent discount. Lots 
of ten or more are subject to 30-5 


changed. 
We quote 


per cent discount. Nesco Oil Cook 
Stoves. No. 211, 1-burner, $9.50 each 
list; No. 212, 2-burners, $17.35 each 
list; No. 213, 3-burners, $22 each list; 
No. 214, 4-burners, $28 each list; 
No. 215. 5-burners, $39.50 each list: 
No. 1102, High Shelf only, $5.25 each 


1103 High Shelf only, $6.50 
1104, High Shelf only, 
1105, High Shelf 
list. Rockweave 
Nesco Ovens, No. 
$2.10 each 


list: No. 
each list: No. 
$8 each list: No. 
only, $9.75 each 
wicks, 25c. each. 
05, 1-burner Solid Door, 


list: No. 5, 1-burner Glass Door, 
$2.25 each list: No. 010, 1-burner 
Solid Door, $4.15 each list; No. 10, 


1-burner Glass Door, $4.40 each list: 
No. 020, 2-burners Solid Door, $5.15 
each list: No. 20, 2-burners Glass 
Door, $5.40 each list; No. 030, 2- 
burners Solid Door, $5. 40 each list. 
No. 30, 2-burners Glass Door, $5.70 
each list: Nesco water heaters, $45 
each list. All subject to 30-5 per 
cent discount. 

The manufacturers of Nesco. Oil 
Cook Stoves have four zone price lists. 
varying according to the freight rates. 
The above prices are effective in 
Zone 1. 


PAINTS AND OILS.—A reduction of 
5 cents per gal. is noted in the price 
of linseed oil in this week’s market. 
Turpentine advanced 2 cents per gal. 
Manufacturers of white lead have ad- 
vised local jobbers that prices are guar- 
anteed to about Sept. 1; therefore, 
present prices are holding until that 
time. 


We quote from jobbers’ 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, $1.17 
per gal.: 5-barrel lots, $1.12 per gal. 


stocks, 


Linseed Oil. — Boiled, barrel lots, 
$1.20 per gal.; 5-barrel lots, $1.15 per 
gal. 

Turpentine.—Barrel lots, $1.10 per 
al. 

Denatured Alcohol.—Barrel lots, 
60c. per gal.; steel drum, extra, $6, 


returnable. 

White Lead.—100-lb. kegs, $15.75; 
50-Ib. kegs, $8; 25-lb. kegs, $4: 12% 
lb. kegs, $2.05 

Dry Paste. — Barrel lots, 7%c. 
gzoods), white, 
orange, $4.20 per gal. 


per 


Shellac.—(4%- lb. 
$4.55 per gal.; 
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English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 


ROLLER SKATES.—No | price changes. 
The demand is fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates, 


for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 


$1.40 per pair. 


ROOFING AND PAPER.—An _im- 
provement in sales is noted. Prices are 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared _ roofing, 2.10 per 
square; best grade talc _ surfaced, 
$2.35 per square; medium talc sur- 
faced, $1.75 per square; light tale 
surfaced, $1.10 per square; red rosin 
sheathing, $62 per ton. 


ROPE.—Prices confirmed without 


change for May and June. Sales are 
in very good volume. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: No. 1 Manila Stand- 
ard brands, 26%c. to 28%c. per Ib.; 


No. 2 Manila, 25%ec. per lb.; No. i 
Sisal, 17%c. per lb.; No 2 Sisal, 
16 4c. per Ib. 


SASH CORD.—There has been a reduc- 
tion of $1 per doz. hanks made on sash 
cord. Competition has forced prices 
down to where manufacturers insist 
there is no profit. Buying for current 
needs seems advisable. 


We quote from jobbers’ 
f.0.b. Chicago: No. 7 
brands, $9.55 per doz. hanks; 
$11.00 per doz. hanks. 


SASH PULLEYS.—Prices 
changed. Sales are active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common _ sash _ pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS.—No change in price. 
are normal. 


We quote from jobbers’ 
f.o.b. Chicago: Flat head, bright 
screws, 78-10 per cent new list; 
round head blued, 76-10 per cent 
list; flat head brass, 76-5 per cent 
new list; round head brass, 74-5 per 
cent new list; japanned, 72-10 per 
cent new list. 


SCREEN DOORS AND WINDOW 
SCREENS.—Fill-in orders are coming 
in in good volume. Prices are un- 
changed. 


stocks, 
standard 
No. 8, 


are un- 


Sales 


stocks, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Screen Doors.—No. 266, 2-8 x 6-8, 
$22.80 doz.; No. 296, 2-8 x 6-8, $ 
doz.; No. 311, 2-8 x 6-8, er? 10 doz. 

Window Screens.— No. 1833, $4.94 


doz.; No. 2433, $6 doz. 
SOLDER AND BABBITT METAL.— 
Prices are considerably firmer. Sales 
are good. 


by quote from jobbers’ stocks, 
f.o.b Chicago, Warranted, 50-50 
solder, $38 per 100 Ilb.; medium, 45-55 


solder, $37 per 100 Ib. : tinners’, 40-60 
solder, $36 per 100 Ib. : high speed 
babbitt metal, $20 per 100 lb.; stand- 
~' No. 4 babbitt metal, $13 per 100 
STEEL SHEETS.—Prices are un- 
changed. The demand is fair. 
We quote from jobbers’ _ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.50 per 100 Ib 28-gage 


black sheets, $4.50 per 100 Ib. 


WHEELBARROWS.—Prices are firm. 
The demand is steadily increasing. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood 
barrows, $3.50 each; common steel 
tray barrows, $5.50 each; steel leg 
garden barrows, $6 each. 
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are h eins shipped 
in catload Iots 


Dealer Orders Indicate Another 
Sales Victory for Panco! 


This time—it’s the progressive hardware man who is turning 
Panco advertising in more than 800 leading newspapers into 
a cashable asset for his store! Just as this improved soling 
material cleaned up for the shoe manufacturer and repairman 
—it is now duplicating in the hardware trade. 











| | Half 
You can’t make this statement Soles 
too strong— 





TRADE VYARK REG. 


Outwears Best Leather 13483 
So easy to attach that everybody is buying them—and attach- 


2 to 1 ing them at home. Comes in black or tan—for men, women 
and children. Complete with nails—ready to put on. A 


We guarantee it—and_ we'll good seller with a good profit for you. 


= ° re | 
back it to the limit! Order from your regular jobber— 


or write or wire us—today. 


Remember—the genuine is 
plainly marked PANCO on 
every piece. Shun imitations. 






Panco Co. Chelsea, Mass. 
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SiS 
a a, SP, he razor you sell must offer no excuse 
at Dy yy on three counts if it is to give the really 
ae ~ a ff perfect shave: 
Nv? —comfort 
@ Uf —safety 
bP —speed 
lio ff The New Improved Gillette was designed 
SF to answer perfect on each of these points, 
Vee and in actual use it does. With the sharp- a | 
i“ edged Gillette Blades it fulfills every th ts 
i shaving requirement. Could any stronger - 4 a See See ach. pei 
§ statement be made to help you realize { . a et PG ZPRPRIS EE ML “3 
that here is the razor you can recom- ~ : 
mend for use every morning of a man’s | . 
life? ‘ 
| GILLETTE SAFETY RAZOR CO., Boston, U. S. A. \ ~~ 
| The New Improved — 


The Gillette Tuck- 
away set shown above 
retails at $6.00 (in 
gold plate) and $5.00 
(in silver plate). An 
excellent value for 
your customers and a 
good profit-maker for 
you. 


\ Gillette / 


Ag §) SAFETY RAZOR 






Send for a copy of “Three 
Reasons’’—it is the _ secret 
of greater sales for you. 








ULSTER 
KNIVES 


100% American plus 
100% Quality insures 
100% salability. 


We claim: “Ulster 
Pocket and Service Knives 
are as good as knives can 
be,” and they verify it by 
giving 100% satisfaction. 


No. 2303 shows reduced 
cut of our Gardeners’ 
Knife with Pruner and 
Budding blades of finest 
forged crucible steel, stag 
handle, steel lining and 
steel bolsters. Blades are 
glaze finished. Size 4 
inches long. 





















They Cut Hot Bread! 










Send for Catalog of 
Nursery Knives. 





Two-Dozen Container. Individual Cartons 
Sold by Jobbers 





Dwight Divine 
& Sons 
Ellenville New York 






GENEVA CUTLERY CORPORATION 
Geneva, N. Y. 





No. 2303 
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Beewalions of a Cullery Jelerman 


How to Conduct Cutlery “Sales”’ 


By JOHN CASSIN—A Man Who Knows 


NTIL recently “Sales” of cutlery items 
| usually meant an offering of cheap knives 

that appeared as if intended only for a 
special low priced sale, or an imitation scout 
knife and sometimes flimsy, cheaply-made small 
patterns of pearl handled knives—the pearl! pos- 
sibly being a little off color. 

For some unknown reasons reliable manufac- 
turers, jobbers and retailers have hesitated or 
seemed reluctant to offer the better qualities of 
cutlery as “Sales” items. 

All of us in the hardware business know that 
a display of cutlery always attracts attention. 
When displays do not create good sales it is often 
because the display was confusing to the public; 
it lacked that definiteness that permits the indi- 
viduals to see exactly what they want. 

Shears, scissors and household cutlery items 
are easy-to-handle “Sale” items, probably because 
these goods are purchased mostly by women who 
know and are more familiar with “Sales” than 
are men. Sales of these items, while large as 
measured by dollars, have been regarded as com- 
paratively unimportant. Wholesale and retail 
merchants have been seeking the right way to 
move large quantities of pocket knives. As men- 
tioned in other articles one of the peculiarities 
of the cutlery business is that the wholesale and 
retail merchants who are good sellers of pocket 
knives also enjoy good sales of other cutlery. It 
seems that pocket knife sales carry the balance 
of the cutlery lines, as the merchants who sell few 
pocket knives usually sell very little other cutlery. 

There has seemed to be an aversion to tagging 
so called cut prices to good quality pocket knives, 
so, one of the items in the cutlery business that 
the country can absorb great quantities of has 
rested on its dignity on the shelves of jobbers 
and in the show cases of retailers. In the mean- 
time jobbers have over and over again asked their 
salesmen to push the sale of knives they thought 
they were overstocked on. Retailers have dis- 
mally regarded their apparent overstocks and 
usually left it to the knives to sell themselves. 
Result—jobbers and retailers still have closed 
out, discontinued, old and other knivés that they 
want to dispose of. This condition is not theory ; 
it exists today. (This article is written the 
afternoon of the 15th day of April, 1925). This 
morning I discussed this subject with a job- 
ber who has a stock of four hundred and 
thirty patterns of pocket knives, many of 
them in stock from two to four years. He 
wanted to know how to get rid of his overstock 
and unnecessary patterns (he needs about 110 
patterns for the territory he covers; with a short 


line he would sell more cutlery and I’ll warrant 
that 60 per cent of his sales would be of 24 pat- 
terns). At first I was tempted to tell him how 


" some large overstocks have been successfully dis- 


posed of, then I recalled how long he had kept 
some of these goods and concluded a month or so 
longer would not make any difference. So I re- 
plied that within a month I will refer to this 
incident in one of the articles appearing in the 
Cutlery Section of HARDWARE AGE. In that article 
I will deal generally with sales of pocket knives— 
coincident with the publication of that article, I 
will write you about your specific problem. I 
now know I am going to have at least two readers 
of these articles for the next month or so, as this 
jobber immediately requested his cutlery buyer 
and sales manager to watch for this article so he 
could remind me of my promise. 


How to Conduct Sales of Pocket Knives 


Regardless of your experience, try to accept 
this statement. Pocket knives are one of the lines 
of goods for which there is no adequate measur- 
ing stick for determining the limit of sales. When 
properly offered every local market will absorb 
pocket knives greatly in excess of the expectation 
of experienced cutlery men—providing the method 
of offering includes a quality message that carries 
conviction. Where retailers’ standing and method 
of offer were proof of the quality and merit of 
the knives offered, I have seen men with knives 
in their pockets buy two and three additional 
knives. 

The following plan has proven an effective 
method of disposing of darge quantities of knives. 
Jobbers as well as retailers can use it. The job- 
ber can prepare for the retailer window stickers 
announcing the sale and the necessary cards and 
price tags for each group of knives. 

Sort the stock under headings that each pattern 
of knife is intended for or suitable to, such as 
mechanics’ and farmers’ knives, sportsmen’s 
knives, boys’ knives, 3-blade vest pocket knives, 
4-blade pens, 2-blade vest pocket knives, elec- 
tricians’ and radio knives, stock and cattle knives, 
and knives suitable for such local industries as 
exist—if a mining territory includes miners with 
mechanics, etc., etc. 

Stock permitting, sort your farmers’ and me- 
chanics’ knives into price groups—such as one 
group under each of the following price headings: 
55c., 85c., $1.10, $1.35, $1.85 and $2.35. In each 
price group put only knives that the regular 
retail value is at least that of the price at which 
the group is offered; from that price up to the 
value of the next group. In this way you give 
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good value and if your price groups are close 
enough you don’t sacrifice much. 

Make price groups of knives for each purpose— 
sportsmen’s patterns can run at $1.10, $1.65, 


$2.15, $2.65 and $3.25. Boys’ knives at 35c., 
55c., and 85c. Three-blade pens at $1.10, 
$1.55, $1.85, and $2.25. Two-blade pens at 85c., 
$1.10, $1.35, and $1.65. Four-blade pens at $1.65, 
$1.85, $2.35 and $2.85. Stock and cattle knives 
$1.15, $1.55, $1.85, $2.35 and $2.85. Electrician, 
radio and punch blade knives sort according to 
your stock. By the way, probably due to the great 
increase in the use of tools around the home there 


seems to be a renewed demand for punch blade | 


knives ; these knives are handy tools for home and 
farm use; motorists find punch blades to be good 
spark plug cleaners. 

After getting knives properly classified and in 
in price groups—if stock permits put each price 
group in a tray or flat pan with price tag (if dis- 
posing of a large stock, make two trays of each 
price group, one for window the other to sell 
from). Arrange the trays of each classification 
in front of a card designating the class or pur- 
pose of the knives in each group; designating 
the purpose of patterns of knives creates easy, 
quick sales; however, you will find many a city 
man who ordinarily carries a small vest pocket 
knife will purchase a stout jack knife that you 
have classified under the heading of farmers’ and 





mechanics’ knives, or a sportmen’s pattern that 
will appeal to his love for the “out of doors” life 
that he may not be able to enjoy as much as he 
would like to. 

Before placing knives on sale put a window 
poster on your window, high enough to permit 
of being seen from across the street—on this 
poster announce the date of the start of the great- 
est or largest “Sales” of quality pocket knives 
ever offered in your city. Leave this poster on 
your window for three days, then start selling. 
Saturday is a good day to start the “Sale.” 

There are men in the cutlery business who think 
there is a limited sale for pocket knives; their 
principal reason for thinking so is because they 
have sold comparatively few knives. I wish to 
reiterate as strongly as possible the belief that 
no one knows how many pocket knives can be 
sold per 1000 population. Pocket knives well dis- 
played and with purposes and uses of patterns 
designated, will attract the attention of more 
people than any other piece of merchandise 
handled by hardware stores. By display and sug- 
gestion it is easy to create sales of pocket knives 
of quality (everyone wants a good knife); that 
the only excuse or reason for either jobber or re- 
tailer having an overstock of knives (other than 
those of inferior quality and workmanship) is 
the lack of application of sales power. 


Recollections of Some Successful 
Cutlery Merchandising Ideas 


»- By William Masefield 


OME years ago I walked into one of the 
largest hardware stores in Louisville and 
there was a whole section of wall fixtures 

and two show cases which displayed nothing 
but butcher and hotel cutlery. I was very much 
surprised to see such an outlay of cutlery 
of this description because this store, as I had 
known it all my life, had never been known as 
a butcher or hotel supply house, but as a com- 
mon everyday first class hardware store. These 
people some months before had secured the 
service of one of the best hardware store man- 
agers in the country. Immediately upon tak- 
ing charge of this store he proceeded to re- 
mount and sample all the stock. The store is 
very narrow, so could not have any center 
showcases, but the two front showcases and 
the back wall sections were turned over ex- 
clusively to cutlery. Secondly he picked what 
he had found to be the two best salesmen in 
the store and to each of these men he gave 
supervision of one side of the store. It was 
their duty to verse themselves thoroughly in 
their particular lines. In the household, butcher 
and hotel supply departments there was every- 


thing conceivable in the line of cleavers, butcher 
knives, cutting knives, slicers, boring and stick- 
ing knives, and I do not believe I ever saw so 
many steak knives in a retail store as they had 
on hand. The business of the salesman in 
charge of this department was to personally 
meet every chef, hotel and restaurant pro- 
prietor or their buyers. He obtained an in- 
ventory of how many knives of different de- 
scriptions were used in their kitchens. It is 
not much trouble after you get this informa- 
tion, using a card system, to be able to tell 
about what time certain places will be ready 
for certain articles, and by anticipating a lit- 
tle, they do not have to wait for a gross of steak 
knives, or a dozen 16-in. roast beef slicers. 
There was one incident that practically made 
this store known among that class of trade, as 
having what you want on the spur of the mo- 
ment. A man was opening a roadhouse at a 
swimming beach some four miles from 
Louisville and when the bids were made on 
the cutlery to be supplied to this roadhouse 
the concern I have been speaking of lost the 
business. A Chicago hotel supply house suc- 
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ceeded in securing the business at a very much 
lower price, to be delivered on a given date. 
The man had extensively advertised his open- 
ing, everything was rushed to completion, 
reservations had been made for all available 
tables as the Saturday scheduled for this open- 
ing was Derby Day in Kentucky, and to disap- 
point the guests would be out of the question 
so far as future business was concerned. There 
had been three or four telegrams exchanged 
between the Chicago house and the inn pro- 
prietor as delivery of cutlery had been promised 
for the Friday morning preceding the open- 
ing. You can imagine the proprietor’s indig- 
nation when Saturday noon arrived, with hun- 
dreds of dollars worth of steaks and other food- 
stuffs in the refrigerators, and he found there 
was no cutlery whatsoever on hand. At 2 
o’clock he phoned the manager of the hard- 
ware store, above mentioned, and asked him 
“if he could supply the absolute cutlery .neces- 
sities for the opening.” He impulsively re- 
sponded, “yes,” without even taking time to 
inventory or glance over his stock and also 
said, “it would be at the roadhouse within three 
hours, but he could not promise it would all 
match.” After leaving the phone he discovered, 
to his great disappointment, he had just about 
half enough cutlery in stock to meet the de- 
mand. The jobbing houses were closed, so he 
at once phoned the residence of the cutlery 
buyer of the biggest jobber in the city and was 
informed by the man’s wife that he was either 
playing golf or at the racetrack. Luckily he 
located him at the golf links and succeeded in 
keeping his promise to the proprietor of the 
roadhouse. The other order was canceled, of 
course, and the local store recieved the order in- 
stead, which amounted to over eleven thousand 
dollars. The alert-mindedness and far-seeing 
move on the part of the manager resulted in 
much free publicity and advertising for their 
cutlery business. 

To this day no one but the salesman espe- 
cially chosen for the cutlery counters is allowed 
to touch their stock. I believe when the hard- 
ware stores departmentize along the lines of 
our regular department stores you will find 
that every department shows a decided in- 
crease in sales as well as profits, because when 
a man becomes a truly finished salesman in 
all departments he is usually too big a man to 
hold in the average store. If you give a man a 
department, be it builders’ hardware, paint, 
tools or whatsoever, tell him that it is his de- 
partment and that you are going to look to 
him to keep it clean, stock arranged and wants 
slip of his department to be filled out and 
signed by him, you will readily note in a short 
period of time, the difference in the display of 
the goods; because the man’s own personal 
pride and egotism will automatically force him 
to try to make his department the best ap- 
pearing in the store. The sooner an owner 
stirs up this friendly rivalry among his em- 
ployees the more quickly will he find how much 
more money is coming into the cash drawer 
each week. 

A few years ago this same store was stuck 
with a lot of home bobbing outfits. Some fif- 
teen or sixteen dozens of these sets had been 
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Your profit is $25.50 


HERE is a Special Free Trial offer which 
we are making to you. Clip the coupon 
below and we’ll send you a La Cross 
Cabinet No. 5 for a 30-day free trial. 


Here is what it will do for you: 





RS ok eee cass $49.50 
Oniy costs.......... 24.00 
Your profit ...-..... $25.50 


It is making money for over 10,000 other 
merchants. If it doesn’t make money for 
you, return it at our expense. We take all 
the risk. Only one in 500 comes back. 


Contains 7 2/3 dozen files, 8 1/3 dozen 
tweezers, 1 1/6 dozen extractors and 2/3 
dozen scissors. 


Every item a self-selling, fast money- 
maker. Every item a proved leader in its 
price range with a good selling record be- 
hind it. 
SCHNEFEL BROTHERS, Newark, N. J. 
New York Showroom 


1270 Broadway, at 33rd Street 


TWEEZERS—SCISSORS—NIPPERS 


MANICURE SETS 


Send me La Cross Cabinet No. 5 on 30 days’ trial. 
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113 


At the end 
of that time I'll accept billing or return the cabinet collect. 
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bought with anticipation that every woman 
old and young was going to have her hair 
bobbed. The special sales was tried and was 
an absolute failure. Directly across the street 
from this hardware store there was a first class 
sporting goods store. It was in the spring 
when the bathing suit season was on, and while 
in Chicago the previous winter the buyer of 
the sporting goods store had made arrange- 
ments with a manufacturer to send some models 
both male and female to help in the spring 
opening. The windows were trimmed to rep- 
resent the beach and these models promenaded 
thereon. Needless to say the live demonstra- 
tion was a tremendous drawing card and huge 
success. This supplied the manager of the 
hardware store with an idea and he immedi- 
ately made arrangements with the lady who 
conducted the school of beauty culture to the 
effect he would pay for the advertising if she 
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would furnish four girls and the necessary 
equipment to give the first 100 ladies who 
called at their store a free hair cut, demon- 
strating the use of these home bobbing out- 
fits. There were two chairs placed in each 
window and before the store opened at 8 o’clock 
in the morning there were 76 women and 
girls wating in line to take advantage of the 
free offer. They sold all the sets they had in 
stock and took orders for three dozen more. 
Selling cutlery is like selling anything else; if 
you keep your eyes and ears open, you may 
land an idea on a street car, in a movie or at 
any unexpected place that will benefit your 
business, because when it is all said, with a 
fair knowledge of your merchandise, cultivat- 
ing your powers of observation and using a 
lot of common sense, you can minimize if not 
entirely avert your troubles as well as con- 
structively build up your business. 


TaKkKe ’Em Behind the 
Counter to Sell "Em 


ware Co., Portland, Ore., talking with 

Ben Abrams, owner and manager, re- 
cently when a man entered, came up to Abrams 
and asked for a Yale lock. 

“Certainly,” said Abrams, “come right be- 
hind the counter here and I’ll show you what 
we've got.” 

The man followed Abrams behind the coun- 
ter, selected a lock, and then we heard Abrams 
urge him to take a new hinge hasp and screws 
for a new lock. The man did. 

Then we heard Abrams say: “Let me show 
you something.”” And he pulled out a drawer 
of screw drivers. 

“Which one of these would you use for put- 
ting up that hinge hasp you have there?” 

The man without much consideration se- 
lected a screw driver. “This one would do all 
right, I guess. But I’ve got a screw driver 
anyway that’s good enough for puttin’ this 
thing up.” 


VV ]E were standing in the Oregon Hard- 


“Let me show you something,” Abrams said. 

And he took the screw driver that the cus- 
tomer had selected and demonstrated to him 
that it was too large for the screw slots. And 
then he explained that in order to do a decent 
job, a safe job and a job that will not cause 
petty and unnecessary trouble, a person should 
always have a screw driver that is of the 
proper size for the screws that are to be driven. 

Then Abrams selected three different size 
screw drivers and elaborated on the theory 
that all households should have three screw 
drivers of different sizes, three screw drivers 
that will accommodate any size screws, and he 
demonstrated with several different screws 
and drivers. 

The customer was plainly skeptical at first, 
but as’ Abrams talked and demonstrated, and 
as his persuasiveness increased, the man finally 
admitted, in answer to a question, that per- 
haps it would be a good thing after all to be 
prepared for all and sundry work. 








ONLY 98c. 


per set bulk 
in dozen lots 


If you want to 
increase your 
profits write for 
our 290 page 
catalog illustrat- 
ing hundreds of 
bargains in 
clocks, cutlery, 
silverware, etc. 


Write now. 
Don’t delay. 


No. 807/2HA. ‘‘Daisy’’ Standard 26-piece Silver Set a picnics, F me 
etc., high grade white metal ware, each piece stamped ‘ con- 
sists of 6 each solid handle fancy medium knives, forks, 
also butter knife and sugar shell. In bulk, without box, per set. 

JOSEPH HAGN COMPANY 

MANUF ACTURERS—DISTRIBUTORS—WHOLESALE 

223-225 West Madison St., 

Dept. HA Chicago, Illinois 











Puts a Keen 
Lasting Edge 
on Every Knife 
in the House! 


RETAIL $ 1 .00 


THE ARISTOCRAT OF KNIFE SHARPENERS 


Zip is a sharpener that you can use any place, any time. No fasten- 
ing to table or sill. Simply grasp the handy handle and draw blade 
through the superhard steel discs. Heavily nickeled frame and rust- 
proof discs. Will last a lifetime. 


Write for Jobbers Discount. 


THE PHILLIPS-LAFFITTE CO. 


Pennsylvania Bldg. Philadelphia, Pa. 
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4 _ YOU CAN SELL MORE SHEARS 
IF YOU CARRY “EVERSHARP” 
POPULAR PRICED CUTLERY 


Every customer who visits 
your cutlery department is a 
prospect for shears and scis- 
sors. On the other hand, 
Eversharp Shears will bring 
more women to your store if 
you feature these practical, 
serviceable items. 

They are every day neces- 

sities and are made to retail 
at a reasonable price and still 
allow a liberal profit for 
dealers. 
Let us send details 
and prices. We have 
a complete line of 
Shears and scissors in 
all sizes—in attractive 
lisplay cartons or 
packed in individual 
boxes. 
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2000 Knowlton St. 
BRIDGEPORT, CONN.,U.S.A. 


SCISSORS ANDO SHEARS - 
FOR ALL PURPOSES 


EVERSHARP SHEAR COMPANY 








“HAMMER 


BRAND” ABy 


POCKET KNIVES 


Our best Advertisement is our 
oduct. 


“Hammer Brand” Pocket Knives 
are made of the best materials ob- 
tainable, by skilled Artisans work- 
ing unhurriedly under the old-fash- 
ioned plan of Quality first. In 
“Hammer Brand” Knives you get 
the essential that makes good 
knives possible — SKILLED 
WORKMANSHIP. 
Our best method of Advertising is 
assisting our Distributors to ac- 
quaint their customers with the 
worth of “Hammer Brand” Knives 
and how to effectively use the Sales 
_ Helps we supply. 








NEW YORK 
KNIFE CO. 
Walden, 


New York, 
U. S. A. 








Curiosity 
Creates 
Customers 


A good window display is the 
best cutlery salesman you can 
engage. No man can resist the 
glitter of a well-arranged knife 
assortment; it stops him every 
time. Once his interest is 
aroused it’s an easy step to a 
profitable sale; profitable not 
only in the gain from that one 
sale, but in the building up of 
good-will for continued busi- 
ness. 


The merest novice of a win- 
dow-trimmer can qualify with 
the best by taking advantage of 
the display ideas in Hardware 
Age. 








CHRADE ()AFETY 
Push Button Knife 


, No Breakingy 
Singer na Hie 
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Sure to seli on sight. 
Absolutely safe in pocket and in use 
or convenience you can’t beat it 
Easily operated with one hand. 
The safety slide locks the button. 
ou can't afford .o be without it. 


rene FVERLASTINGLY SHARP marx 
Schrade Cutlery Co, 


Manufacturers of Superior Pocket Knives 

Factories: Walden, N. ¥., a N.Y. 
Main Office: Walden, N. 

ORDER THROUGH YOUR JOBBER o- DIRECT 


ew 























108 


HARDWARE AGE May 14, 1925 





DOO®O®O OO OOOO DO O00 00000000 





NONE BETTER, 





New Britain 





4 @Socket Wrench Sets 


Socket Sizes 


grinding socket. 


The Speed Brace, in com- 
bination with the eight 
sockets, screw driver and 
valve grinding socket, and 
L type 14” hex steel handle, 
in a handsomely labeled 
box, is an outfit which any 
car owner will find handy. 


The hinged holder of 
unique design is especi- 
ally convenient, and _ the 
complete set requires but 
a minimum of space. 


No. 201 Set—Socket sizes and 
holder are same as those in the 
No. 20 Set, described above. 


No. 200-S—Ideal in combination 
with any NONE BETTER Socket 
Set, especially useful as rim 
wrench. 


No. 3 Set—Six accurately ma- 
chined and properly tempered 
sockets and L type handle in 
hinged enameled steel box. 
No. 30 Set—A No. 3 Set and a 
No. 200-S Speed Brace in cem- 
bination. 
No. 5 Ratchet—A husky drop 
forged and machined reversible 
ratchet with small head. Fits any 
NONE BETTER Socket. 

Sold through Jobbers only 


Write for our complete catalog on a 
wrench line that is right. 


The New Britain Machine Company 
198 Chestnut Street 


Connecticut 


{0} 
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Abrams then clinched the matter. “You 
think I’m trying to sell you three tools,” he 
told the man. “But I’m not. I’m selling you 
three tools at one price. In other words, every 
time a customer comes in here and takes three 
screw drivers I give a quantity price. Each 
one of these tools has a price. And the three 
of them together is so much.” And he quoted 
a price which was less than the total for the 
three screw drivers if bought separately. 

The man was evidently impressed. At last 
he weakened and took them. Abrams wrapped 
them up, took the money, and as the customer 
said good bye and walked out, Abrams came 
back to where we were standing. 

“Why don’t you have a special display stana 
on the counter there showing the three sizes 
of screw drivers and offering them at your 
group price?” we asked. 

“T like to take ’em behind the counter, when- 
ever I can,” he replied. “It makes it easier to 
sell. You have their undivided attention. You 
can show the goods, and it makes it more inti- 
mate. If I put the display on the counter that 
you suggest I’d be doing just what hundreds 
of other stores do, and I’d lose my individ- 
uality and my ability to sell. 

“People like personal service. If the thing 
is all cut and dried beforehand they build up 
a sales resistance that is very hard, and often 
impossible, to break down. But if they think 
it’s spontaneous and natural on your part, some- 
thing done on the impulse of the moment, 
they’ll listen, and often be interested in seeing 
what sort of a fool stunt you’re up to. 

“Take ’em behind the counter—” He was 
interrupted by another man who walked up to 
ask if girls’ skates were the same price as 
boys’. 

“No,” said Abrams, “girls’ skates are usually 
about 20 cents higher because they have 
leather backs on them. “I’ll show you the dif- 
ference. I have them right here behind the 
counter, if you’ll step back a minute.” 

The man followed. And then ensued a con- 
versation about skates, their relative merits, 
differences, etc. Finally the man bought a pair 
and went out. 

“Now that man,” Abrams said, coming up 
to us again, “is typical of most people. He 
liked to see the goods, and what is more to the 
point, he liked to handle them. 

“People like to feel the goods they are going 
to buy. They like to know that you trust them, 
and it has been my experience that most of 
them, especially men, feel personally flattered 
to be asked behind the counter. They are 
curious to see what you have there. 

“Take ’em behind the counter, it’s the easiest, 
simplest and most -convincing way to sell 
goods.” 











The man who gets the most happiness out of his work 
is the one who hustles hardest.—American Printer. 
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Turns Small Items Ten Times 


A Year 


HE idea of “small sales and rapid turn- 

over” assuring a good profit is not new— 

in fact, the subject as a title for articles in 
trade papers and hardware convention talks has 
been worn almost threadbare. However, the 
sound basic principles of the whole idea are so 
well exemplified in the store of P. A. Young of 
Wessington, S. D., that repetition of the doc- 
trine is amply justified. 

About two years ago Mr. Young realized 
rather acutely that a small variety store in his 
town was doing the bulk of the kitchen ware 
business and his hardware store was in truth 
‘“‘a man’s store.” After studying the situation 
carefully, he was convinced that the woman 
trade of his community wanted to buy some of 
its hardware at a price and he decided 7 ~— 
them what they wanted to buy and not what ne 
wanted to sell. N OW eee 
‘ Accordingly he ordered from oe « _ job- 7 

ers about $150 worth of small hardware 
items made to sell at 10 cents each. These sell flashlights for 
items cost him on the average, including . 


freight, about 87 cents a dozen, giving him a 0 utdo 0 Y Uu Se | 


margin of 27% per cent figured on the selling 














price. Not a very long profit after deducting ; ; 
his average overhead of 21 per cent; but when TROUT are pene 5 Megerem 
you consider that Mr. Young turned his stock streams. Twigs are snapping under 
of these small items ten times last year, it only the heels of campers. Winter-wear 
takes a moment to find by simple arithmetic d ; sitet y 
that his profit for the year was $135, or 90 per men and women are getting out into 
cent on his investment. ; the great outdoors—touring, camping 
Possibly one thing more than any other 1s and fishing. Sell them Eveready Flash- 
responsible for Mr. Young’s remarkable turn- ; 
over in these 10-cent items and that is his ap- lights! Talk flashlights and batteries! 
pepent Gevegned, for anne foe sonnguiond Show flashlights and batteries! Into 
rules for store salesmanship. wo long tables every window and store display, put 


containing the small merchandise stand imme- : : 
diately inside the front door, quite a little dis- Eveready Flashlights and Batteries, 


tance from the wrapping counter and cash reg- along with the other “outdoor” equip- 


ister. When a woman customer enters she al- Mak 
most invariably stops at the 10-cent tables, and ment. Make people see . . . and want! 
as she does Mr. Young or his clerks greet her, By the way, ask your jobber about the 
calling her by name if possible, and then E d b; q 
promptly busy themselves with something else. new Hvercady combination ashlight- 
As a result of this somewhat unorthodox treat- and-battery display case and vending 
ment the woman waits on herself, making her cabinet. It’s a sales-builder! You can 
selection of the various small items which she . 
then brings back to the counter to be wrapped. prove that. 
Mr. Young contends that this method gives the | Manufactured and guaranteed by 
women customers plenty of chance to look NATIONAL CARBON COMPANY. Inc. 
around and almost without exception they find Nise: Waal i Miele 
and buy other articles besides the one or two ‘ ap-nemapreeiy 
tlanta Chicago Dallas Kansas City 


for which they came. He states that. when he Peng. - , 
used to rush forward to wait on the woman Canadian National Carbon Co., Limited, Toronto, Ontario 
she would merely ask for the one item she 

wanted, get it and go out, but that since letting 

her wait on herself individual sales of 10-cent 

items usually run from 50 cents to $1. 


Furthermore, Mr. Young a - | NW 
grade kitchen and chinaware on the shelving : 
and tables directly back of and to the side of his FL AS H LI GHTS 
bargain tables and it is by no means unusual 
to have a woman select a $3 or $4 article and és B ATTERIES 
bring it back to be wrapped up along with the 
cheaper items. they last longer 
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Approved! 


by the keenest buying 
brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by the 
use of efficient machines, 
the hearty cooperation of 
satisfied employees and 
specialization, the Tubular 
Rivet and Stud Company 
has for 50 years manufac- 
tured rivets that are the 


recognized standard in 
their field. 


AAT T 


TUBULAR RIVET & STUD 


COMPANY 


BOSTON 


Coast Representatwe 
J. T. MeDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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Fast Train—Turn Over 


(Continued from page 75) 





ness in that town and I am sure one reason why 
Mr. Stark made so much money was because he 
always had the goods when they were called for. 
I am sure that another reason was that he did a 
larger business with fewer employees than any 
other retail store in the town. Mr. Stark believed 
that wages and labor and lost time cost more than 
interest on capital invested in stock. 

” * ~ x 


However, after all, in studying the problem of 
distribution, it does not make any difference just 
where the saving in the cost of distribution is 
made, only so this saving comes in between the 
finished manufactured goods at the factory and 
the delivery of these goods to the home of the 
consumer. The point is, can the cost of distribu- 
tion from the manufacturer through the jobber 
to the retailer to the consumer not be reduced? 

* ce * * 


Even if a quick turnover by this infinitesimal 
buying reduces the cost in the retail store, what is 
accomplished if the cost of distribution is in- 
creased, both for the jobber and the manufac- 


turer ? 
* - - 


The problem I would like to work out, but for 
which I have not the figures at hand to solve, is, 
whether this hand-to-mouth system of buying— 
whether this increase in turnover, is reducing 
the cost of distribution or whether it is not, as a 
matter of fact, actually increasing the cost of dis- 
tribution. From all I heard on this subject on 
this Western trip from so many intelligent, prac- 
tical jobbers and manufacturers, one would sup- 
pose that this epidemic of turnover is really one 
of the worst things that could happen to business 
at this time. 

ca * * * 

According to their story, it is checking the sale 
of raw materials. It is increasing the cost of 
manufacturing and it is also increasing the cost 
of handling both a jobbing and a retail business. 

* ~ a * 


Once upon a time families bought sugar by the 
barrel; coffee by the bag; soap by the case, etc. 
Now, by the modern system of packaging, fami- 
lies are being trained to buy from day to day for 
their immediate needs. While, of course, we must 
admit that there is likely to be some loss in buy- 
ing in large quantities by reason of deterioration, 
waste, etc., still the problem is whether the tre- 
mendously increased cost of retailing in these 
small lots is not causing a loss that is far greater 
than the loss when housewives bought in larger 


quantities. 
* a Oo 


Of course all of us know that since the advent 
of packaged goods, especially nationally advertised 
packaged goods, prices have largely increased. 
Just compare the price, for instance, of a special 
brand of coffee sold in a pound package today with 
the price of coffee sold in the old days to families 
by the bag. There is an enormous difference. This 
difference is not made by some profiteer. A large 
part of the difference is in the cost of packaging 
and in the cost of frequent handling. 
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profit should be the same as if it were taken 
out of the box, we have taken of and sold 
samples frequently. At one time in the 
month of November when it was quite cool 
we had a customer come in for a heating 
stove, we had a stock of heaters, but he took 
no fancy to any of them. ‘The customer 
said, will you sell me the one you are using? 
We said ‘yes’; if you will wait until we can 
cool it enough to handle it. We made the 
sale; got the cash, then took the phone in 
hand, called the supply house and inside of 
three hours had another stove delivered and 
in place. Neither do we stop at that if we 
can hold our customers for goods we do not 
have in stock. By phone we make arrange- 
ments to go and get the goods from supply 
house after we close and have it for them 
early next morning. Of course we are 
favorably located, but it pays to sell the last 
sample.”’ 
(Signed) ARMITAGE HARDWARE Co., 
Englewood, Colo. 





Should Transportation Be Figured in 
Mark-Up ? 


es EPLYING to the query of E. 
Denecke, sales manager, James & 
Hawkins, Inc., Jamaica, N. Y., on 

whether transportation should be figured in 

mark-up, I consider incoming transporta- 
tion, whether freight, express, or parcel 
post, plus drayage, a cost of merchandise. 

My aarticle, ‘The Question of Mark-Up,’ 

which appeared in the March 15, 1923, is- 

sue of HArpWARE AGE, covers this subject 
more fully and shows how to determine the 
margin goods should carry. 

“Certainly, transportation on goods in- 
ward bound should be considered as a cost 
of the goods and should be so treated when 
the goods reach the store. Then is the time 
to count the expense of doing business in 
addition to cost of goods. 

“T see no reason for not making a profit 
on the transportation charges. ‘The mer- 
chant’s money is tied up in these charges 
with the invoice price, and as they are part 
of the cost of merchandise, we now have 
the correct net cost of the goods. ‘This is 
one of the three factors which enter into the 
selling price. ‘The other two are cost of do- 
ing business and profit desired. Having a 
clear understanding of the elements enter- 
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TEETH THAT BITE 


The HELLER 


HARSCUT 
FILE 


eats right through the toughest 
job between two and five times 
faster then any other file—clear- 
ing itself of filings. 





1. The teeth are cut much deep- 
er than on the ordinary com- 
mercial file. 


2. Design of teeth gives added 
strength and wear while their 
sharpness and scientific rake 
produces a file which cuts deep 
and very fast. 


3. The teeth are so arranged and 
shaped that they automatic- 
ally clear themselves of filings. 


4. Each file is uniform—superior 
> the highest priced hand cut 
e. 


Stock now. Ask your jobber. Wire or 
write direct if he cannot supply you. 


HELLER BROS. COMPANY 
Newark, N. J., U.S. A. 
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GOOD TOOLS 
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SINCE 1836 













an ee 2 ee ee Oo Ok Oe re 0 eo oe 


112 HARDWARE AGE 


ANKS that know the hardware business from a 
hardware man’s point of view are not many in the 
United States. 


The Mechanics & Metals National Bank of the City of 
New York is particularly fortunate in that its official 
staff numbers those who have had actual experience in 
the hardware business. 


This experience is at your service. Write us about 
your banking problems; call on us when in New York 
and permit us to show you what a combination of know- 
how and ample resources can accomplish. 


THE 


MECHANICS & METALS 
NATIONAL BANK 


OF THE CITY OF NEW YORK 


Capital, Surplus and Profits, $26,500,000 








WASHINGTON 


Home Furnace 


Dealers will make big money 
selling Washington Home Fur- 
naces because they are backed 
by our extensive advertising 
and dealer service co-operation. 
We are the only foundry in 
the world that has ever made a 
stove without a name plate or 
advertisement on the outside 
and in a grained mahogany 
finish just like a fine piece of 
furniture. 


Write today for complete sell- 
ing plan. Made in same plant 
in which we manufacture 100,- 
000 Washington stoves and 
ranges per annum. Can ship 
sample furnace now, as we 
plan to manufacture so fur- 
naces per day. 


SPECIAL FEATURES 


Two years to perfect, new features never before in a 
furnace, heats entire home with circulating moist heat, 
beautiful mahogany enamel finish; equal to finest ma- 
hogany furniture, no name plate on outside, special air 
duct, hot blast fire box, correct construction of water 
pan, most beautiful and most expensively constructed 
furnace now on the market. 


Gray & Dudley Co. 


NASHVILLE, TENN. 


“We melt more than 100,000 pounds of Southern pig iron per day” 





Ne, This Is Net } 
e Victrola 
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ing into these factors, it is easy then to de- 
termine the selling price, which should be 
fair to the customer, and leave a profit to 
the merchant. 

“T agree with Mr. Denecke that there can 
be no set rule, for no one method can be 
scientifically correct and the rest all wrong. 

“Let me illustrate how easy it is to lose 
money through ignorance on the part of 
‘wise’ clerks. A factory machinist pur- 
chased some tools at a margin of 5 per cent 
on the invoice price; and when the clerk 
was told that the house lost money on the 
sale he merely said, ‘No, we made 5 per 
cent.’ And this didn’t happen in a small 
country store, either. When a retail mer- 
chant sells at ‘wholesale’ on such a margin 
he burns his fingers, and loses money. All 
because of ignorance of facts. 

“One great trouble is that so many hard- 
ware merchants, and their clerks as well, fail 
to read and profit by their trade paper.” 

(Signed) W. B. Lunpy, 
Waukegan, III. 





Looking Them Over 


E recently sat on the steps of a construction 

mess house with the superintendent at about 
6:30 A. M. From the time of our arrival, the previous 
afternoon, there had been almost continuous talk of 
methods of moving dirt. That morning at breakfast, 
by lamplight, the discussion waxed warm over certain 
fine points. After the men went for the teams and 
trucks, the talk overflowed to the steps. To all ap- 
pearances, the superintendent was submerged in put- 
ting over his arguments. 

About this time the mule teams began to pass. The 
superintendent never misfired once in his talk, but 
his eye was on those mules. Suddenly he called one 
of the boys out of line and sent him to the black- 
smith to have the mule’s shoes tightened. Then he 
spotted a trace chain wired together. That boy went 
to the harness tent for a new chain. And so it went. 
Not a weak spot got by the superintendent’s experi- 
enced eye. Later, we learned that this superintendent 
usually finished breakfast ahead of the crew and was 
at the stables when the harnessing was under way. 
Nothing missed him there. The small fixing-up jobs 
were all done before the teams started. Our visit 
had merely upset his schedule a bit. 

The same close inspection came that night. Nota 
team missed the superintendent’s careful once-over. 


As a matter of course, the shoulders of each mule were 


washed with dilute oak bark water. Once a week all 
collars are thoroughly washed. There are few sore 
shoulders in that outfit. 

What is the answer? This outfit has made cost and 
speed records in moving dirt which it would be unfair 
to print. They have made them, too, without any 
fuss or feather, largely by keeping up the little things 
which slow up the whole job if unchecked. 
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An Easy Method of Lettering 


(Continued from page 73) 





the brush toward you, the hand resting on the 
surface, the same as in writing a letter. 

The horizontal and circular strokes are made 
by twisting the brush between the thumb and 
index finger. 

Don’t hold your brush too tightly, but go at 
it in a bold manner. Have a piece of paper 
or cardboard handy, and after dipping the 
brush in the ink work it back and forth; this 
will train the brush to work flat, and also dis- 
tribute the ink evenly through the hairs of the 
brush. oli eT nt 


How to Lay Out a Show Card 


First make your marginal line around the 
card in lead pencil. This should be at least 
114 to 2 in. from the outside edge. The wider 
the margin the better your show card will look. 
A small letter with plenty of space around it 
will be far more conspicuous than large letter- 
ing crowded into small space. 

Next draw an upright line exactly through 
the center of your card (before you start to lay 
out the lettering). This will act as a guide and 
help you to “center” your words. For in- 
stance: Take the word “department,” which 
has ten letters, five letters would be at the 
right and five at the left of center upright line. 

The marking out of the squares and the 
drawing of each letter with the two pieces of 
cardboard and compass may seem a rather long 
and tedious operation at first, but it is the 
shortest cut in the end for all beginners. It is 
an excellent system to train the eye, and this 
is of equal importance as the training of the 
hand. | vag 
Rule for Proper Spacing Between Words and Letters 


The width of the thick bar should be the 
proper space between letters, with the excep- 
tion of the five open letters, F, J, L, T and V. 
These should be spaced with the thin bar. 

The easy part of making this alphabet is 
that there is no definite rule for the thickness 
of the thick and thin bars so long as the let- 
ters are uniform. 
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Stationary Tub Wringers 


All Apart- 
ments and 
most new 
houses have 
built-in Slate 
or Soapstone 
laundry tuts, 
called Sta- 
tionary 


Tubs. 


The Only 
Wringer to 
use on these 
tubs is the style 
illustrated. Has 
wooden 
clamps which 
hold fast and 
do not dig holes in the tub. Also has reversible water- 
board, which carries the wrung out water to either tub. 





No. 7815 Guarantee 


Keep a stock of these wood clamp reversible wringers and 
sell them to all buyers who have square or stationary tubs. 


LOVELL MANUFACTURING CO. 
Erie, Pa. 
Largest Manufacturers of Clothes Wringers in the World 
Warehouses and Sales Offices 


CHICAGO 


62 E. LAKE ST. NEW YORK 


86 Warren St. 


BOSTON 
52 Pearl St. 














Running Blind 


‘*FCOULDN’T see the trail. Many times I couldn’t 
even see my dogs, so blinding was the gale. I gave 
Balto, my lead dog,-his head and trusted to him. 

He never once faltered.” 

So spoke Gunnar Kasson when he literally staggered 
into Nome with that now historic, precious bundle of 
diphtheria serum. He has been through an experience 
in doing his part to “mush” through to Nome in some- 
thing over five days (when it usually takes the mail sleds 
thirty) about which the Frozen North is still talking and 
will continue to talk. 

There come times when it is necessary for any business 
to “run blind” or nearly so. In the case of the retailer, 
when he is compelled to be absent, the cash register helps 
immensely not only to “keep tabs” but to watch against 
strained consciences. But, in the case of any business 
handling merchandise, whether at retail or otherwise, 
where is there a better Balto to find and hold to the 
invisible trail when “running blind,” for whatever cause, 


than Advertised Goods? 
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Im a Mechanic-/ know 
am r AN 
re iad wi f rf uUiatio 
v9 he Blade with the Reputation v9 


STAR HACK SAWS 


CLEMSON BROS.Jnc — Middietown,N.Y 





The skilled mechanic, profiting by his long ex- 
perience, uses great care in selecting his tools. 


Makers Since 1883 


CLEMSON BROS., INC. 
Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU 
ABOUT HACK SAWS. WRITE 
FOR BOOKLET. 
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Hardware Beautiful 


(Continued from page 69) 


Has the old tea kettle been jammed around, 
knocked to the floor, soldered and mended until 
it is no longer an ornament to the top of the 
range? 

Couldn’t the good housewife use two or 
three new, white mixing bowls to practical ad- 
vantage. 

Wouldn’t she like a new white dish pan and 
drying pan to match her white kitchen sink? 

Here are just a couple of suggestions which 
are pretty sure to hit seven out of ten average 
housewives. 

Are you alert to the possibilities for new 
sales to them through bringing this “hardware 
beautiful” to their attention by proper display 
and advertising? 

Department stores are well aware of it as is 
evidenced by their displays and advertising, 
devised as a very direct appeal to the women of 
the home and if it is profitable for them, why 
not for the hardware store which likewise can 
list complete equipment for the kitchen, from 
the range down to the last paring knife and 
toasting fork? 

May we not also classify household shears 
and scissors as “hardware beautiful’? 

Surely the bright and shining nickel sur- 
faces of these daily used utensils have an at- 
tractive enough appearance to warrant the 


name. 

Seeing is selling. 

The customer sees the article in your win- 
dow or in your store and you sell it. 

You know it is true, for you have expe- 
rienced it many a time, so why not develop a 
bit more of the “seeing?” 

Your bright new shears and scissors will 
make a handsome window display and this in- 
door season of the vear furnishes much time 
that is devoted to household sewing. 

Are the old shears a mere encumbrance to 
the work-basket—are the scissors snapped off 
as to point of one blade—is there need for a 
tiny pair of embroidery scissors instead of 
that old rickety-bladed penknife? 

These are some of the questions which a 
local window display is apt to answer for you 
in increased cutlery sales in the shears and 
scissors department. 

Bathroom fixtures furnish another hardware 
line of attractive appearance. 

Nor are your sales by any means limited to 
the owner or occupant of a newly constructed 
house, for many bathrooms are incompletely 
or inadequately furnished; others are being 


rebuilt or refinished and the array of nickel 
or white ware so appropriate for the modern 
toilet is reasonably sure to prompt sales 
which would otherwise be lost or pass to the 
plumbing shop. 

An artistic display of the many types of 
baskets of such general use in the average 
household is well worth the thought of the 
hardware merchant. 

There are market, shopping and sewing 
baskets, stained in assorted colors and designs. 

Wood baskets for fireplaces, wall baskets for 
flowers, white enameled hampers, bassinets for 
babies, work baskets and baskets for waste 
paper. 

A whole big family of them and throw in 
the good, old-fashioned clothes or laundry bas- 
ket for good measure. 

If you say they aren’t hardware, why not 
compromise and agree that they might as well 
be, since they do fit in nicely with the scheme 
of things which are purchased somewhere for 


‘the average household use? 


And what shall we say of silverware? 

For the real honest-to-goodness-solid-heir- 
loom-variety, to be sure, it may come from the 
silversmith or the jeweler, but what of the 
kind we may designate as “‘the every day set?” 

Isn’t it hardware and isn’t it beautiful? 

Doesn’t it belong to the same classification 
of good looking hardware as the white enam- 
eled kitchen cabinet, the porcelain top kitchen 
table and isn’t your store a logical place for its 
purchase? 

Accepting the premise that your average 
family requires a set of tableware for daily 
use, does this line not merit an investigation? 

It is not essential that you stock a complete 
set in some fancy, new pattern—that’s fine if 
you can well do so from previous experience— 
but we would rather refer to carrying those 
three Rs of the ordinary table set—knives, 
forks and spoons in a plain or conventional de- 
sign and at a price suited to the requirements 
of the Smiths and the Browns. 

Suffice to say, it has merely been our intent 
to plant the idea as a tiny seed in the minds of 
some dealers who may have become so accus- 
tomed to these and many other sales-producing 
articles in their stores that they perhaps tend 
in a degree to embody that old maxim, “fa- 
miliarity breeds contempt.”’ 

We can suggest nothing better in a mer- 
chandising sense than a regularly promoted 
campaign for “hardware beautiful.” 








—_——_- 


Proper Cutlery Assortments 


HE way to obtain the best results in selling pocket cutlery is first to construct an assort- 
ment suitable to your location and opportunity. This assortment should include patterns 
of a proper price range so selected as to fit the requirements of each kind of customer in 


your community. 
hazard sales. 


Knives bought in a haphazard way usually bring only infrequent and hap- 
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Made Strongest to Last Longest 


Unlike human beings a screw wrench cannot take on 
weight or acquire strength during its lifetime. 


For this reason the Coes Steel-Handle Wrench is made 
heavy enough for the work intended, and strong enough for 
the severest service before it reaches the customer. 


The “Coes” lasts longest simply because made strongest. 
Sizes: 6 to 21 inches. 


Ask your Jobber to supply you. Send to us for Catalog. 


COES WRENCH COMPANY — aa Pasig ae seecteiciialia 
‘ . ° 1841” J. C. McCARTY ' 29 Murray St., New Yor 
eR SN JOHN H. GRAHAM & CO., 113 Chambers St., New York 
Worcester Mass. FENWICK FRERES 8 Rue de Rocroy, Paris, France 









































YOU NEED ’EM LET’S TRADE 
| 
Over Fifty Years : Our Guarantee of 
Handle-Making g “ Value; a Label on 
Experience S of FASS Every Handle 
om or “TD&W” 
Stamped 
in Head 
“Since 1855” 1] | TRADE MARK 
ties, 
3 TARDE INLOUISYIL fr 
Registered Brands U-2: A: ~~ Registered Brands 
DANIEL BOONE 2 . PERFECTION 
AMERICAN BEAUTY TRIUMPH 
DAISY 4 "4 ’ HERCULES 
SUNFLOWER . \ SUCCESS 
EAGLE = bit PEERLESS 
ROYAL OAK § STP ° BEAUTY 
HICKORY AND OAK HANDLES FOR AXES, PICKS, ADZES, SLEDGES, MAULS, HAMMERS, HATCHETS, 
CANT-HOOKS, PEAVIES AND JACKS 














116 HARDWARE AGE May 14, 1925 


OUTSTANDING FEATURES 
ce FY NAL BD 
CONSTRUCTION 





TW 






PATENTED 








Pumps of outstanding merit—-pumps that have won and 
held their position as leaders year after year through quality 
—-pumps with over a half century of pump building experi- 
ence behind them to guarantee stability and dependability— 
pumps from a factory where modern methods and rigid in- 
spection prevail—pumps with strong sales and service fea- 
tures which alone would bring pump business to dealers and 
pump satisfaction to users—pumps with continuous nation- 
wide publicity back of them to smooth the way and reduce 
sales resistance—such are MYERS PUMPS, and the line is 
complete, a style and size for every purpose. 


“Just as good as the MYERS’”—a common expression in 
pump circles. Translated, this phrase means Myers Pumps 
are considered standard—a measure for comparison by 
others—a high tribute to the superiority of MYERS PUMPS. 
Why not place your sales effort behind a line like this? In- 
creased pump business—better profits—satisfied customers— 
have blossomed into reality for Myers dealers everywhere. 
Join their forces today. Catalog, prices and 
terms direct to responsible merchants, or 
one of our salesmen will see you personally. 
Tell us your wishes. 
















ROLLING 
MOTION 
COG GEAR 
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Cc O. 


THE FE. MYERS & BRO.co. 


LAND, OHIO 
ASHLAND 1 SUMP AND HAY TOOL WORKS 














Children are great advertisers because they are 
great talkers. 


Sell a child a worthy Toy and every youngster 
in the neighborhood will soon hear where it came 
from and how it “goes” and they'll all want one 
just hke it. 

Besides, 


Toys Pay Good Profits 


And unlike some merchandise, good Toys are salable 
every month in the year. 

Obviously different dealers have different ideas about 
how loys should be sold. 

HARDWARE AGE is continually presenting such ideas. 
Interesting articles about how Brown or Smith or Jones 
built up a big Toy trade are always welcome in its 
columns and are eagerly read. 


Read Harpware AGE each week and keep posted on 
what others are doing. 


And when one dealer in a small town can And while Toy trade may come to him who waits, 
originate a “scheme” that sells $500 worth of Toys the dealer who goes after it will get it first without 
in a single week it simply shows what can be done waiting. 


when one really tris. 


Hardware Age, 239 West 39th Street, New York City 
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GRIFFIN- 






the hinge that is unt- 
form in size, beauti- 
ful in appearance, 
lasting in finish, life- 
long in service —the 
product of one of the 
largest wrought steel 
hardware manufac- 
turers in the world. 


GRIFFIN MANUFACTURING CO. 


waetrovert 








 Perfea’ 


PAA MI 





The “Customers” Who Send a Friend 


Some of those “Customers” we have been mentioning 
here week after week are getting into action. We under- 
stand they have been boosting “Perfect” Screen and 
Hardware Cloth. All the neighbors are talking about its 


LUoawSavt0k 


WIRE CO. quality and fine appearance and passing it on to their friends. 


ST LOUIS.MO 


It started some time ago when our Dealer Friends insured vas 

7 ~ . ed . A} . 4 , ' 

themselves against dissatisfied customers by selling better NTED SCRE 
Wire Cloth. WIRE CLOT? 


And now all their eftorts are being rewarded by repeat 
sales and new customers. 


If you are not meeting these folks ask your Jobber to 
tell you about “Perfect.” 


UAC A 


LUDLOW-SAYLOR WIRE CO. 
ST. LOUIS, MO. 


di 
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Sell This 


Handy Camp Axe 


SUMTER EY mn, 


CRECQITE | 
‘STEEL T TOOLS | 





WH ee 


FT 
i 
q 
9 
— 
e 


"y 
A 





All Are Equipped with the 


GRADY WEDGE 


= ‘ Easy to Keep Heads Always Tight 
Just Tap to Tighten— 
No Tools Required 











Men like this practical axe as well 
as boys. YOU can increase your 
volume and profits with it. Used 
by campers, motorists and house- 
holders as well as 
boys and scouts. A 
strong, handy Axe 
for everyone to have 
around —at a price 
everyone likes. 


The Big Selling Season Is Here! 





For Scouts, Campers and 
General Utility 


Made of Crecoite—that wonderful new tool metal, 
perfected after thirty years of experience. Fully 
guaranteed as to material and workmanship. Rubber 
black rustless finish; polished head and edge; Forest 
Green hickory handle. 


This Camp Axe typifies the whole Crecoite line 
of boys’ and men’s Axes, Hammers and Hatchets. 
YOU can sell all of ’em! Liberal dealer’s discounts. 
If your jobber can’t supply you, write us today for 
samples or complete Catalog H. Now! 


MARION TOOL WORKS, Inc. 


Subsidiary of Chicago Railway Equipment Co. 


Marion, Indiana, U. S. A. 
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FORSTNER 
Labor Saving 


AUGER BIT 









Bores Any Arc 


of a Circle 





New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or f 
lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, f[ 
scalloping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 


Many 
: 











A National Selling 
Foree for Your 


Sporting Goods 


Hardware Age is read by the 
hardware jobbers, their _livest 
salesmen and by the best hard- 
ware dealers and jobbers in 6059 
towns and cities. 


Regular selling messages in the 
Sporting Goods Issues of Hard- 
ware Age will help you gain co- 
operation in selling your sporting 
goods from a body of merchants 
of country-wide’ location and 
highly developed selling power. 


Hardware Age 


239 W. 39th St., New York, N. Y. 
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GATCH-A 


REG. U.S. PAT. OFF 


BASKET 


Rubbish Burner! 
Trash Basket! 


Twelve months of the year, the Cyclone Catch- 
All Basket is in big demand. Needed by every 
home. Provides an easy, convenient way to dis- 
pose of rubbish. Safe—the close woven mesh 
keeps burning fragments confined. Sturdy, du- 
rable. Upright wires spaced 114 1n. apart. 29 
in. high, diameter at top 20 in. Baked green 
enamel finish. Shipped nested in lots of six. 
Keep this Cyclone leader before your trade. It 
means a source of steady profits to you. 
Order Now! 


CYCLONE FENCE COMPANY 





CYCLONE 
LL 











| “ana pROoUCTS. : Factories and Offices: 
etieay Waukegan, Ill. Cleveland, O. 
Newark, N. J. Fort Worth, Tex. 
The ‘‘Red-Tag” Western Distributors: 
The Mark of Standard Fence Co., Oakland, Calif. Q| 
Quality Northwest Fence & Wire Works, Portland, Ore. 





















‘Painter's Trestle 


Western 





| anne Painters, Decorators 
Vict Machinists, Millwrights 
For Carpenters, Farmers 
Roofers, Steam Fitters 
Window Cleaners, 
Housewives, Etc. 















. p YA,’ Ae — oe: OM Om On Ga On oF 
Send for Catalogue and Price List BATH, N.Y. U.S.A. 
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SPECIAL 














pL. WOo, 
<o* 4 "80 


bE %, 


SC ene 


MACHINE 
SCREWS 





fp . 





SPECIAL 
RIVETS 


WOOD 
REWS 











Vv ; 
SCREWS ~~ UPSET WORK” 
N. BRASS © ; 
iRO oy Any 
“MICKELED AS 


















Continenta 


mlokirlrirsS 


(Reg. U. &. Patent Office) 





WOOD SCREW CO. 
New Bedford, Mass. 











SLilaisoe 





Building activity means an 
demand. er brace up 
your stock of carpenters’ pencils, 
No. 660 illustrated is flat, octa- 
gon shape, MEDIUM lead, red 
polish with black edges, stamped 
in silver, 7 inches long. Its bright 
red polish makes it easily dis- 
cernible in carpenter work. 
_ This pencil can also be had in 
HARD lead under our trade 


number 659. 
for samples and prices. 


PENCIL COMPANY 
PHILADELPHIA —_—iU..S.A, 





OBERG’S FILES 


With the trade marks 


®) C.0. OBERG &C2 







\\\ \ 
\\\\ \\ 
a \\\\\ \\\ i\\\\ 
} MARERREERAL 
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FULLY CUARANTEED 


Circular Cut Files 


PANSAR 


Are made of the finest Swedish Charcoal-steel. 
Skilled craftsmen all over the world do know 
Oberg’s files as reliable tools worthy of utmost 
confidence owing to their sharpness, great endur- 
ance and uniformity of temper. 


Order from your jobber today, or write 


| SCANDINAVIAN 
WESTERN IMPORTING COMPANY 
116 Broad St., N. Y. 


soe E. Hennepin Ave. 
Minneapolis, Minn. 





Coristine Bldg. 
Montreal, Can. 








MAT 


| 


TL AA 


AU 


mi 





Repeat Order 
QUALITY 


(Tp 


MARK 





We will be glad to send you prices. 


BEMIS & CALL CO. 


Bemis & Call Wrenches offer more than 
immediate sale possibilities. Their excel- 
lent quality and improvements guarantee 
a large and more satisfactory business of 
repeat orders. 

They make good in service and make 
friends with their users. Their “friends” 
are your best assets. 

Handles, Frames and Bolsters are one 
piece, powerfully braced. Screws are made 
of solid high grade steel. Bars forged 
from open-hearth steel with oval front and 
back. 


TOA AAU 


Springfield, Mass., U. S. A. 
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Like this, §. . 
tee —_— Demonstrator 
WW, Quic ut I'll Say: FEE 
|| Sott and Easy : P 
| “Tie 

Yourself 


Sure Clinches the Sales 
When you Offer Such a Door 
Check at such a Price 


The $1.80 price satishes your cus- 
tomer, of course. The handsome Duco 
finisH creates desire. 

Then you swing back the door of the 
demonstrator — quickly it snaps back, 
then checks and silently closes. 

Words could not describe the per- 
fection of its action with nearly the 
conviction of a half-minute demonstra- 
tion. 

This demonstrator is free to you with 
your order of Rose Screen Door .Checks 
and Closers. Get it. You will do more 
business in this line than ever before. 

Jobbers all recommend the Rose for 
profits. , 


Frank Rose Mfg. Co., Hastings, Nebr. 





SCREEN DOOR CHECK 
AND CLOSER 
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SPECIAL OFFE 


You Pay Only $17.65. 


(6% less than usual) 


You PROFIT $15.05 


Here’s the merchandise 
dake Weeneh fet 





Here’s our offer 
You / : for 


1 dozen single 6 wrench sets..........++++- 4.20 

1 dozen bags 12 inch tent stakes............ 21.00 

1 display carton of 50 assorted De Luxe 
BOSS MUMIDETS 2 ccc cccccccccccccescceess 





You pay only $17.65 You SELL for $32.70 
Display Containers or Cards with Each 
Item 
ERE’S a chance for you to get “inside 
information” of KNOWN good sell- 


ers. While the merchandise sells well all 
the year round, according to our records of sales, these 
articles go particularly strong during spring and sum- 
mer months. 


For a Very Limited Time Only 


To introduce to you our line of other good selling mer- 
chandise we are making the above special offer for a 
very limited time only. Mail the coupon and get in on 
this opportunity to make very nearly one hundred per 
cent profit on your investment—to buy this assortment 
which ordinarily would cost six per cent. more at the 
reduced price. Send the coupon NOW, examine the 
merchandise, and if you don’t think you have made a 
remarkable “buy” you may return the complete shipment 
within five days and we will upon its receipt, charge 
off the item. Otherwise we will bill in our regular 
way. Don’t hesitatee—SEND COUPON NOW. 





Niagara Metal Stamping Corp. 
Niagara Falls, N. Y. 


New York Office: 106 Réade St. 
Jobbers: Write for Special Discounts on This Offer 


Sign and Return Coupon TODAY 


NIAGARA METAL STAMPING CORPORATION 
Niagara Falls, New York 


Yes, I do want your SPHOIAL OFFPR! 

Ship as soon as possible ........ assortments, each to consist of 
1 dozen Premax Single 6 Wrench Sets 
1 dozen bags Premax 12 inch steel tent stakes (12 to a bag) 
1 display carton of 50 assorted De Luxe House Numbers 


Within five days you may bill me in your regular way for the full 
amount—specially priced at $17.65 per assortment. If not gatis- 
factory, I can return the COMPLETH shipment within five days 


and you will not bill me. 


eevee eeeaeee*t et te eeeeeeteeer eae eee ee ee eeee eee eeeeeeeeeeieeeneeeeeee 
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MOE’S LINE—A Distinctive Line of 


Poultry Suppli 
a ese Everything for the poultry raiser, 
> Se 6 from a leg band to an incubator or 
ee .  — @ colony brooder. All made right and 
oe = . A priced right. 
LEG BAND A. Will please you and your trade. 


Write for Catalog. 
HOEFT & COMPANY, Inc. 


(Manufacturers) 


405 N. Ashland Ave. Chicago, Ill. 


TREMONT 


Proved Best by 
Actual Test 


Tremont Hardened Steel Cut Nails 
are cut from high carbon steel] that 
by actual laboratory test contains an 
ne 1 pe | small percentage of im- 
purities. his metal is rust resisting 
to a remarkable degree and will not 
pene. crack or twist while being 
riven. 


Tremont Nails are scientifically de- 
signed to shear their way into the 
wood in a manner that assures a 
strong, permanent grip. They are re- 
markable for their strength af head, 
an important feature in the con- 
sideration of the quality of cut nails. 
Al these mechanical  superiorities 




















ARMSTRONGQ’S 















te Nipple Holder 







No. 20 for No. 2 Stock 
Range %4—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 









make admirable selling arguments 
and in the actual use of the nails 
themselves assures the customer 
satisfaction that is so necessary to 
the welfare of your store. 


Sell the Tremont Brand 








The right nipple is always on the job 
when you carry one of these tools. 






Tremont Nail Company 
205 Lincoln St., Boston 







The Armstrong Mfg. Co. 
Bridgeport 
Conn. 


sot If It’s a Keil Lock 
It’s Safe! 


Safe against the jimmy, safe against 
the saw, safe against intrusion. 















Copy yrig ht 
1925 by 
es Keil 
& Son, Inc. 






Lock Safety device experts and burg- 
lary insurance companies will vouch 
for this. 


Write for literature and trade prices. 


FRANCIS KEIL & SON, Ine. 


Established 1876 
401-425 East 163d St. New York, N. Y. 
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Mee) Have You Stocked DONLEY Screen Door Guards ? 


These practical Guards are designed to prevent adults and children from 
pushing the screen to open the door. They can be 
attached at any place desired on the door and be- 
sides protecting the screen, they reinforce and 
strengthen the door. 

Made in four sizes to fit any door. They retail 
readily at seventy-five cents per set of three bars 
and pay a liberal profit. 


If your Jobber has not stocked them—write to us giving 
his name and address. 


The Donley Manufacturing Co. 


10585 Quincy Avenue 
Cleveland, Ohio 
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BRUSHES 


Complete and up-to- 
date lines of Brushes 
and Brooms made of 
Wire Bristle and Fibre, 
especially selected 
For The Hardware Trade 





“The caster that is always ready to roll 
in any direction.” No swiveling into 
position. Cannot jam or scratch. The 
large surface ball carries the weight, re- 
volving upon smaller anti-friction balls. 
Absolutely noiseless. 


From your Jobber: send for Catalogue 


Into each Brush and 
Broom we mix brains 
with the best material 
and offer you an assort- 
ment of proven sellers 
of the most dependable 
enemas quality—the kind that 
=~emtmeme § Will build profitable, 
permanent business 
for you. 





Many distinct lines 
are shown in our No.20 
catalog. Ask 
for a copy. 





**Roll Along on Acmes”’ 
THE SCHATZ MFG. CO. 


Poughkeepsie, N. Y. 
AGENTS: 
J. C. McCarty & Co., 29 Murray St., New York City 


C. W. Gause Company, 693 Mission St., San Francisco, Cal. 


2... 





THE MILWAUKEE BRUSH MANUFACTURING Co. 


MILWAUKEE, WISCONSIN, U. S. A. 
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A GUIDE TO BETTER BUSINESS 


Heller’s Reference Book on Hardware Store Fixtures will 
be mailed free upon request to any Hardware Dealer. 


ai 

















Every one of the scores of beautiful pictures and every line Cc 

of the reading matter is designed to increase sales in oupon 
‘fare Stores, . Oo 

ae Se W. C. Heller & Co. 


Many of the interesting problems solved in modernizing 
over 2000 Hardware Stores are made Clear. Always the 
Dealer writes, ‘‘You have increased my sales.’’ 

The display difficulty that has baffled you has probably al- 
ready been solved in one of these many Hellerized stores. 


Montpelier, Ohio 


Please send without charge 
and without obligation on my 


It need bother you no longer. Ask for your copy of part the reference book on 
Reference Book No. 27-A. oa as ene gg alan 
W ln HELLER & CO vertised in Hardware Age 

| ° zs - Magazine, 
oe egy ola = sioner Name....ecee Ce ecccccscesers 


700 Wabash Ave., Montpelier, Ohio 


Eastern Display Room: 
20 Vesey St., New York City 





RGETORS. «20s rebewebececooer 
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Sherman Hose Couplings. The best that 
can be made. Of fine appearance with 
accurate machine cut threads and deep, 
clean corrugations. Made in %—%—% 
and % inch sizes. 


(Patented) H, B. SHERMAN MFG. CO. 








The Hose Is Not Always to Blame! 


Leaky garden hose can often be traced to the fittings—im- 
proper coupling or carelessness in clamping play an important 
part in the life of a garden hose. 


Sherman Wrought Brass Fittings are the standard mainsta mainstay. of dis- 
criminating dealers. Permanent, rust proof and of the nighee quality 
material. They offer longer wearing features. When you sell hose 
sell Sherman Fittings. They cost no more. 


Sherman Heavy Wrought ~ oy Clamps. 
The Genuine. Rust-proof clear ——- 
No other material will last on hose 

brass. Sherman Clamps are made to give 


satisfaction. There is a clamp for every 
purpose and any size. 











A Small, Power Driven 


Jacobsen Lawn Mower 


Every home in your vicinity with an average size lawn is 
a prospect for this labor-saving lawn beautifier. It takes 
the drudgery out of lawn upkeep; meets the demand for a 
light, sturdy, compact, power mower at a very moderate 
price. Cuts a 19-inch swath at the rate of two acres a day 


Jacobsen 








Made of Solid Brass 


Bathwhite fixtures are now made of solid brass. This 
insures long life. No chance for unsightly rust. 


Triple coated spotless white—the best and most du- 
rable white enamel that can be applied. Finish will not 
chip, crack or stain. 


Write for more information. Bathwhite—nationally 
advertised—is a profitable line to sell. 


E. H. TITCHENER & CO. 
Dept. 4, Binghamton, New York 


BATHWHITE 
FIXTURES 











N. Y. Off., 74 Murray St. Chic. Off., 34 N. Clinton St. 


19-inch Power Lawn Mower 


The Jacobsen Junior Power Lawn Mower 
is designed by pioneers in power lawn 
mower construction. It has an enviable 

‘‘ancestry’’ in our famous 4-Acre Mewer, 
Putting Green Mower and Wstate Roller 
Mower. Weighs but 150 pounds—simple, 
dependable. Both traction wheels and 
cutting reel are power driven. Device 
ean be furnished for sharpening reel 
knives by mower’s own power and with- 
out removing reel. 














~— Jacobsen 
- econ y, Mfg. Co. 
ere’s a Jacob- 
sen "Mower for Dept. DD 
every type of Racine 


lawn. Sales and 
advertising helps 
supplied. Write 
for literature and 
dealer plan. 


Wisconsin 

















in al} sizes 


4} r aCKS 
[ We carry te aD | 









Sell Tacks the Right Way 
xs) According to LENGTH 
\ * b Reduce Your Assortment 50% and 


Sell Twice as Many Tacks 


= \\ These Fancy Display Cartons May Be 

=N Had at the Price of Plain Boxes 
a\ If your Jobber does not have them—write us 
a and mention the name of your Jobber. 


The Holland Mfg. Co. The Shelton Tack Co. 
Baltimore, Md. 





Shelton, Conn. 
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100% EXPANDING 
LOCKING POSTS 














FROM NAILS TO 
KITCHEN RANGES 


A Hardware Salesman’s catalog comprises a great 
variety of items. 
Fluctuations in price, new lines added, discon- 
tinued numbers, take a lot of his time in keeping 
a catalog up to date—unless he has a Proudfit 
“TB” Binder. 
With this binder he can lift off any number of 
sheets without disarranging them. Telescoping 
spring posts hold them in alignment, while changes 
are made, so that they go back into place without 
jogging. 

Loose leaf books and devices of all kinds. 


Agencies in all principal cities. 


PROUDFIT LOOSE LEAF CO. 


21 Logan Street Grand Rapids, Mich. 
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Rubber Chair Tips 


of six different styles and sixteen dif- 
ferent sizes in a neat showcase display 
box. They prevent injury to the 
floors and muffle noise witheut leav- 
ing a mark. 

Our Catalogue shows our complete 
line of rubber specialties with prices. 


Send for it. 
Elastic Tip Co. 
370 Atlantic Ave. Boston 


ee eee 




















“Improved” Guaranteed 
Jersey 
Shoe Lasts and Stands 


Kae 4 are lock bearing and absolutely the best of their 
ind, 


If you are stocking lasts and stands similar to the 
JERSEY it will be to your interest to get in touch with 
us before placing your next order. 


We will show you that you will increase your sales on 
Lasts and Stands by stocking JERSEY. 


Look 

for 

This : 4N 
Mark. S 
Denotes VV 


Quality, 
Durability. 





STAR HEEL PLATE CO. 
Louis Sacks, Inc. 


357-391 Wilson Ave. Newark, N. J. 











Brings Boat Owners 
to Your Store 


We guarantee every can of 
Jeffery’s No. 7 Marine Glue to 
stop all kinds of leaks and make 
any boat perfectly watertight 
and leakproof. ; 


Equally adaptable for wood 
boats or steel—from a canoe to 


JEFFERY’S 


Our 
Waterproof Marine Glue 


is a big seller wherever boats are used—lakes or sea- 
shore. 

It is Nationally advertised and our famous slogan, 
“Does your boat leak?” has brought responses from all 
parts of the world. 

We furnish dealers and marine supply stores with 
Booklets bearing their name and address that tell all 
about this glue and bring boat owners to your store. We 
refer all inquiries to the nearest dealer. Write for 
discounts. 


L. W. FERDINAND & CO. 


150 Kneeland St. Boston, Mass. 
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SUPERIOR 


Hex Mesh 
POULTRY NETTING 


G. F. Wright Steel & Wire Co. 
WORCESTER, MASS. 











SSS KET WHEN PACWES 3 
RELIABLE PLASTER : 


ttre : | RELIABLE VE PLASTER, 








A new oommunienh.« way to handle Plaster 
Paris Packed in three sizes: 
One pound, two pound and five pound packages in an assorted 
barrel of 360 pounds as follows: 40 1-pound packages; 60 2- 
pound packages; 40 5-pound packages; and costs no more to 
handle than bulk Plaster Paris. Write for prices today. 
RELIABLE PASTE CoO. 
3223-25 Cottage Grove Avenue Chicago, Illinois 
Dry Paste—Paint and Varnish Remover—Calcimine 





















































Ree METHODS 


To provide adequate storage facilities for 
shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 

MYERS NOISELESS CUSHION TIRE STORE 
Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throughout, 
eliminate vibtation and noise and produce a ladder 
YV of ample strength for safety, convenience and ra) 
efficiency One style only—neat of at ‘ > 


et Met ot oe ANS 
requirements. Circular MYER H! L 
— meee as 


Learn How To 


SELL MORE 
| HARDWARE 


Get These Two Books 
FREE = 


Just Clip 
And Mail 
This Ad Back To 


DULUTH SHOW CASE CO. 
P.O. BOX No. 778-A 
DULUTH, MINN. 











































































to ee meet your re- | 


Write for complete price list, 
discount sheet, display ca cards. 


GIFFORD-WOOD CO. 
Main Office & Works: 7 Hill 8t., 


U an 


for every ice handling purpose. 
A large stock always on hand 


X i Fa 


Hudson, N. Y. 
( NewYork, Boston, Chicago, Pittsburgh | 


LZ 





the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 
maker. Send for our _ special offer! 


om > ™ A> & 


, — sagh "Sooner fev. 


St. Louis, Mo. 



















58 YEARS AGO 
Priest’s Clippers were 
introduc Today 


PRIEST’S CLIPPERS 


need no introduction. 
They sell on their cutting 
quality. 


American Shearer Mfg. Company 
Nashua, N. H. 











SEYMOUR SMITH 


Self-Piercing Bull Rings. Made in all 
sizes of pure copper. Send for our 
new descriptive catalogue. 


SEYMOUR SMITH & SON, Inc. 
Oakville, Conn. 


Sales Agents: John H. Graham & Co., 113 Chambers St., New York 














Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 








THERE IS ONLY ONE 
‘GoLp MEDAL #0047. 


FOR 33 YEARS THE aan 3 STANDARD 


ORDER EARLY. 





GOLD MEDAL CAMP FURNITURE MFG. CO., RACINE, WIS. 














Make Your Wants Known 


If it’s Hardware you have for sale or want to buy— 
make your wants known in HARDWARE AGB, the “News- 
business” paper of hardware retailers and wholesalers 
all over the United States. 

HARDWARBP AGE will bring buyer and seller together at 
minimum cost. 








May 14, 1925 
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Wood Rim Sieves 
Metal Rim Sieves 


for all purposes, Special 
Cinder Sieves, Cook’s Sieves 
with horsehair and wire bot- 
toms of all kinds. 


Hotel Sieves 


G. H. Wiinsche 


Hainewalde 
(Germany ) 
REPRESENTATIVES 
REQUIRED 














$-saVer-$ 


Scaffold Bracket 
Fixtures 


Packed in handy, attractive, 
fiber boxes for Dealer Dis- 
play. One pair, two pair, 


half dozen and dozen in box. 








Orville E. White 
1000 Bauch Bidg. 
Lansing, Michigan 


Distributors 
The Lansing-Company 
Lansing, Michigan 











LIC-WID-LES DOOR CHECK 


Needs no attention and meets ev emer to which a doer 
check and ~ Senin | pons en | 5 . 


Dealers ! Jobbers | 





Let us tell you about our Real proposition 
The No-Liquid Door Check Co. Columbus, Ohio 

















Through our national advertising we have 
convinced poultry people everywhere that it 
pays to 





with cheap incubators and _ to 
hatch strong, healthy chicks that 
live and grow with Queen Incu- 
bators. Ask us how we can help 
you sell more incubators. 











QUEEN INCUBATOR COMPANY ]} 


., North 14th St. Rtnecin, Nebr. 7 





Ensign Bickford is the ORIGINAL 

SAFE] : safety fuse—tested and tried by 
time and experience. 

We manufacture various 

brands of fuse, among 

which you should find 

one adaptable for your 





The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 











STEEL WIRE 
SCRATCH BRUSHES 


A large variety for industrial and household require - 
ments. First quality backed “by more than fifty years’ 
experience. 

Write for catalog and prices. 


THE HEROLD BROTHERS CO. 
Established 1874 


1104 W. 9th ST. CLEVELAND, O. 














BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 


MAI re 


B Si * ase 





Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 








ASK FOR SAMPLES OF VAUGHAN’S 


*“‘NO-CHIP” White Enamel Handle Kitchen a 
tools—Pan Cake Turners, Basting ; 
and Mixing Spoons, Ice Picks, Etc. , 

oe 


They neither peel, chip nor 
crack. 










Seenten wu a sent upon request 


VAUGHAN NOVELTY MFG. CO. 
3215 Carroll Ave., Chicago 
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Iron Fence, Gates 
wn Vases - 
Settees 

General Iron 
and Wire Work 
CHAIN-LINK 

-408s. WIRE FENCE 

Ask for Oatalog | 
THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 












































STRATTON ™** cere" 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 














“Red Devil” Pliers 
—made in 100 styles 
—one for 

every need. 


2 “Red Devil’ Tools 
Honestly Priced 
Honestly Made 

Nationally Advertised 

MELLEL Catalog for the Asking 

“SMITH & HEMENWAY CO., INC. 


Mfrs. of “Red Devil’ Tools 
98 Coit St. Irvington, N. J. 














Robertson “Horse Shoe Magnet” Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal . 
(the highest offered) at the Panama- Pacific Exposition. 
Good profit. Write for price list 

Name and design trade marks registered U. S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 























Leaders in their line 


Rome Copper Utensils have over 
30 years of “Know how’ behind 
them. For profit and quick turn- 


over, carry them. ALPS 
Write — [ROME } 
ROME MFG. CO. ean’ s 





Factories and offices, Rome, N. Y. 















Superior Quality, Rigid, “Ww & 8” 
KNIFE HANDLE WRENCH 
Sturdy, Dependable. }. H. WILLIAMS & CO. 
Literature? New York BUFFALO Chicago 




















Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-Borax Compounp Co. 
Fort Wayne, Ind. 





@aTt MAY 27,1908 








Be Sure of the Seeds You Sell 


Assure yourself of satisfied customers and 
build up a steady trade with dependable, 
tested seeds. 

Be prepared to meet the demand. Write us for our 
prices on Garden and Flower Seeds. We will also 
quote you on Mixed Lawn Grass Seed 


D. Landreth Seed Co., Bristol, Pa. 














“VICTOR” CLIPPER 


Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 


ee a bb 
HACK “TUE NOX” saws 
irony SE Do snscros 
“The Toots in Lhe Praid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 





~ REQUIRES 





SAMPLE 
FREE 


ONLY 








Fly Screen Cloth 


Attractive finish, durable 


7 quality. We can fill your 
orders promptly. 


vn Write for prices. 


and Copper Spargo Wire Co., Rome, N. Y. 











Makers of Every 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 
NINN Kind of Serv, 
Nut and _ Bolt. 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 

















IMASBACK PRICE SERVICE 
Keeps you informed at all times 
of the Net Cost on approximately 
30,000 items of Hardware 


\Mashack Hardware Co. Inc.. SO Warren St.. New York 
AOE NE IR 


THE FOWLER & UNION | 
HORSE NAIL CO. | 


HORSE SHOE NAILS ) 
OF HIGHEST GRADE | 


Plant ef 
1000 MILITARY RD., BUFFALO, N. Y. 











BROWN & SHARPE TOOLS 


bor Nearly, rae Yi is | C4 ba Been NO 


¢ tl Substituce for Brows. S& Sharpe Quality 
e - < 
\ ) send jor Seat! 7 ) . abhtloy No ray 


BROWN & SHARPE MEG. CO 


PRONIDENCI m4 
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Bells and Bell Toys 


For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 


East Hampton, Conn. 
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U. S. HEADQUARTERS 


IMPORTED 
Fire Arms and Ammunition 








Distributor of Leading Domestic Firearms and Ammunition 
Sole Authorized Importer of the Genuine, Original 


MAUSER Rifles, MAUSER and LUGER Pistols 
Long Barrels for ‘‘Luger’’ Pistols in 6”, 8”, 10”, 12”, 14” and 16” 
lengths; ‘‘D. W. M.’’ Mauser, Luger, Mannlicher Rifle and Automatic 
Pistol, Metallic Ammunition; ‘‘Koeln-Rottwell’’ Precision Shot Shells: 
Automatic’ 16-gauge Shot Guns; Cal. 32—10-shot Automatic Police 
Rifle; ‘‘Merkel-Suhl’’ famous Shoe Guns; ‘‘Over and Under’ Shot 
Guns; Combination ‘‘Over and Under’ Shot Guns and 30/30 Rifle; 
Famous ‘‘Drilling’’ Three Barrel Shot Guns and Rifle: Small Calibre 
Rifles, Shot Guns; Small Calibre ‘‘Over and Under’’ Guns, ‘‘Gallus’’ 
Famous Spanish Revolvers; Revolver Ammunition; Leather and Canvas 
Holsters, Cartridge and Shell Belts; Gun Cases and Covers; Field and 
Marine Glasses; Binoculars, Telescopes, Compasses; Shooting Accessories. 
pair Parts for MAUSER and LUGER ARMS 
A. F. STOEGER, Inc., 224 East 42d St., New York 
120 Page Trade Catalog mailed upon request. 

























Osborne High Grade Punches 








Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
quality. 

The above tools will please your customers, as well as our famous Round 
and Oval Punches. 

Remember we have had 99 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 
making our products. 





MURPHY’S 
Paper Hangers’ Knives 


The standard of enduring quality for over 75 years. 





i 


a ———- «<--> aera 


_ MURPHY 
IAY SHARP> 
HNIFE - 
‘XX , y 
aa Ske : ag ; od 
kr et oy 
R. MURPHY’S Knives for many trades make and hold trade 


for you. 
Good time now to be sure you have these knives in stock. 
Send for catalogue showing complete line. 





We stand back of every tool we make. Try us. Write for Catalog 
—_— ROBERT MURPHY’S SONS COMPANY 


iE & CO., NEWARK, N. J. 
©. S- OSBOSTABLISHED 1826 Established 1850 Rpm Thee 























TRADE-MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


2 
| 
| 
| 






Satisfied 









mers 
Custo SAMSON SPOT, PHOENIX,and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Profitable Awning Line, Dumb Waiter Rope, etc. 
Sales Send for catalog and samples 






BRAIDED CORDS + COTTON TWINES 





| Russell Jenni ngs Mfg.Co, 
onn. 


Chester, 210132 











MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


“ALLEN” 
WRENCH 
SETS 








+ Write for catalogue show- 

4 he ing a large number of styles HAVE cold-drawn (Allen process) sockets, guaranteed unbreakable 
jas © tan. a ae in practical use. Box Sets and Bag Sets, in the handiest possible 
2 = , combinations for mechanics and car owners. Features and prices 
ge a Milbradt Mfg. Co. in new Allen catalogue; send for copy if you sell—or use—wrenches. 


2411 N. 10th St. 
139 §S DON ST. 
THE ALLEN MFG. CO., [72,3HELDON ST 


St. Louis, Mo. 
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An Effective Low Cost Contact 


with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages. 

Allow seven words for Keyed Box Number Address. 


Lt inch ‘‘Box’’. 


Bach additional inch. seeceeeeee 
4 insertions, 10% off; 8 insertions 15%: off 
Remittance Must Accompany Order 





May 14, 1925 





Set Solid, Minimum 50 words..........cccccccccccccccccs s$B.00 
Bach additional word.... 
All Capitals, Minimum 50 words.........ccccccccccssccces €.00 
ey ED SIN 06066006660606606006066600000000 DD 


*eeeee 4.06 


50% off the above rates for Positions Wanted Advertisements 











We Can Solve the Sales Problem 


For One or Two Manufacturers 


But their products must be high standard goods of a character making possible 
a volume of sales worth the effort of a well developed sales organization. 

We have been established many years as manufacturers’ representatives and now 
distribute the output of important makers of hardware, tools and cutlery products. 
We also have facilities for handling Canadian and foreign business. 


We will consider adding one or two non-conflicting lines. 


Address: Success, Box G-609 Care Hardware Age, 239 W. 39th St., New York City 























— 


Business Opportunities 


DESIRABLE OFFICE AND SALESROOM 
SPACE in the center of the hardware district on 
Chambers Street. The third floor of remodeled 
building at 151 Chambers Street, 25 x 75, 
equipped with electric light, steam heat, and all 
modern improvements, including elevator service. 
The balance of the building is occupied by the 
following well-known hardware manufacturers: 
Iver j= Hie Arms & Cycle Co., John Russell 
Cutlery Co., Union Hardware Co., and Pike 
Manufacturing Co. Rental, $175.00 per month. 
For further information or view of the space 
apply to Herbert R. Conner, Manager, PIKE 
MANUFACTURING CO., 151 Chambers Street, 
New York City. 








PARTNER WANTED—Real opportunity for 
live man, having $15,000 to invest, to secure in- 
terest in up-to-date hardware store established 35 
years. Previous hardware experience necessary. 
Additional capital needed to serve thriving in- 
dustrial center Western New England, trading 
population 300,000. Address Box G-589, care of 
H'arpWARE AGE, New York. 


FOR SALE—-STOCK AND FIXTURES. Up- 
to-date, old established hardware store in a grow- 
ing and prosperous Pennsylvania town of 35,000 
population, also the county seat with a large rural 
trade to draw from. he store was equipped less 
than a year ago with the latest Warren Fixtures. 
Stock will invoice about $20,000.00. Address 
Box G-601, care HarpwareE AcE, New York. 


HARDWARE, PLUMBING, HEATING, 
TINNING BUSINESS for sale in a live manu- 
facturing town of 6000, sixty miles from New 
Yorkin the heart of Orange County. Main auto- 
mobile highway passing through. Will take $18,- 
000. Rent cheap. Address Box G-:602, care of 
Harpware Ace, New York. 


FOR SALE—Sheet metal shop, 12 years in 
Minnesota town, manufacturing an_ established 
line of ventilators. 250 barn cupolas alone one 
year. Also do job work. Equipment and stock 
invoicing about $2,500. Will sell for $1,500 
cash. Owner leaving city. Operating here can 
be moved anywhere. A real bargain worth in- 
vestigating. Address Box 7115-A, care of Harp- 
ware AcE, Otis Bldg., Chicago, Til. 

















WILL PAY CASH for retail hardware store, 
centrally located, doing a fair volume of business. 
Will buy at once if price is right. State full 





particulars in first letter. Address M. R. 917, 
Claridge Hotel, Chicago, IIl. 
EXPERIENCED YOUNG MAN WITH 


CAPITAL wishes partnership in live established 
retail hardware business in Northern 
gland, New York or Pennsylvania. 
W. LYMAN, : 


New En- 
Address L. 
Mount Kisco, N, Y 








Business Opportunities 


Positions Wanted 





HARDWARE, HOUSEFURNISHING, 
RADIO STORE—arge—for sale, reasonable. On 
busy business street. Uptown New York. Up- 
to-date store; good lease. Address Box G-615, 
care of Harpware AGE, New York. 


Help Wanted 








SALESMEN WANTED CALLING ON 
HARDWARE and sporting goods trade in north- 
ern states to handle winter sports articles of 
national fame. Good opportunity to make money. 
Give references and full particulars in reply, Ad- 
dress Box G-591, care of Harpware Ace, New 
York. 


SALESMAN WANTED —To sell door hang- 
ers; must be experienced in this line only. Give 
particulars as to experience, age, salary expected. 
Address Box G-598, care of Harpware AGE, 
New York. , 








WANTED—EXPERIENCED MAN _ FOR 
BUILDERS’ HARDWARE DEPARTMENT 
IN WESTERN PENNSYLVANIA TERRI- 
TORY, CAPABLE OF HANDLING LARGE 
ae ah a WELL AS RESIDENCES. MUST 
BE TO READ PLANS FA- 
MIL TAR’ WITH! CORBIN LINE PREFERRED. 
BEST OF REFERENCES REQUIRED. D- 
DRESS BOX G-604, CARE OF HARDWARE 
AGE, NEW YORK. 





EXPERIENCED SALESMAN WANTED for 
New England States to sell the well known and 
advertised line of cannon ball door hanger ma- 
terial, hardware specialties and wheeled goods. 
Also experienced salesman wanted for Maine and 
Northern New Hampshire to se!l our well known 
and advertised Star line of dairy barn equipment 
and hay tools. Salary, expense and opportunity 
to make a bonus. HUNT HELM FERRIS & 
COMPANY, Post Office Box 231, Albany, N. Y. 








Positions Wanted 


HNARDWARE BUYER—Have been associated 
with large wholesale hardware jobbers in South- 
ern and Middle Western States and have the abil- 
ity to’ take full charge of a general line as head 
buyer and sales developer. Twenty-five years’ 
experience. Fifty years old. Highest business 
references as to qualifications. Address Box 
G-614, care of HArpwarE AcE, New York, 





HARDWARE SALESMAN, TEN YEARS’ 
EXPERIENCE selling hardware and mill sup- 
plies in New Jersey; large following. Would like 
to connect with some manufacturer or live job- 
ber. Operate own car. Address Box G-610, care 
of Harpware AGE, New York. 


Sales Accounts Wanted 


REPRESENTATION WANTED—Manufac- 
turers’ agent with established trade and New 
York office, calling on department stores, chain- 
store syndicates, jobbers, and retailers, desires 
factory representation of kindred lines for the 
Metropolitan district. Hardware preferred; elec- 
trical specialties also considered. Address Box 
G-592, care of HARDWARE AcE, New York. 


LIVE WIRE SELLING ORGANIZATION 
desires exclusive agency New York, New Jersey 
and Philadelphia, good manufacturer of © hard- 
ware or household specialties, Well-established 
with jobbing trade, and selling retailers by way 
of missionary work. First class references, Ad- 
—— Box G-616, care of Harpware Ace, New 

ork. 














Sales Representatives Wanted 





UNUSUAL OPPORTUNITY—MEN CALL- 
ING ON TRADE CAN MAKE AN EXTRA 
a’ } beta, L — ao AN ITEM USED 
BY ERY AINTE ROOFER AND 
TIN INER. RADVERTISED. IN TRADE MAGA. 
ZINES. SELLS ON SIGHT. CAN BE 

“ARRIED AS A_ SIDE LINE OR FULL 


TIME PROPOSITION. WRITE: DIRECTOR 
OHIC. LES, 663 ERIE BLDG., CLEVELAND, 








HARDW ARE EXECUTIVE (retail) with 
twenty years’ successful Western experience in 
merchandising hardware and kindred lines, now 
ae large hardware business, contemplates 

ange. He would like to come in contact with 
reliable Eastern corporation that is desirous of 
opening Western distributing office. Highest pos- 
sible references. Address Box G-612, care of 
Harpware Ace, New York. 





MANUFACTURERS of full line household 
specialties want local representatives in all_impor- 
tant cities to handle line on commission. Depart- 
ment houses, premium concerns, are all big users. 
State experience, lines hand] led and territory 
covered. We want none but those who can 
“make good.” For such our proposition is an 
excellent one. Address “S, H.,’’ care of Harp- 
warRE Ace, New York. 
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HARDWARE 








Sales Representatives Wanted 


Sales Representatives Wanted 


Sales Representatives Wanted 





SPECIALTY SALESMAN, calling on hard- 
ware and radio jobbers, to handle specialty of 
unusual merit on commission basis. To experi- 
enced and successful salesmen exclusive territory 
will be assigned. State full particulars regarding 
field covered and give references. Address Box 
G-608, care of HArpwarE AGE, New York. 





REPRESENTATIVE CALLING ON JOB- 
ERS—A manufacturer of Christmas Tree out- 
fits requires representation in several States. Ex- 


clusive territory to big producers. Give detailed 
experience and references. Address Box G-611, 
care of HARDWARE AGE, New York. 














SALESMAN—TO REPRESENT large manu- 
facturer of garbage cans and pails in State of 
Florida. Straight commission. Give age, experi- 
ence, lines now handled and references. Address 
Box G-613, care of Harpware AGE, New York. 


SALESMEN—We have several openings for 
high caliber salesmen, experienced and _ success- 
ful, to sell an old established line of tools and 
razors to the retail trade. Exclusive territory. 
Commission proposition. Can be carried in con- 
nection with other lines. State territory covered. 
Address Box G-596, care of HARDWARE AGE, New 
Tork. 











care of HARDWARE AGE, New York. 


A GOOD SIDE-LINE FOR TRAVELING 
SALESMEN. Several experienced men wanted 
to sell a well-established, advertised felt weather 
strip to hardware and house furnishing whole- 
salers. Commission basis. When writing state 
experience and territory. Address Box G-617, 
care of HARDWARE AGE, New York. 





SALESMEN WANTED to sell the retail hard- 
ware and kindred trade, package and bulk “Purity 
Brand Lawn Seed” as a side line. Liberal con» 


mission. For particulars address Box G-584, 





ule, 


> mA 


THE H. L. BROWN FENCE AND MFG. CO., Cincinnati, Ohio 


All Picketa Made of No. 9 Heavily Galwanized Wire 


MANUFACTURERS OF 

é ..-8 Ornamental Lawn Fence 
Walk, Drive and Farm Gates 
Rubbish Burners, Trellis 
Flower Border, Tree Guards 


PRRAPRRDRRRRORDRRRGRER Ruane 
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PROMPT SHIPMENT ®uc@.% 
FROM STOCK Se 


WRITE FOR PRICES 
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Manufacturers of 


BIRD 
CAGES 






QO. Lindemann & Co. 


TRAP) 
Established 1863 
35-37 Wooster Street, New York 







arn 


me 











Aluminum 


WARE 


last a lifetime! 
A complete 


Guaranteed to 
A heavy weight line. 
line. 


ALUMINUM PRODUCTS COMPANY 
s 











Adjustable, 


UNIVERSAL 





UNIVERSAL 


Two sizes will clamp any hose of any 
diameter. Made from cold rolled stee] out of wire. 
No rough edges to cut hose. 
Everlasingly leak-proof. 
Trademark on every clamp and car- 


minute. 
Hose Clamps. 
ton. Get them from your jobber 


INDUSTRIAL 
Hackensack, N. J. 


HOSE 
CLAMP 


Put on in less than a 
Order Universal 


—or write us, 


CORP. 











BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 


UNIVERSAL 














“They Have a 
Bull Dog-Grip” 


Manufactured by 
U. S. Clothes Pin Co., Mortpelier, Vt. 
Sales Dept. 
1015 Union Bank Bldgzg., Pittsburgh, Pa. 








yen 





| The “TORREY” 


A Real Man’s 3 
Send for Catalogue of Full Lime 


J. R. TORREY RAZOR CO. 
WORCESTER, MASS. 








Economy 
Hose Attachments 


For connecting hose to smooth 
faucets. Slips on and off easily. 
Economy Mfg. Co. 
5850 Germantown Ave. 
Philadelphia, Pa. 














MANUFACTURERS 
What have you to offer in the way of quick 
selling merchandise? Let one of these ‘‘small 
card’’ advertisements help you increase your 
business. The cost is only $8.00 per inser- 


tion. 
HARDWARE AGE 
New York, N. Y. 


239 W. 39th St. 














American Can Company 














Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 
Syracuse Stamping 
Cc 


Oil, 





oO. 
Syracuse, New York 











SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 











Silver Lake Co., Newtonville, Mass. 
“AXES 


<s SCYTHES 


Scythes since 1812, Axes since 1800 


MFG. CO. 
East Highgate, Vt. 





RIXFORD 





J. L. THOMPSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


—RIVETS— 








DUMBWAITERS 


Write for our cataleg 
Energy Elevator Co. 
211 New St. Philadelphia 


CRAYONS 


FOR EVERY PURPOSD 


STANDARD “fiinVers. Mases. 














Easily first in the manufacture of 


Tools for Stone-Working 
Send for our Catalogue—FREE 
TROW & HOLDEN CO. 


Vermont 


Barre 
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THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. very care will be taken to index correctly. 
Ne allowance will be made for errors or failure to insert. 
A Go-Boy Corporation ...............+++++5 25 Progressive Manufacturing Company...... 118 
Gold Medal Camp Furniture Co........... 126 Proudfit Loose Leaf Co.........cccccces 125 
Aladdin Industries, Inc..............-.--- bs iiss ec cecceanbeseeawnvews 38 Pyrex Sales Division................... 3 
Diem TERR. Goceccccccccoccccocssevesses Gray & Dudley Co...............cccceeee 112 
Aluminum Products Co.............--++-. 131 a isbn cnbbeciions 117 re) 
American Can Company...........------ 131 Getoweld Bife. Co... .......ccccccceccvees 97 
American Gas = CO.. wccccccccveses na Queen Incubator Company............. 126 
American Nationa ee eee ee 
American Saw & Mfg. Co...............- 128 H R 
GEE Gn 60h 644 6064000804006 44 
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It makes money for the Snap-On Dealer. It will 
make money for you—big money! 
owners are the most ill-equipped tool users that come 
into your store today. They are just waiting to be 
sshown and correctly supplied with the tools that will 
save them money on repair bills and enable them 
to get better service out of their cars. 


Because—car 


All in the world you need do to make money with 

Snap-On Wrenches is to give them a fair showing 
and follow the Snap-On Sales Plan. You are ready to quickly 
and accurately supply the tremendous tool needs of car owners 
the moment you have the Snap-On Cabinet unpacked and on 
display. Begin now to make money on Snap-On Wrenches. 
Write us for details. 


Snap-On Wrench Company 


Manufacturers Milwaukee 


Motor Tool Specialty Company 


Sole Distributors—14 E. Jackson Blvd., Chicago, IIl. 
Distributing Branches in 18 Principal Jobbing Centers 


LOOK FOR THE NAME ON HANDLES AND SOCKETS—-NO WRENCH 








HARDWARE AGE 








nap-on 


Socket Wrenches 







Hlere is a Snap-On Dealer making up from his Cabinet 
stock the selected Snap-On Set for a car owner. He 
is showing the customer the set as printed in the “What 
Car Do You Drive” book. This dealer is convincing 
the purchaser that he is getting just the tools he needs 
for his car. 


This Is Organized and Specialized Tool Selling 
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IS A GENUINE SNAP-ON WITHOUT THE NAME 
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FINDING 
A PERFECT GIFT 
jor the BRIDE 


HE search for gifts is on. Everybody is seeking 

Tcseems for the June brides. Eager shoppers 

are scanning windows for gift suggestions, looking 

for something different, practical and beautiful. And here 

it is—an unusual and lovely 29-Piece Buffet of Community 
PLaTE—a gift to appeal to the heart and mind of every woman. 


Set in your window for all the world to admire, this perfectly 
beautiful Petit Buffet will evoke sighs of admiration from June 
brides-to-be and their friends, for is it not the perfect selection of 
pieces to begin housekeeping with—and so exquisitely lovely? 

Twenty-nine pieces—all that are necessary for six people— 
arrayed in Petit Buffets luxuriously decorated in gold and blue— 
the most distinctive setting for silverware yet devised. And they 
are free; you pay only for the silverware! 

Contents: 6 KNIVES 12 TEASPOONS I BUTTER KNIFE 
6 FORKS 3 TABLESPOONS I SUGAR SPOON 


Also supplied in Standard 26-piece and 39-piece combinations 


COMMUNITY PLATE 
Your Wholesaler (an Supply You 








